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Resolution Wk. un 
Limits Agencies 
Goes To Committee 


Bulkley, Wyper, Beresford, Kurth, 
Culver, Layton, Get West 
Baden Request 


REGARDED AS A GESTURE 


Fraternity In Doubt As to How 
Far National Board Com- 
mittee Can Go 





In scanning over the resolutions 
passed at West Baden Springs last week 
by the National Association of Insurance 
Agents the one which caught the eye of 
the executives of fire companies was a 
request that the new administration of 
the agents’ association open negotiations 
with the National Board toward estab- 
lishing a practice of restricted company 
representation “that shall be satisfactory 
to the local boards in their respective 
communities.” As the National Board 
has no authority over agency represen- 
tation appointed by its members, the 
question is asked in the company offices 
what was in the minds of the agents in 
passing this resolution. 

The general opinion is that the reso- 
lution is a gesture which, whether imme- 
diately effective or not, will crystallize 
fire insurance sentiment still further 
along the lines of qualified r>senta- 
tion; in other words, < a,ainst 
the multiple agency ten. 

The National Board’s C in. ttee 


The resolution of the Nationa: Asso- 
ciation will go to the committee called 
“National Board Committee For Confer- 
ence With National Association of In- 
surance Agents.” The committee really 
consists of some important members of 
the National Board’s official family. 
George G, Bulkley, chairman, is presi- 
dent of the National Board. Other 
members are James Wyper, vice-presi- 
dent of the National Board; Percival 
Beresford, chairman of the executive 
committee; Wilfred Kurth, chairman of 
the law committee; B. N. Culver, chair- 
man of the fire prevention committee, 
and Col. Frank D, Layton, chairman of 
the public relations committee. 

On December 17, 1925, the conference 
conmnittee of the National Board, at that 
ime consisting of Wilfred Kurth, 
George G. Bulkley, James Wyper, Shel- 
don Catlin and Thomas H. Anderson, 
had a session with a conference commit- 
tee of the National Association of In- 
Sirance agents, at that time consisting 
ot Cliff C. Jones, Frank L. Gardner, 
Ger rge D. Markham, A. G. Chapman 
and Fred J. Cox, at which the signatories 
approved four principles and recom- 
menled them to the companies and 
agents as “wise and salutary practices.” 
Those principles had to do with non- 
taken policies, which it was agreed 
should be returned within a specified 
Period (fifteen days); bank agencies to 
Which the signatories agreed it was det- 
tmental to the best interests of the in- 


(Continued on Page 28) 














PHOENIX 


Assurance Company, Ltd. 
of London 
150 William Street, New York 


A corporation which has stood the test 
of time! 146 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


3 Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
150 William Street, New York 











Opportunity for An Organizer! 


We desire a college man between twenty-five and 
thirty-five who has had a substantial personal pro- 
duction of life insurance, and who has had some 
experience in organizing work. 


This man will become a Production Manager for 
the John H. Scott Agency. Before asking for an 
appointment, write stating your qualifications. 


JOHN H. SCOTT, General Agent’ 
Home Life Insurance Co. of New York 
177 MONTAGUE ST., BROOKLYN, N. Y. 























We Tune the Instrument 


A man’s mind is an instrument. To be successful as a producer of life 
insurance it must be tuned to the necessities of the business. It must be 
adjusted to the finding of prospects, to effective approach, to interview- 
control, to definite closing. Into this mental mechanism must be fitted 
knowledge of how life insurance covers specific needs, and knowledge 
of company policies and practices. 

This tuning and training the Penn Mutual supplies to its representa- 
tives, together with General Agent and Home Office co-operation, skilled, 
willing, ample. 

In our agency expansion program we have room for men and women 
who greatly desire to excel and profit. 


Wm. A. LAW, President 
Wm. H. KINGSLEY, Vice-President HUGH D. HART, Vice-President 


The Penn Mutual Life Insurance Company 


Independence Square 
Philadelphia, Pa. 
Founded 1847 














Sets High Ideals 
For Investment Of 
Insurance Funds 
Graham R. Holly, Home Life’s 


Mortgage Superintendent, Talks 
To Mortgage Bankers 


CHARACTER THEN SECURITY 





Would Visualize Mortgage Invest- 
ment As Handling Savings 
Of Policyholders 

Some ideals for the mortgage banker 
to shoot at-and also a few specifications 
fors the m rtgage man himself who in- 
vests dunds for life insurance companies, 
were told to the Mortgage Bankers’ As- 
sociation of America at its recent con- 
vention at Cleveland by Graham R. 
Holly, superintendent of the Bond and 
Mortgage Department of the Home Life 
of New York. 

“In the life insurance business,” he 
said, “we have a glimpse of the sacrifices 
the people make in building up the vast 
aggregations of capital that co to make 
up the assets of the life insurance com- 
panies.. When you are asked to recom- 
mend a loan think of it as parting with 
the life savings,of the family entrusting 
to you all they have and where loss 
means tragedy. You are loaning the 
savings of the man like you and me; and 
very often, literally, the pennies of the 
poor. 

Wants Borrower to Measure Up 

“We want loans,” continued Mr. Hol- 


“ly, “based on security and character. Do 


not recommend a loan just because you 
think the property is worth enough to 
carry it. Consider the man behind it. 
Ices he pay his bills on time, all the 
time? As far as I am concerned you 
can get my endorsement for a 50% loan 
on the kind of a borrower I want, much 
more readily than you can get it for a 
40% loan or a 30% loan on some others. 
In fact, if the man does not come up to 
my standard I am not impressed by any 
possible margin of value in the property 
itself. 

“The intelligent and experienced in- 
vestor demands and has a right to de- 
mand, both security and character; they 
must come before us hand in hand,” he 
said. 

Further stressing the ideals which he 
held for the mortgage banker, Mr. Holly 
said: 

“Every man or woman who pays pre- 
miums is one of the owners of the com- 
pany. The assets belong to the policy 
holders and they elect the directors. Ev- 
ery man stands on a par of equality. 
The man who pays ten dollars a year 
on a thousand dollar term policy, has 
one vote for directors and the man who 
pays ten thousand dollars a year on a 
hundred thousand dollar 10 payment life 
policy, has one vote and one vote only. 

“The directors run the company in the 
interest of the policy holders. All divi- 

(Continued on Page 8) 
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SOLE DISTRIBUTOR 


THE 
EASTERN UNDERWRITER 
COMPANY 


110 FULTON STREET 
NEW YORK 











Deliveries Now Being Made 
of 
The Second Edition of 


The Law Relating 
Ti 


0 


Automobile 
Insurance 


By 
JOHN SIMPSON 


No insurance company should be without this work. No legal 
department can afford to be without ready access to its pages. 


From the first case down to July 1928. 
Nearly 500 pages. More than 1000 cases. 


PRICE $8.50 
(Delivered) 





The Eastern Underwriter Co., 
110 Fulton Street, New York City. 
Gentlemen: 
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| 

I 

I 

I 

I 

I 

| Please send me copy of the new Second Edition of Simpson 
{| on THE LAW RELATING TO AUTOMOBILE INSURANCE, 
| price $8.50. 
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Com. Wells Goes With 
Northwestern Nat’l. 


MADE COMPANY’S SECRETARY 





One of Youngest and Ablest of State 
Departmental Officials; Company 
Enters New Jersey 


George W. Wells, Jr., insurance com- 
missioner of Minnesota and one of the 
ablest of the younger commissioners, has 
resigned to become secretary of the 
Northwestern National Life, succeeding 
Maurice V. Jenness who will continue 
with the company in the agency field, 
specializing in business insurance and 
) life estates through the White & Odell 
state agency of the company. 

Mr. Wells went with the Minnesota 





GEORGE W. WELLS, JR. 


Insurance Department in 1921. as an ex- 
aminer, later being appointed deputy in- 
surance commissioner. Previously he 
had been attorney for the State Securi- 


ties Commission. In 1922 he was ap- 
pointed insurance commissioner by Gov. 
Preus; was reappointed in 1923; and 
again in 1925. He is also state fire mar- 
shal and a member of the State Securi- 
ties Commission. 

In a statement President Arnold said 
that at the age of thirty-six Mr. Wells 
has the mature judgment of a much 
older man. “He has discharged the ex- 
acting duties of a conscientious super- 
vising official with marked ability,” he 

} said. “We have every reason to believe 
he will fill with distinction’ the respons- 
ible p. ition he has been given in the 
company’s official family.” 

a, ihe six months ending June 30, 

28, the Northwestern National has in- 
creased its assets from $20,326,729 to 
$311,169.474. Its insurance in force is 
nearly $300,000,000. Its new business 
showed a gain of 20% for the first six 





. exclusive of group insurance. 
‘ecentiy, the company entered New Jer- 
sey at 


West Virginia. 





LEADS PERSONAL PRODUCERS 


os 4 Vigil of Colorado was the lead- 
ce I sonal producer of the Central 
‘ates Life during August. He is one 
of th veterans of the Central States 
“et rganization. A. B. Price of St. 
Shin} i. E. Downs of Missouri, E. V. 
f - of Denver and R. T. Williamson 


ay, ‘oma were the chief competitors 
\ 2 for high honors in August. D. 
“ Nandall of Missouri has turned in a 


Sing; application for $100,000. He 


Started 


‘ong with the company in 1911 and 
thes : n a consistent producer since 


Itie, 











““Yes— No’ 


If anybody replied to a question in the above 


way, one’s first impulse would be to send for a 
physician. 


Yet there is one group of men who could 
make no other answer if they were 
asked whether they believe in in- 
surance. 


They would say ‘‘YES’’ because they do 
provide protection for their property, 
their businesses and theircars. But 
they would have to say ‘‘NO’’ because 
they do NOT provide protection for 
their families should anything hap- 
pen to them. 


These are the hundreds of other- 
wise cautious providers who 
either carry no life insurance 
at all or who are pitifully 
underinsured. 


The Prudential 
Insurance Company of America 


Home Office: Newark, New Jersey 


Epwarp D. Durrrsp, President 














Ensign To Leave; Hull 
Recalls Resignation 


TRUSTEES MET HERE THIS WEEK 


Editor of “Life “‘Rameaedlinn News” Has 
Been With Association Seventeen 
Years; Clark Announcement 


Major Roger B. Hull, who resigned as 
managing director of the National Asso- 
ciation of Life Underwriters upon his 
return from the Detroit convention of 
the association, has reconsidered his res- 
ignation. At the same time it is an- 
nounced by President Paul F. Clark that 
Everett M. Ensign, assistant managing 
director of the association and editor of 
“Life Association News,” has resigned. 
The resignation is effective April 1. 

Thus ends a controversy growing out 
of a clash of personalities, which has 
been under the attention of the trus- 
tees for almost a year. Major Hull was 
brought to the notice of the trtistees of 
the association by Hugh D. Hart, then 
a general agent in New York. Hull had 
been associated with John W. Davis, 
famous lawyer and statesman, and was 
highly recommended by Mr. Davis. 
Since taking charge of the head office 
administration of the association Mr. 
Hull has traveled widely addressing life 
underwriters associations and making 
many friends throughout the country. He 
is a fine speaker. 

With Association 17 Years 

Mr. Ensign has been with the associa- 
tion for seventeen years and during that 
time has seen the association grow into 
a large and strong organization. He has 
been secretary for many years and 
worked hard in handling annual conven- 
tion arrangement routine and in other 
ways. 

Among his other duties was the edit- 
ing and management of the “Life Asso- 
ciation News,” which is now a large pub- 
lication. The late E. A. Woods and the 
late Charles Jerome Edwards were 
among his staunchest friends. 

Messrs. Hull and Ensign did not hit 
it off and it was predicted in associa- 
tion ranks that one or the other would 
leave. Finally, when Hull decided to get 
out Paul F. Clark, president of the as- 
sociation, came here with other trustees 
and the announcement by Mr. Clark was 
made after the trustees’ meeting here 
this week at which time the situation 
was discussed at length. The statement 
follows: 

“President Paul F. Clark of the Na- 
tional Association of Life Underwriters 
announces that Everett M. Ensign, as- 
sistant managing director of the associa- 
tion, has tendered his resignation and 
that by mutual agreement it has been 
accepted by the board of trustees, to 
take effect on March 31, 1929. In ac- 
cepting Mr. Ensign’s resignation the 
board of trustees wishes to record its ap- 
preciation of his long and faithful serv- 
ice to the National Association and to 
‘Life Association News. 


ALLEN SUCCEEDS McELFRESH 


Milton. E. Allen, formerly connected 
with the Woodhouse & Jenny Agency 
of the Aetna Life at Boston, will suc- 
ceed John L. McElfresh as supervisor 
of production for the V. W. Kenney 
Agency of the Connecticut Mutual Life 
at Boston, effective October 1. Mr. 
Allen is a thoroughly experienced life 
insurance man and has a good record as 
an agency manager. Mr. McElfresh was 
recently appointed a general agent for 
the Connecticut Mutual at Washington. 


RESIGNS AS GENERAL AGENT 

Spencer S. Dodd, general agent for the 
3erkshire Life at Boston, resigned that 
position recently although he has not as 
yet made known his plans for the fu- 
ture. He is said to have accepted a po- 
sition as general agent for a well-known 
company now doing business in Massa- 
chusetts. He is a former secretary- 
treasurer of the Boston Life Underwrit- 
ers’ Association. 
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Commissioners Start 
With Examination Rap 


ANNOYED BY MISSOURI DEP’T. 





Porter of Montana Starts Fireworks; 
Real Sioux Indians Join in Pamun- 
key Indian Ceremony 


Rapid City, S. D., Sept. 26—The in- 
surance commissioners of the nation are 
in session here. Forty-three states are 
represented and there are nearly 300 
outsiders. That such a large crowd 
should come to such a far-off place is 
significant of something or other, your 
correspondent doesn’t know what. 

Commissioner Lewis of South Dakota 
and the Black Hills people are staging 
a program of diversions. The Pamun- 
key Tribe of Indians (the tribe is really 
the “kidding” organization of the com- 
missioners and their followers) had a 
ceremonial yesterday afternoon, staged 
marvelously in a rugged mountain pass 
of surpassing beauty. A real tribe of 
Sioux Indians participated also. The 
master of ceremonies was Henry F. Tyr- 
rell of the Northwestern Mutual whose 
presence at a convention of commission- 
ers is enough to make such a convention 
successful. He is in much better health 
than he was. 

Others participating included Joseph 
Button of the Byrd state; Clifford Ire- 
land, Illinois; John Hartigan, Minneso- 
ta; James Victor Barry, citizen of the 
world; and Don Lewis, South Dakota. 
At a banquet last night Governor Bulow 
and Agricultural Secretary Crill of South 
Dakota talked about their state. Take 
their word for it, South Dakota is o. k. 


Charge Friendly Examinations 


At the first business session the Mis- 
souri situation flared up, and there was 
severe censure of the manner in which 
companies have been examined. Citing 
the case of the International Life Com- 
missioner Porter of Montana condemned 
the custom of convention examination 
committees permitting biased or ultra- 
friendly state insurance departmental 
handling of convention examinations. 
Too often, said the commissioner, it has 
been the practice to have identically the 
same states and the same examiner con- 
duct frequent periodical examinations of 
the same companies with the result that 
the examinations have been inefficient 
or sometimes wholly unreliable. 

This looked like an attack on Joseph 
Button as well as the states accused of 
favoritism because Button is chairman of 
the convention’s committee on examina- 
tions. Colonel Button declared that it 
had become traditional for the home 
state department to select the other 
states to join in a convention report and 
that the committee always named as 
associates the states so selected. Grow- 
ing out of the discussion at this time and 
recent events it is probable that a new 
attitude for improved future examina- 
tions will be in evidence. 

To Make New Contract For Security 

Valuation Book 

The night session of the commission- 
ers’ convention on September 25 heard 
Superintendent Beha of New York make 
a report on the bulky volume gotten out 
annually, called the “valuation of securi- 
ties” book. His suggestion was that the 
committee in charge make arrangements 
for a favorable contract for publication 
and distribution of the book. His sug- 
gestion was adopted. Beha supported the 
plan that companies be not forced to 
purchase the book, but that the former 
plan of its free distribution through the 
state insurance departments be followed. 

Mr. Beha read a paper on marine in- 
surance describing changes in the New 
York law which enables American com- 
panies to meet competition from abroad. 
The paper is printed in the marine in- 
surance section of this paper. 

The next item was a severe grilling of 
Massachusetts “statesmen” and _ poli- 
ticians who interfered in the compulsory 
automobile insurance rate situation in 


Massachusetts and forced Commissioner 
Monk to resign. Commissioner Luning 
of Florida offered a resolution protesting 
against such interference and declared 
that it was violative of the principle that 
no insurance commissioner should be 
prevented by higher up authority from 
the full and faithful performance of his 
duties. There was great sympathy for 
Commissioner Monk among those attend- 
ing the canvention. The resolution was 
referred to a special committee. 
Among The Visitors 

Many prominent insurance men are in 
attendance. A partial list follows: Paul 
L. Haid and Vincent L. Gallagher, Amer- 
ica Fore; Walter H. Bennett, National 
Association of Insurance Agents; J. H. 
Doyle, National Board; George Bell, 
Herbert Clark and John Harding, prom- 
inent Chicago fire insurance executives; 
Vincent Whitsitt, Association of Life In- 
surance Presidents; F. Robertson John- 
son, Workmen’s Compensation Informa- 
tion Bureau; Claris Adams, American 
Life Convention; R. H. Towner, surety 
rater; George Turner, Casualty Informa- 
tion Clearing House; Commissioners 
Foster of Ontario and Heath of Winni- 
peg; and these former commissioners: 
McGivney, Louisiana; Travis, Kansas; 
O’Brien, South Dakota; Bullion, Arkan- 
sas; Hartigan, Minnesota; Whitman, 
Wisconsin; Ramey, Kentucky; Chorn, 
Missouri; Fairchild, Colorado; Hardison 
and Hobbs, Massachusetts; Voryhs, 
Ohio. 





CROCKER TO TALK IN ST. LOUIS 

Walton L. Crocker, president of the 
John Hancock Mutual Life, will be one 
of the principal speakers at the‘ nine- 
teenth annual mecting of the American 
Life Convention. 


PLAN $4,000,000 CAPITAL JUMP 


Stockholders of Judea Industrial Cor- 
poration Will Vote on Proposal 
October 3; Its Purpose 
The Judea Industrial Corporation will 
take a big step forward on October 3 
when its stockholders meet to vote on 
an increase in its capital of from $1,000,- 
000 to $5,000,000. This will mean an in- 
crease of from 40,000 shares, par value 
$25, to 200,000 shares of the same par 

value, 

The chief purpose of this capital jump 
is to give additional financial strength 
to the Judea Life of New York and the 
Judea Insurance Co., Ltd., of Palestine. 

The Judea Life of New York has been 
in business for about sixteen months and 
has made rapid progress. It is now en- 
tered in fifteen states and has now a 
total paid for volume of nearly $12,000,- 
000. In all it has received applications 
for business amounting to about $20,- 


’ 





PARKINSON TO TALK HERE 


President Thomas I. Parkinson of the 
Equitable Society and Harvey Weeks, 
general agent of the Provident Mutual 
in Buffalo, will be the speakers at the 
first dinner meeting of the Life Under- 
writers Association of New York on Oc- 
tober 9. President Wuerth has com- 
pleted the speakers’ program for the 
forthcoming year and has rounded up 
some good talkers. President Parkin- 
son is a speaker of rare ability. Mr. 
Weeks is an outstanding insurance sales- 
man who knows how to impart his in- 
formation to others. 
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“By George! The new home Joe Jenks is building is just about 


perfect.” 


“Perfect is the word. Everything is perfect with him since he’s 
selling Perfect Protection for Reliance Life.” 


=—= 


A.L.C. Lawyers Progran 
Of St. Louis Speakers 


McALLISTER SECTION CHAIRMAN 





Claude H. Voorhees and E. M. Gros. 
man Among Those Who Will Discuss 
Bank and Trust Company Topics 





Frank W. McAllister, general counse| 
of the Kansas City Life, chairman of the 
Legal Section of the American Life Cop. 
vention has announced the program for 
the annual meeting of the Legal Sec. 
tion at the Hotel Statler in St. Louis 
Mo., on October 8 and 9. C. Petrys 
Peterson, general counsel, Bankers Life 
of Lincoln, is secretary of the Legal 
Section. The program is as follows: 

“Review of Recent Decisions,” by 
Claris Adams, general counsel, American 
Life Convention. 

“Banks and Trust Companies,” by 
E. M. Grossman, general counsel, Cen- 
tral States Life. Discussion by Will 
iam E. Hutton, general counsel, Capitol 
Life, Denver. 

“Equity Jurisdiction of Federal Courts 
in Insurance Matters,” R. F. Baird, gen- 
eral counsel, Lincoln National, Fort 
Wayne. Discussion by Thomas J. Tyne, 
Jr., assistant counsel, National Life & 
Accident, Nashville, Tenn. 

Report of Committee on Restatements 
of American Law Institute, A. D. Chris- 
tian, general counsel, Atlantic Life, 
Richmond, Va. Discussion by C. B. 
Welliver, general counsel, American 
Central Life. 

At noon members of the Legal Sec- 
tion will be entertained at noonday 
luncheon by the St. Louis life insurance 
companies. Remarks by Hon. Eugene H. 
Angert, prominent member of the bar in 
St. Louis. 

The balance of the program follows: 

“Some Legal Phases of Life Insurance 
Trusts,’’ Claude H. Voorhees, Connecticut Gen- 
eral. Discussion by Arnold Hobbs, Northwest: 
ern National Life. 

“What Is Proof of Non-Payment of Pre. 
mium?” E, Sloan, Bank Savings Life, To 
peka. Discussion by Thomas M. Ryan, Peo. 
ples Life. J 

“Tort Liability on an Insurance Application, 
Allen May, Missouri State. 

“Theory of Tort,”» W. Calvin Wells, Lamar 
Life. Discussion by A. W. Pettit, Federal Life. 

“The Ubiquitous Incontestible _ Clause, 
Francis V. Keesling, West Coast Life, San 
Francisco. Discussion by A. E. Carrell, Guar- 
anty Life, Davenport. ; 

“Some Phases of Disability Clause,” John V. 
Sees, Farmers National Life, Chicago. Di 
cussion by Howard W. Kacy, Acacia Mutual. 

Judge William A. Ayres Memorial Address by 
Eugene J. McGivney, Pan-American Life. 
Harry H. Orr Memorial Address by Guilford 
A. Deitch, Reserve Loan Life. 

Model Beneficiary Clause 

The chairman will lay before the Legal 
Section a report of the committee which 
will recommend a beneficiary clause ap- 
propriate for use in naming a corporate 
trustee for proceeds of life insurance 
policies. Harry B. Arnold, Midland Mu- 
tual, will lead this discussion. Others 
who will take part in discussion are Wal- 
ter F. Seay, Southland Life; J. B. Wol- 
fenbarger, Peoria Life; Robert Stone, 
Kansas City Life; Thomas C. Hennings 
vice-president, Mercantile Trust of > 
Louis. 


NON MEMBERS ASSESSED | 
The executive committee of the Lite 
Underwriters Association of New York 
announces a new policy wherely certail 
privileges will not be extende! to nom 
members as heretofore. Some follow 
sales meetings which will be open to al 
members on presentation of m: mbership 
card with a fifty cent additional charg 
to non-members; fee of $2.00) to nor 
members who attend a Sales Congres 
meeting ; “Life Association News,” sett Kt 
members without charge, to be $308 
year for non-members. 








R. H. Denny, agency manag:r for . 
Wells, Meissel & Peyser Agency, he 
has been successful in the training 
men for an insurance career, was at ie 
office of the Cleveland Agency a © 
National Life of Vermont recently wher 
he talked on organization work. 
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Means of Controlling 
Acquisition Costs 


LEGISLATION NOT BEST WAY 


Commissioner Dumont Does Not Agree 
With Superintendent Beha on 
Method 
In a discussion of acquisition costs of 
life insurance before the meeting of the 
National Convention of Insurance Com- 
missioners at Rapid -City, S. D., this 
week, Commissioner John R. Dumont of 
Nebraska reached the conclusion that 
legislation was not the proper means of 
controlling acquisition costs. This view 
is opposed to that of Superintendent 
Beha of New York, who wants an 
amendment to Section 97 of the New 

York insurance law. 

“Acquisition costs can best be regu- 
lated by honest management, friendly 
co-operation, decent competition and 
propcr publicity,” said Commissioner Du- 
mont. “Government control through leg- 
islation iS an expensive, unnecessary 
measure which will accomplish no real 
good.” 

His Comments on Commissions 

Commenting on the factor of commis- 
sions in acquisition costs, Commissioner 
Dumont said: 

“High commissions have been the sub- 
ject of much criticism and | think right- 
iully so, although I do not overlook the 
fact that it is unfair to compare rates 
of commission charged by non-partici- 
pating companies with those charged by 
participating companies when based on 
the premium charged. What is consid- 
ered a high commission on a percentage 
of premium charged by one company 
may not be any more in dollars and 
cents than the amount based on a smaller 
percentage of premiums charged by a 
company which receives a higher initial 
premium. 

“Commissions might better be figured 
on the unit of insurance basis rather 
than on the percentage of premium, so 
that a truer comparison could be made. 

“I also recognize the fact that it costs 
more to develop scme territories than 
it does others both as to commissions, 
traveling and other expenses, but there 
is surely a limit beyond which any com- 


pany should go in the payment efscom- 


missions. 

“Experience has proven that excessive 
commissions produce rebating, twisting, 
high mortality, lapses and a heavy agen- 
cy turnover. 

“No one state or locality should set 
the limit for the entire country. Local 
conditions have to be considered, such 
as density of population, expense of 
travel, ete. We all know that commodi- 
ties can not be supplied to the public in 
all parts of the country at the same 
price due to the difference in the cost 
of distribution, neither can insurance be 
sold all over the country with the same 
— ition cost in each state or terri- 
ory. 

“First year premium notes are one 

> greatest curses of the business. 
Allowing agents to use this method of 
securing business, whether the company 
tarrics the notes or whether the agent 
Carrs them himself, results in heavy 
lapses and a great loss of time and ex- 
Pense in collecting. Think how often 
an accent has to return not once but sev- 
tral times to make these collections and 
resell the prospect. He might better 
€ spending that time in soliciting new 
busit ‘ss. Encouragement of such prac- 
tices 1s expensive. I have often said that 
ld be better to accept a semi-an- 
\uarterly or even monthly settle- 
Ment and get the cash. 
vances to agents and loose meth- 
collecting nets cause a large 
agency turnover. I believe considerable 
provement can be accomplished in 
Minimizing these practices. More agents 
(Continued on Page 15) 


























VERTICAL ONLY 


To obtain 
Positive article 
Country-wide 

A custom 

To shout 

A subway station 
A lucky number 
Less than 10 
Past tense of eat 
Zero 

Where water is found 
Personal pronoun 


Present indicative of be 


14. 
15: 
16. 
Re. 


French for salt 

Sign of conjunction 
16th letter of the alphabet 
Abbreviation for east 
A river in France 
Abbreviation for corp’n. 
More than 116 
Freedom 

A highway 

A commanding officer 
A deputy 

Pertaining to a nation 


Animate existence 


Try your fountain pen on this. 


If you must give up turn to page 10 for the answer 


Company Convention 
Examinations Are Best 


PROTECTION TO THE PUBLIC 


H. C. Lewis, South Dakota, Presents 
Facts in Talk‘at Insurance Com- 
missioners’ Convention 





A rather hasty perusal of the conven- 
tion examinations held and ordered by 
the committee on examinations during 
the period from August 1, 1923, to Sep- 
tember 15, 1927, as shown by the report 
of that committee seems to indicate that 
the natural habitat of the species is in 
the middle west and south, gradually in- 
creasing westward, with a single speci- 
men having been discovered in that pe- 
riod in the territory bounded by Ohio 
on the west, and by West Virginia and 
Maryland on the south, H. C. Lewis, in- 
surance commissioner of South Dakota 
said in an address on “Convention Ex- 
aminations” at the convention of the In- 
surance Commissioners held this week 
at Rapid City, S. D. It may be that the 
viewpoint of a state, fairly typical of 
many others, in which the premium in- 
come of foreign companies greatly ex- 
ceeds that of domestic companies, and 
which is located within the territory in 
which convention examinations are most 
numerous, is desired, said Commissioner 
Lewis. nT | 

Continuing he said: “I think I may 
safely say for my own as well as for 
other states in which this condition ex- 
ists, as did Commissioner Basford in 
1909, that the companies desiring admis- 
sion should be closely scrutinized, but 
that we recognize the fact that today the 
best standard by which we may judge a 
company is the report of a convention 
examination, conducted by competent ex- 
aminers under the supervision of an hon- 
est and efficient home department. 

“It may be that convention examina- 
tions are held in inverse ratio to the 
number and size of domestic companies 
in certain well marked portions of the 
United States. It may be also that there 
is a feeling among some companies and 
departments that states which are essen- 
tially premium income producing terri- 
tory are not entitled to participate in 
an examination even once in a genera- 
tion. I assume that these things are 
true, but I am not ready to admit that 
their continuance will be for the best in- 
terest of insurance in the future. I be- 
lieve that this statement is conservative 
—less than 25% of the examinations con- 
ducted during the period covered by the 
last two reports of the committee were 
convention examinations. True—in the 
case of reputable companies, well man- 
aged, joint examinations or those con- 
ducted by home departments are suffi- 
cient, and grant further that in almost 
every case both joint examinations and 
those by one department are efficiently 
made, yet this must be borne in mind— 
the good name of insurance is not black- 
ened by the continued operation of such 
companies, officered by men of honesty 
and ability, mindful of their trust. 

“The good name of insurance is in- 
delibly marred in the eyes of the public 
by the continued operation of companies 
without sufficient assets, manned by pro- 
moters, officered by men imbued with 
the get-rich-quick spirit, controlled by 
manipulators of trust funds to their own 
personal advantage. In too many cases 
have these conditions remained unre- 
vealed to other departments and to the 
public even after joint and home depart- 
ment examinations, and in too few in- 
stances have drastic steps promptly been 
taken to remedy the situation, until 
the inevitable loss to policyholders and 
stockholders resulted. I am informed 
that such instances are rare following 
convention examinations. This undoubt- 
edly accounts for the higher regard gen- 
erally given to the latter. 


Supervision Record Excellent 


“In many of the states in which con- 
vention examinations are comparatively 








Page 6 














September 28, 1928 








infrequent, the record of supervision is 
excellent. Even in those states however, 
instances have been known where new 
and undreamed landscapes greeted the 
eye when they traveled beyond their 
every day horizon. It is not unthink- 
able also that many problems that be- 
come controversies between departments 
and also between departments and com- 
panics might be solved through the me- 
dium of convention examinations. Fair- 
ness of rates and the question of excess 
profits are among those that might sug- 
gest themselves. Of course it would not 
do to intimate that these might be con- 
sidered by any one as an argument 
against such examinations. 


“We talk a great deal among our- 
selves about the comity between the 
states. I have noticed that it is com- 
monly used when we find ourselves in 
a difficult and perhaps an-untenable po- 
sition. Personally, I find that it 1s 
rather difficult to give full faith and 
credit to all of the institutions of some 
states when the true condition of some 
of them is discovered. If I, as commis- 
sioner of insurance, license a company 
domiciled in your state, relying upon the 
statements of that company because of 
the supervision by your department, and 
upon your examination reports, and if 
because of your failure to properly su- 
pervise that institution, the funds en- 
trusted to it by the people of South 
Dakota are endangered, shall my hands 
be tied by this theory so that I can take 
no steps to protect these funds already 
contributed. 


Commissioners Have Responsibility 

“We, as commissioners, have a direct 
responsibility to the department of every 
state in which any one of our compa- 
nies operates and if we fail in that re- 
sponsibility, we should resign and get off 
the job rather than plead the principle 
of comity. The department which al- 
lows companies to operate in violation of 
the law or whose supervision is so lax 
that unscrupulous and reckless manage- 
ment is encouraged, is not worthy and 
should not be given faith and credit by 
other departments. Such a department 
not only jeopardizes the reputation of 
legitimate, well managed companies 
within its jurisdiction, but in every state. 

“We, as commissioners, must also as- 
sume a heavy responsibility both when 
we request a convention examination, 
and in the participation therein. Dam- 
age that can not be repaired may be 
done by injudicious use of the power 
granted to us by law, and the best judg- 
ment that we have must be exercised 
in order that injustice may not be done, 
not only to officers and stockholders, but 
also to policyholders. Publicity is a 
powerful weapon when used in a right- 
eous cause, but it is just as dangerous 
and deadly when handled either reck- 
lessly or carelessly. The end _ finally 
gained may justify its use, but I think 
I.can safely speak for everyone in this 
convention when I express the hope that 
no occasion in the future will require its 
unrestricted use. 

“Perhaps the greatest advantage to be 
gained by the convention examination 
over any other form is when a situation 
develops that needs drastic treatment. 
At such a time, the fact that the par- 
ticipating commissioners are represent- 
ing not only their own individual states, 
but this association, and through its 
members, all of the supervisory power 
over insurance in the United States, en- 
able them to wield a powerful influence 
in securing the. best solution of financial 


‘Darby A. 














power to Fidelity Agents. 


scale) of $29.50; 


and-let-live contract. 





LARGER EARNINGS 


The average size policy sold by our field men on 
Fidelity’s New Low Rate Life Plan is almost three times 
as great as the average under all plans for 1927. 


In addition to easier selling and greater volume, the 
New Low Rate Life Policy has given greater earning 
Attractive rates, so essential 
to the modern insurance program, are responsible. 


Issued only to preferred risks, ages 20 to 60, in 
amounts of not less than $5,000. 
for $10,000 is $226.50, with a first year dividend (1928 
net cost $197.00. 


Permanent Total Disability and Double Indemnity 
Benefits are issued in connection with this plan. 


Agency connections available in forty States—on a live- 


THE FIDELITY MUTUAL LIFE 


INSURANCE COMPANY 
Philadelphia 


Walter LeMar Talbot, President 





At age 35 the premium 


Think it over. 




















Davis and Patterson Lunch 


Life underwriters of Chicago to the 
number of three hundred gave a farewell 
luncheon to Alexander E. Patterson and 
a welcome to Chicago to F. H. Davis on 
Tuesday. Walter E. Webb, National 
Life of the U. S. A, presided. Byron 
C. Howes, president of the underwriters’ 
association, spoke for ‘thdt body; and 
L Day for the production fra- 
ternity. 

Hugh D. Hart declared that only 
through large producing units could life 
insurance take advantage of the unprec- 
edented prosperity of the last few years. 

Mr. Davis answered three questions 
publicly that have been put to him fre- 
quently since he resigned the vice-presi- 








or other difficulties of the company 
under examination. Even though such a 
commission is extra-legal and has no of- 
ficial status, it is difficult to measure its 
power and influence when conscientious- 
ly and fairly applied.” 

In conclusion, Commissioner Lewis 
said, “I believe that the convention sys- 
tem, used extensively in connection with 
joint and home department examina- 
tions, will increase the efficiency of state 
supervision generally, and if properly 
carried on, will continue to be a cogent 
argument against centralized supervision 
by the Federal Government.” 


dency of the Equitable Life of New 
York; namely, why he took a general 
agency; why he came to Chicago and 
was it a permanent move. ‘To the first, 
he said he had always had a strong de- 
sire to return to the firing line; for the 
second he explained that Chicago was 
the only city that he would consider; 


and explained emphatically that it was/a >’ 


permanent move. See 

A’ telegram from President Law of the 
Penn Mutual thanking the underwriters 
for their evidence of good will was read. 
Dr. J. A. Stevenson was one of those at 
the Penn table. 

Mr. Davis is the new general agent of 
the Penn in Chicago, succeeding Mr. 
Patterson who goes to New York to open 
a new general agency. 





COMM. LUNING DIES 


John C. Luning, State Treasurer and 
ex-ofticio Commissioner of Insurance of 
Florida, died suddenly Wednesday of 
a heart attack near Sylvan Lake in 
South Dakota State Park. He left 
Rapid City with the commissioners on 
a sight seeing trip through the state 
park. At the time of his death Mr. 
Luning was riding with Commissioner 
Thigpen of Alabama, in apparent good 
health and spirits, when suddenly in the 
midst of conversation he gasped and 
died. The body was taken to Custer 
and the convention was in gloom. 


John Way Sketches U. §, 
Financial Picture 


WELLS & CONNELL DINNER 





Provident Mutual Officer Sees Credit In. 
flation Gradually Subsiding; Agency 
Reaches $7,000,000 So Far in 1928 





John Way, vice-president, Pro) iden 
Mutual, came to New York on Tuesday 
night to tell members of the Wills & 
Connell agency of that company how its 
financial division is meeting the invest. 
ment situation and he wound up optimis- 
tically by saying that the period «if so- 
called credit inflation appears to be sub- 
siding. He traced recent developments 
in the financial world from the war pe- 
riod when the nation changed from a 
debtor to a creditor nation. Then he 
briefly sketched problems which have 
arisen in connection with large scale 
mass industrial production, rapid growth 
of instalment selling, tendency to merge 
businesses into smaller units, new spirit 
of co-operation between labor and capi- 
tal, growth of store groups until one 
chain, the Great Atlantic & Pacific Tea 
Co., employs 40,000 people and does a 
business of $500,000,000-a year. He told 
how smaller banks are affected by the 
new popular method of raising large 
amounts of capital stock by means of 


-bond issues. 


James Cowles, former general agent 
in Denver and now in the agency divi- 
sion, made a selling talk based on the 
necessity of devoting as much or more 
time to prospecting as to selling. Mr. 
Cowles also made the statement that 
“The Door Knob,” published by Wells & 
Connell, and edited by Louis E. Orcutt, 
was the equal of any agency publication 
in the Provident Mutual ranks. 

Poetry on Mass Preduction Scale 

F. Phelps Todd of the insurance divi- 
sion told of the company’s larger limits. 

Other speakers were Clancy Connell, 
associate general agent, Chas. A. Lesti, 
assistant office manager. The remark- 
able feat of writing a clever piece of 
poetry hitting foibles of each one of 
the forty-five guests present was per- 
formed by Cecil Dameron, an agent who 
has had editorial and advertising news- 
paper and magazine experience. Graham 
C. Wells was the happy toastmaster. 

The agency will hit the $7,000,000 pro- 
duction mark by October 1 and is on its 
way to a $1,000,000 a month position. 


BIG WELCOME FOR CLARK 








Many Boston Insurance Men Turn Out 
To Greet Him On Return From 
Detroit Convention ; 
When Paul F. Clark, new president of 
the National Association of Life Under- 
writers, returned to Boston this week 
he was welcomed by a big crowd of in- 
surance men, who rapidly organized 
under the chairmanship of William Col- 
lins of the John Hancock agency and a 
rousing meeting was held. He was 
cheered for more than a minute. He 
made a talk, saying among other things 
that insurance should have an_institu- 
tional advertising campaign. He said 
that such a campaign would help the 
agent. He looks for the association to 
increase its membership to 25,00). He 
praised the new American College »i Life 
Underwriters. Lloyd Allen, Frank!in W. 
Ganse and others spoke. Clarence 
Wyatt of the Clark agency presented 
him on behalf of the staff with a hand- 
scme leather bound parchment ¢xpress- 
ing loyalty of the agency. 





GUARDIAN 


LIFE 





Established 1860 Under the Laws of the State of New York 
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MANAGERS 


INSURANCE CO. nce 
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Fraud and Policy Validity 


By LEO T. PARKER 
Attorney, Cincinnati, Ohio 


The law is well established that any 
fraululent or material misrepresentation 
by an applicant of insurance is sufficient 
ground for the insurance company to 
legally refuse payment on the policy. On 
the other hand, where the misrepresenta- 
tion is not material, particularly, if the 
application is not attached to the policy, 
the company cannot avoid payment. 

In other words, a policy of insurance 
jssucd upon an application containing 
statements and declarations which are 
treated as representation will not be 
avoided because of the falsity unless 
they are untrue in a material regard, 
and are made with the intent to mislead 
or deceive, or are a statement of some 
material fact as true without its being 
known to be true, and which has a 
tendency to mislead. 
The Words “Sickness” 


In insurance law, the terms “sickness” 
and “disease” do not mean a trifling ill- 
ness nor an occasional physical disturb- 
ance resulting from accidental causes 
and not permanent in their effects, nor 
a temporary illness which readily yields 
to professional treatment and leaves no 
permanent physical injury or disorder 
calculated or having a tendency to 
shorten life. 

However, a review of the higher court 
cases decided during the past few weeks 
on the various phases of the subject, 
probably will convey the desired inform- 
ation better than mere explanation. 

False Representations in Good Faith 

False representations, although made 
by the insured in good faith, always in- 
validates an insurance policy. 

Moreover, it is immaterial whether or 


and “Disease” 


if convincing evidence is introduced to 
prove that the person inserting the an- 
swers and signing the paper was author- 
ized to do so by the insured. 

For example, in Stockton v. Conti- 
nental Life Insdrance Co., 141 S. E. 878, 
it was disclosed that an applicant for 
life insurance was inflicted with tubercu- 
losis at the time the application for in- 
surance was made. All of the answers 
to the questions in the application indi- 
cated that he was in good health. 

The name of the insured was signed 
to the application with a cross-mark at 
the left of the signature, witnessed by 
the insurance agent who solicited the 
insurance and who testified that he 
wrote the insured’s name at the bottom 
of the application, because the latter 
could not write. The agent also testi- 
fied that he asked the insured every 
question printed on the application blank 
and the insured had answered each. 


Insured Died in Year 


Soon after the insured died, the insur- 
ance company learned that the answers 
to the questions in the application had 
been falsely made and sent its agent to 
compromise the case with the benefi- 
ciary. After considerable argument the 
latter agreed to sign a release and ac- 
cept as full payment of the claim an 
amount equal to the premiums which 
had been paid on the policy. The bene- 
ficiary could not write and authorized 
the insurance company to sign the re- 
lease for her. 

Later, the beneficiary sued the com- 
pany contending that she had not signed 
the release and that the false answers 
to the questions in the application were 


not the applicant signs the application, put there purposely by the agent who 


ete eet 


knew that the insured had tuberculosis 
when he solicited the insurance, and that 
the insured had not answered the ques- 
tions himself. 

However, in view of the testimony 
showing that both the insured and the 
beneficiary knew that the former had 
the incurable disease when making the 
application for insurance, the Court held 
the company not liable on the policy, 
saying: 

Regardless of whether the 
the questions in the application, it is clear that 
the policy was procured by _ representations 
fraudulent in law. It must be admitted that 
the questions above quoted were all answered 
falsely, if not intentionally so. And it is not 
always necessary that the applicant intended to 
misrepresent the fact, where the fact elicited by 
the question is a material one . _ Whether 
the insured or the plaintiff (beneficiary) an- 
swered the questions in the application, both 
knew that the answers to the general questions 
were untrue, . .. a false answer to the specific 
question as to the diseases enumerated therein, 
whether made with the intent to deceive or not, 
being a statement of a material fact as true 
without knowing it to be true, must be regarded 
as a material representation avoiding the policy 
because of the falsity thereof. 

Also, in Woody v. Continental Life 
Insurance Co., 141 S. E. 8&0, the bene- 
ficiary named in a life insurance policy 
instituted court proceedings against an 
insurance company to recover the face 
value of the policy. The facts of the 
case show that the insured woman, be- 
ing unable to read or write, permitted 
the agent soliciting the policy, to write 
the answers in the application indicating 
her excellent health. 

A few months after the policy 
taken out, the insured died. The 
ance company proved that the 
had cancer at the time of taking out the 
policy and, therefore, refused to pay the 
claim on the ground of fraudulent rep- 
resentations material to the risk. 

Contentions of Beneficiary 

The beneficiary contended that since 
the application was not signed by the 
insured, the usual role of the law per- 
taining to misstatements regarding the 
health of the insured was not applicable. 


insured answered 


was 
insur- 
insured 





— 


However, the Court held the insurance 
company not liable on the policy, saying: 
A misrepresentation in 
representation of 
parties to the 
duce such other 


insurance is a false 
a material fact by one of the 
other, tending directly to in- 
to enter into the contract, or 
to do so unless favorable terms to himself, 
when without such .Tepresentation, such other 
party might not have entered into the contract 
at all, or done so on different terms. ... A 
false statement made in the application for a 
policy is none the less false because made 
therein, and if it is an element or fact in a 
scheme of fraud to procure the issuance of a 
policy, under circumstances under which it 
would not be issued, if the insurer had been 
advised of the true situation, it stands upon the 
same footing as if made in any other paper or 
way. 


Policy Without Medical Examination 


Generally, an applicant is held strictly 
to the truthfulness of his answers in a 
policy issued without a medical examina- 
tion. 

For illustration, in Commonwealth 
Life Insurance Co. v. Tanner, 300 S. W. 
927, it was disclosed that an insured had 
been in continued poor health for some- 
time before the policy was issued. 

The agent who took the application 
stated that, when the applicant in an- 
swering question No. 3, said, “Stomach 
trouble, September, 1925,” he asked, “Is 
he all right now?” and she _ replied, 
“Yes, sir.” Further testimony showed 
that the insured had been in continued 
poor health from September, 1925, to the 
time of his death and was not in good 
health when the policy was turned over 
to his sister, who stated that he was 
only in fair health then. To the ques- 
tion, “There wasn’t anything wrong with 
your brother aside from that stated in 
the application, when the policy was de- 
livered?” she replied, “No.” The proof 
of death submitted by her showed that 
the cause of death was “acute pneumonic 
phthisis,” the contributory ailment 
“chronic dyspepsia.” 

In view of these facts the Court held 
the insurance company not bound to pay 
the claim, saying: 

“The warranties as to the health and 
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insurance. 
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yo M. RUTY was quite successful in two entirely differ- 


ent businesses before writing life insurance. 


He next went into the paint business and was president of the Ox- 
ford Paint Co., Inc., New York, for 9 years. 


Mr. Ruty is one of many who have left important executive positions 
in the commercial field for more remunerative opportunities in life 
Mr. Ruty’s experience has given him a valuable view- 
point on the problems of those whom he advises on life insurance. 


From 1910 to 
1914 he was general manager for Luigarts Chain of Hotels with 
offices in Nashville and for a year and a half he held a similar position 
in New York with the Manger Chain of Hotels. 


WILLIAM M. 


J. ELLIOTT HALL AGENCY 


THE PENN MUTUAL LIFE INSURANCE CO. 
50 Church Street, New York 


What Mr. 


training, men of similar 


Ruty has a_ ccomplished 


under our 
qualities can accomplish. 





See our advertisement in the 
Evening Post next Tuesday and Thursday. 
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physical condition of the insured, both at him some medicine and called th nex 
the time of the application for the insur- morning and not thereafter. 
ance, and, certainly, at the time of the In holding these facts that the appli. 
delivery of the policy, were false, re- | cant had not included this illness in the 
lieving the insurance company from any | * application for insurance immaterial, the 
liability under the policy on that account | Court held the insured entitled pay- 
in accordance with its terms.” ) ment, saying: so: 
Fraudulent Statements in Use of CENTRAT on bed to diseose, injuries, Shs 
Stimulants the insurance unless the disease, injury, or in. 
firmity relied on is shown to have been such as 
Just what degree of proof is necessary to affect the general health or probable contip. 


for an insurance company to invalidate 
an insurance policy on the grounds that 
the insured used stimulants excessively, 
depends to a great extent upon the at- 
tending physician’s or coroner’s final 
death report. 

In Krajewski v. Western & Southern 
Life Insurance Co., 217 N. W. 62, it was 
disclosed that in the application for an 
insurance policy, the insured stated that 
he had not at any time used excessive 
stimulants. However, the insurance com- 
pany proved that his wife had stated to 


neighbors that her husband was a 
“drunkard,” yet, the woman testified 
that her husband did not indulge exces- 


the 
cause 
the 


However, 
the 
dilatation of 


sively in drinking alcohol. 
coroner’s final statement gave 
of his death as “acute 
heart.” 

The lower Court held the company not 
liable but the higher Court reversed this 
verdict quoting the law on this subject, 
as follows: 


If the statement was false, the applic ant for 
the insurance was well aware of its falsity, and, 
if he stated the opposite of the truth, there 
was an actual intent to deceive. The insurer 
had a right to know, upon the question of ac 
ceptance of the risk, whether the applicant was 
addicted to the excessive use of intoxicating 


liquors. If the insured was a habitual drunkard 
or addicted to the use of intoxicating liquors 
to excess, his habit materially affected the haz- 
ard assumed by the insurer. 


Rule Where Application Is Attached To 
Policy 


It is important to know that various 
Courts have held that where an appli- 
cation, containing incorrect answers, is 
attached to the policy, the insurance 
company may withhold payment, under 
circumstances which would legally com- 
pel the company to pay the claim if the 
application is not attached. Moreover, 
where the application is attached to the 
policy the Court itself may decide the 
litigation without panelling a jury. 


For example, in Jefferson Standard 
Life Insurance Co. v. Henderson, 141 S. 
FE. 498 Mrs. James C. Henderson 


brought suit against Jefferson Standard 
Life Insurance Company on an insurance 
policy issued to Paul F. Henderson, in 
which she was named as_ beneficiary. 
The insurance company refused to pay 
the claim on the grounds that Mr. 
Henderson had misrepresented facts re- 
garding his health in the application for 
insurance. 

The application, which was signed by 
the insured, was attached to, and made 
part of, the policy. It contained, among 
others, the question, “Have you been 
disabled or received medical or surgical 
attention within the past five years?” to 
which the insured answered, “No.” It 
also contained questions as to whether 
the insured had suffered from any dis- 
eases, to which in each case the answer 
was in the negative. Finally, was the 
question, “Have you consulted a doctor 
for any cause not included in the above 
answers?” to which the insured was re- 
quired to answer “Yes” or “No,” and, 
if “Yes,” to give the name of ailment, 
disease, or injury, the number of at- 
tacks, the date, the duration, the sever- 
ity, the results, and, if within five years, 
the name and address of every physician 
consulted. The insured answered the 
question, “Yes, one (attack), 1918, two 
weeks, mild; (result) good.” 

The insured died within two weeks 
from the date of the application, and 
within one week from the issuance and 
delivery of the policy. It appeared from 
the evidence that the insured had con- 
sulted several physicians for complaints 
during the five years preceding his ap- 
plication, and that he was treated by 
at least one of them, Dr. Anderson, of 
Milledgeville, for syphillis not long prior 
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to his application. The fact of such 
treatment by Dr. Anderson was shown, 
not only by the testimony of this physi- 
cian, who described the insured’s condi- 
tion, and the character and method of 
the treatment administered, but also by 
the evidence of C. A. Giles, an attorney 
at law, who testified that he occupied an 
office adjacent to the office of the doc- 
tor, and that on one or more occasions 
the treatment had been administered in 
the witness’s presence. 
What Court Held 

In view of this testimony, the Court 
held Mrs. Henderson not entitled to re- 
cover the insurance, saying: 

It was not necessary that the defendant (in- 
surance company) should show actual moral 
fraud on the part of the insured. Any ma- 
terial misrepresentation whereby the nature, ex- 
tent, or character of the risk was changed 
avoided the policy, whether made in good faith 
or fraudulently. Whether misrepresentations are 
material is ordinarily a question for the jury, 
but where, as here, the evidence excludes every 
reasonably inference, except that they were ma- 
terial, no issue is presented upon that point for 
determination by the jury. 

In still another case, Metropolitan Life 
Insurance Co. v. James, 141 S. E. 500, it 
was disclosed that a beneficiary of a life 
insurance policy brought suit against an 
insurance company to recover insurance 
for the death of her husband. When 
making the application for insurance her 
husband had stated that his last sick- 
was in March, 1920, that he had 
not been attended by any physician or 


ness 


received medical treatment during the 
prior five years. However, the testi- 
many disclosed that less than twelve 


months prior to the time he signed the 
application, he had been attended by 
physicians, and had spent several days 
in a hospital where he was treated for 
high blood pressure. 

The insurance company defended the 
suit upon the grounds of fraud and ma- 
terial misrepresentations in the applica- 


tion for insurance, a copy of which was 
attached to the policy. 

The wife of the deceased introduced 
testimony tending to show that the med- 
ical examiner had answered the ques- 
tions for the insured and had signed ap- 
plication for him. However, in view of 
the fact that this application was at- 
tached to the policy, the Court held the 
insurance company not liable on the pol- 
icy, saying: 

Where, in conformity with the requirements, 
the application is attached to the policy and by 
the terms of the contract is made a part thereof, 
and where the authority of the medical exam- 
iner is limited, as im the contract before us, 
the beneficiary, in suing upon the policy, can- 
not impeach the application as thus integrated 
therein. If the application falls, so does the 
policy, and in founding her actiom upon the 
policy she is committed to the proposition that 
the answers were made by the insured as set 
forth in the application. 

It is exceedingly doubtful that this 
case would have been decided in favor 
of the company if the application had 
not been attached to the policy. How- 
ever, it was the duty of the insured to 
thoroughly examine and read the policy 
he acquiesced in them when the appli- 
cation for insurance was made. 


Immaterial Misrepresentations 


It is well settled that false answers 
by the insured which do not materially 
affect the risk will not relieve the insur- 
ance company from liability on the ben- 
eficiary’s claim for insurance. 

For example, in Clayton v. General 
Accident Assurance Corporation, 140 
Atl. 307, it was shown that an applicant 
for insurance failed to mention in the 
application that he had been afflicted 
with a bad cold and had consulted a 
physician during the few months pre- 
vious to filing the application. The phy- 
sician ‘testified that the insured had a 
temperature of 102; and a headache and 
general muscular pains; that he gave 
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uance of life or impair the constitution, and 
not in its nature simply transitory or t mporary 
indisposition, and even when the questions by 
their terms include trivial illnesses and injuries 
unconnected with any specific disea-e, they 
should be interpreted to refer to only such ill 
nesses as affect the risk. 

In other words, a false representation 
made by an applicant in an application 
for insurance will not invalidate the 
policy, if the false statement is not di- 
rectly related to the course of the appli- 
cant’s death. 

For instance, a false statement that 
the applicant has no bodily disease, when 
knowing that he has tuberculosis, will 
not prevent the beneficiary from collect- 
ing the insurance if the insured is acci- 
dently killed not resulting from the 
known afiliction. 





EDITOR IN LIFE INSURANCE 

Robert E. Shafer, former city editor 
of the Bethlehem Globe “Times,” has 
left that paper to enter the life insur- 
ance field. Mr. Shafer was eleven years 
a member of the staff. He will be con- 
nected with the New York Life, and will 
also become an organizer of clubs for 
the National Monarch Club whose main 


office is in Washington, D. C. He isa 
member of the Bethlehem Monarch 
Club. 





BANKERS LIFE BROTHERS 


The Bankers Life of lowa has several 


teams of brothers in its agencies. The 
leading agents in this class are Alfred 
and Samuel Bornstein of Seattle. A new 


team, composed of Stanley and D. D. 
Jones, has been writing considerable 
business in Toledo. Stanley Jones paid 
for $60,000 in August, while his brother, 
a recent recruit, paid for $15,000. 





CLARENCE C. MILLER DEAD 

Clarence C. Miller, formerly general 
agent of the Penn Mutual Life in Bos- 
ton, died last week after a long illness. 
He began with the National Life of Ver- 
mont, and in 1915 was made general 
agent of the Penn Mutual. In 1917 he 
was president of the Boston Life Under- 
writers’ Association. He leaves a widow, 
a daughter and two sons. 





Investment Funds 


(Continued from Page 1) 
dends go to the policyholders aiid in the 
final analysis we are all working for the 
policyholder. There is no other interest 
to be served. When you send us a loan 
remember this: It is your money and 
your neighbor’s money. Guard it well. 

The Policyholder As An Investor 


“The investor from our point of view 
is the policyholder. He is protccted by 
our safeguards and careful selec‘ion. I 
addition, the Insurance Depart:ent 0 
the State of New York examin s every 
loan made and has an entirely | tepend- 


ent appraisal made as to the vali of the 
property and the character of th: loan. 
“On one contingency, in ovi twenty 
years of mortgage lending, I !.ve had 
no experience. I cannot say am hing © 
you as to the method of proc dure ™ 
foreclosure for the simple reasor ‘hat We 
have not had any. If any of \ou at 
chosen to represent us help me | cep the 
slate clean. , 
“If I correctly interpret the «ttitule 
of mind of the investor this is " som 
degree the measure of responsil) lity yo" 
must assume. The investor doe not ask 
infallability but he has a right +) expec! 
integrity, ability and unswervin. fidelity 


to the interests you represent.” 
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Agent Must Learn To 
Recognize Leads 


GIVING) NAMES NO SOLUTION 


Dewey R. Mason Tells Aetna Life Con- 
ference Agent Must Be Educated 
to Know Prospect Leads 


Sorie very pertinent examples of get- 





ting and using leads drawn from prac- 
tical experience were given by Dewey 
R. Mason, general agent, New York, at 
the recent conference of the Aetna Life 
general agents held at Chateau Fronte- 


nac, (uebec. 
“This problem, which faces every gen- 
eral avent,” said Mr. Mason, in discuss- 


ing the getting of prospects and leads, 
“is not: the providing of names to the 
ages but the steady and unremitting 
Feffort to educate each member of his 
stat to the point where he recognizes 
a leal when he sees one. It may be, 


as was the case not long ago, an en- 
velope dropped on the floor by a pros- 
perous looking young man in a railroad 
train, the envelope bearing his name and 
business address; it may be the speak- 
ing acqtiaintance with an elevator start- 
er who gives an agent information of the 
chanecs in the building from time to 
time; it may be a casual acquaintance 
across a luncheon table, leading to the 
exchange of cards. Whatever the source, 
the general agent will either dig bait for 
his fishermen forever, or educate them 
to use their own spading forks unre- 
mittinglv—and intelligently.” 

Continuing, Mr. Mason said: 

“Let us take a new agent who is a 
stranger in town, without friends to call 
on, either for business or co-operation. 
\s it happens, I have had a number of 
just such cases to deal with. For that 
particular type of man, the business in- 
surance. lead represented an_ easier 
source of a first interview than almost 
any other that could be provided to the 
new agent. In New York there are 
countless channels through which infor- 
mation can be obtained concerning com- 
panies which might properly carry life 
surance for business protection. The 
newer corporations mentioned in the pa- 
pers; the columns of death notices, cit- 
ing the business men who have passed 
away; casual news items, mentioning the 
aftairs of firms generally, particularly 
those newly established—all may be 
transferred to prospect cards. In my 
own case, IT preferred to secure a guar- 
anteed mailing list, containing definite in- 
lormation, not only concerning the firm, 
but all its officers. 

A Plan That Worked Well 

“For that reason T paid $40 for a list 
yi 1,000 names of firms, with capital 
rom $10,000 to $50,000, all located with- 


abs n street boundaries near my own 
ce, 
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names of two or more officers of the 
firm. While the usual hit or miss mail- 
ing list can be purchased for $10 a thou- 
sand or less, the higher cost has proven 
an excellent investment in my own 
agency. 

“Having secured the names, they are 
practically useless to the new agent, un- 
iess he has some unusual sales help to 
drive home the importance of his first 
call. Every man he is likely to call on 
has probably been approached on busi- 
ness insurance before. 

“In my own agency, we hit on a plan 
of photostating four pages of a business 
insurance analysis for a fictitious firm, 
but inked out the name and street num- 
ber of the firm so that in the photostat 
it might appear that we were withhold- 
ing personalities, but presenting an ac- 
tual program which had been put into 
effect. On the first page of the analysis, 
in the corner, in each agent’s case, ap- 
peared the name of the individual agent 
who was presenting it. The four pages 
outlined the proposal to cover the three 
owners of a close corporation with a 
capital of $35,000. The analysis covered 
the stabilizing of credit, replacement of 
officers, retirement and protection of 
debts, and creation of a sinking fund. 
The last page presented an actual analy- 
sis of the net percentage cost for each 
individual policy and the net cost for 
total coverage. 

“Probably the great advantage this 
form of analysis had was it unusual ap- 
pearance. Bound with a blue back cover, 
the four photostated pages made a busi- 
ness-like appearance and almost forced 
attention on the part of a prospect. The 
canvassing piece also had the advantage 
of presenting the salesman’s ability in 
coherent form. Its greatest value was 








ginal sale had been his own or 
other agent’s. 

“The plan has worked admirably; not 
in the writing of a large volume of busi- 
ness insurance, but in the securing of 
admission to a business man’s confidence. 
One of my men succeeded with this 
document in obtaining a prepaid appli- 
cation on two partners for $10,000 each, 
ordinary life, the first week he was in 
the business. Without the business in- 
surance analysis to lay before them, he 
probably would have been practically 
tongue-tied. 

“Tt is my belief that the general agent 
might better refuse to provide his men 
with any names to call on than to give 
them the names without some unique 
approach which he is certain that they 
can use to advantage. Another docu- 
ment which my men carry when busi- 
ness insurance is the approach on a 
stranger, is the photostatic reproduction 
of three pages in the Diamond Life Bul- 
letin, outlining the Ben T. Harris Bond 
Issue, where one million dollars of bonds 
and preferred stock were retired eight 
months after issue through life insur- 
ance, in force less than a year, which 
matured through Mr, Harris’ accidental 
death. The combination of the first 
analysis which I have mentioned with 
the photographs of the latter case, rep- 
resents evidence which is likely to hold 
the attention of any partner in a firm of 
ordinary size. 

“Another source of leads other than 
the mailing list IT have mentioned has 
been a directory of membership in one 
of the largest club organizations in New 
York, made up of young men. I sent 
the Red Diamond letter to several hun- 
dred of these names in order to con- 
vince myself that they were fair pros- 


some 


B. E. Derflinger Made 
Philadelphia Manager 


NAMED BY MANHATTAN LIFE 





President Lovejoy Makes Another Ap- 
pointment in New Policy of Expan- 
sion for Company 





The Manhattan Life has appointed as 
general agent in 
cinity, 


Philadelphia and vi- 
3urns E, Derflinger, who is well 
known as a life underwriter in that city. 

Mr. Derflinger has had a number of 
years of successful experience in man- 
agerial work and agency building. His 
first connection with life insurance was 
with the Shenandoah Life of Roanoke, 
Va., after which he went with the Phila- 
delphia Life as manager of the home of- 
fice agency. He next became vice-presi- 
dent of the Maguire-Derflinger Co. in 
Philadelphia, which connection he sev- 
ers to become general agent for the 
Manhattan Life. 

This appointment of General Agent 
Derflinger is another step in the expan- 
sion policy that has marked the Man- 
hattan Life since the agency denart- 
ment of the Manhattan Life has been 
receiving the personal attention of Presi- 
dent Lovejoy. 


MRS. E. M. ENSIGN DEAD 
Wife of Assistant Managing Director of 
National Association Invalid 
For Months 

Mrs. Everett M. Ensign, wife of the 
assistant managing director of the Na- 
tional Association of Life Underwriters, 





died last week, following a_ lingering 
and hopeless illness which lasted for 
months. Physicians said months ago 
that she could not recover. 


BANKERS NAT’L. LEADERS 

James Silber heads the production 
leaders for August for the Bankers Na- 
tional Life of Jersey City, with a rec- 
ord of $70,375 for paid-for business. 
Other leaders include L. Lewiciki, C. J. 
Sprimger, I. J. Rose, W. E. Earle, Sam- 
uel Rose, G. Severance, J. H. Bernstein, 
A. N. Loewy, R. H. Bradford, Cusick 
Dugan, W. D. Davidge, M. J. Lieb, H. 
C. Thornton and J. I. Davis. 








ent time is the offering of circularizing 
help to members of the agency staff who 
pay for a certain minimum of business 
during the current month. To each man 
who completes his quota (a small one so 
that each may win) the offer is made 
to circularize at the agency’s expense 
2350 names of his own providing. To the 
agent who pays for the largest volume 
of business in the current month, 500 
names will be circularized free. This 














said Mr. Mason. “Each firm to the new man who went out bolstered — pects for insurance before turning the plan has the advantage of forcing the 
lame was supplemented by a statement by documentary evidence of something list over to my men. Another idea which agent who wins to provide the leads 
“l the business carried on, and the already accomplished, whether the ori- is being tried in this agency at the pres- himself. 
; 
Provident Mutual | 
‘4 Life Insurance Company of Philadelphia 
ong established and consistently progressive, providing perfect protection at a : 
net cost which is notably low, and rendering prompt and efficient service, the Pennsylvania Founded 1865 
Ma-sachusetts Mutual stands out as an ideal company to represent. Many years Si h ‘ dJj 
of square dealing are back of every one of our agents. They find enthusiastic ince premiums were much reduce anuary 2 
trj 


ds of the Company everywhere. 


Massachusetts Mutual 


Springfield, Massachusetts 
Organized 1851 


More Than a Billion and 
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1927, the average premium per policy has been 
increased owing to a larger average policy 


The new dividend scale, in effect January 1, 1928, 
shows on the average a greatly reduced cost to the 
policyholder, which should enable the Provident 
agent still further to increase his production and 
the size of the policy sold. 
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Presidents Ass’n. Theme 
To Be “Nationally Unity” 


MEETING DECEMBER 13 AND 14 


Subject on Which Many National 
Leaders Will Speak 


It would probably be no exaggeration 
to say that no business organization in 
the country has higher aims for its an- 
nual meeting and comes nearer to 
achieving them, than the Association of 
Life Each 
this meeting at the Hotel Astor is looked 


forward to by the biggest men in the 


Insurance Presidents. year 


business and the date, always in Decem- 
ber, is noted in the engagement books 
of many men who are difficult to see or- 
The 
dates this year are December 13 and 14. 
Chandler Bullock, president of the State 
Mutual Life of Worcester, Mass., will be 
chairman of the 


dinarily for even a few minutes. 


meeting. 
The dominant note of this year’s con- 
will be the 


business in general, and life insurance in 


vention contribution which 
particular, is making to national unity. 
The convention will discuss the influence 
of commercial expansion in unifying the 
interests and purposes of all sections, 
without conscious effort to that end by 
business leaders, and the growth of such 
influence due to the recent rapid prog- 
ress of business in America. Therefore, 
practically all of the addresses, both by 
insurance executives and leaders in other 
fields of activity, will center on the 
theme—‘Strengthening National Unity 
Through Business.” 

Invitations to attend the convention 
have been mailed to the executives of 
all life insurance companies in the United 
States and Canada and to supervising of- 
ficials of the various and of the 
provinces, 


states 


The scope of this year’s convention is 
outlined in the following statement by 
Manager George T. Wight of the asso- 
ciation: 

“Guiding the way towards closer ties 
and more intimate nation-wide inter-re- 
lations, American business, with increas- 
ing effectiveness of effort, is doing much 
to cement governmental, social and eco- 
nomic America. The direct bearing of 
various business factors upon this result 
suggests the theme of our twenty-sec- 
ond annual convention: ‘Strengthening 
National Unity Through Business.’ 

“Growth from a disjointed group of 
rival colonies, encumbered with indi- 
vidual problems and diverse interests, to 
a unified nation with common purposes 
and problems is the brief story of 
American State boundaries 
have yearly become more and more of 
a fiction. National ideals have emerged 
to overshadow local prejudices and nar- 
row ambitions. The part played by busi- 
ness in general, and life insurance in 
particular, in achieving these results 
stimulates a reassuring picture of pres- 
ent and future national unity. 

“Units of industry and business once 
confined to small local areas are now 
national in scope. Interests which for- 
merly seemed in conflict now co-operate 
in joint endeavors for the common good. 
Rail and water transportation, the auto- 
mobile, the telephone, the telegraph, the 
newspaper, and now the radio and the 
airplane, have each contributed largely 
to the linking up of the most remote 
frontiers of the land with all other sec- 
tions of the country. When the most 
isolated citizens can instantly hear the 
words of their President and anticipate 
the day when his image likewise will be 
visible, their interest in national prob- 
Jems is more vital and responsive than 
when they only heard news of distant 
events long after they had happened. 


progress. 


Thus our continent is fast becoming one 
great neighborhood, promptly in touch 
with the doings of all its members and 
better qualified for a sympathetic under- 
standing of the country’s needs. A sur- 
vey of all these vast developments, of ex- 
panding business and social interest tying 
up section with section, with a resulting 
broadened vision of national problems, 
presents a background for the general 
and specific discussions at our conven- 
tion.” 
Eminent Leaders to Speak 

Present-day leaders in some of the 
business fields which have contributed 
to these achievcments in national unity 
will speak. One of the ‘speakers will 
discuss the improvement of public health 
and the great forward strides that have 
been made and are being made in the 
control of epidemic diseases that for- 
merly were sources of terror and disrup- 
tion. 

Trends towards uniformity of laws 
and regulations concerning the conduct 
of nation-wide business and social rela- 
tions, and the opportunities for further 
developments in promoting national 
unity, will be presented by an authority 
on this subject. Another speaker will 
ecme from one of the great universities. 
From Canada will come a distinguished 
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son who will present the Canadian view- 
point of the general theme. 

The chairman of the convention will 
be Chandler Bullock, president of the 
State Mutual Life of Worcester, Mass. 

Ploughing policyholders’ savings back 
into productive fields through life insur- 
ance investments and breaking down ar- 
tificial barriers by wide responses to calls 
for capital and credit will be pictured 
by an analysis of the security holdings 
and assets distribution of life insurance 
companies. 

Other contributions of life insurance 
towards strengthening national unity 
and subjects of insurance pertinence as 
well as of general interest will be pre- 
sented by leading company executives, 
touching such phases as the nation-wide 
relation of charitable contributions to 
life insurance disbursements; the growth 
of group life insurance and its bearing 
upon national industrial progress; cur- 
rent mortality experience and trends in 
national health; new life insurance cov- 
erage purchased in the United States 
during the present year; late develop- 
ments in world life insurance protection; 
the story of augmented contractual bene- 
fits to life insurance policyholders and 
beneficiaries, and recent trends in 
methods of life insurance distribution. 
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Star Fidelity Mutual 
Leaders At Hot Spr ngs 


TAKE — $1,000,000 INSURANCE 
Big Line of Personal Insurance 4; 
Loyalty Demonstration on Fiftieth 


Anniversary 


In honor of the fiftieth anniversary of 
the Fidelity Mutual Life the leaders oj 
the company at the “Leaders Club” con. 
vention at Hot Springs, Va., last week, 
pledged over $1,000,000 of insurance on 
their own lives. This was done as a 
demonstration of loyalty by the leaders. 

Frederick A. Wallis, manager at New 
York, used this incident as a theme for 
an inspiring speech, saying that no bet- 
ter example could be given to the field 
force than such a demonstration of |oy- 
alty and enthusiasm for the company and 
life insurance. 

Frank H. Sykes, second vice-president 
and manager of agencies, presided at the 
sessions of the meeting and he intro- 
duced President Talbot who grected the 
leaders with a very thoughtful and in. 
spiring talk. 

William H. Harrison, former Fidelity 
Mutual manager at Louisville, Ky., and 
now vice-president. and superintendent 
of agencies for the Atlantic Life, deliy- 
ered an excellent address on “The High- 
way to Success.” “Income Settlement 
Keys” was the subject of a talk by Will 
iam B. Lee, Jr., of Rochester, which 
was followed by a _ demonstration 
George H. Wilson, general counsel of 
the company, talked on “Custom Made 
Insurance.” 

Dr. J. W. Kirgan, of Cincinnati and 
M. L. Bangham of the same city, put 
on a sales demonstration, “His First Life 
Insurance Policy.” 

_ Among other speakers were: Karl Col- 
lings, president of the Leaders Club, and 
within a few years of being the oldest 
in point of service of anyone connected 
with the company, the list being headed 
by President Talbot, R. C. Grimes, To- 
peka; C. M. Hunsicker, Philadelphia; R. 


iG: Bright, Little Rock; F. L. Bettger, 
Philadelphia; Dr. C. A. Vandervoort, 
assistant medical director; J. H. Bren- 


nan, Chicago; J. E. Doran, Albany; 
H. Schaeffer, Harrisburg; Rk. Earle 
Greenlee, Baltimore; Carroll H. Jones, 


Columbia, S. C. 





NEW FRATERNAL ORGANIZATION 


Known as N. Y. National Life and Cas- 
ualty Association; Incorporated 
in Jersey City 

Another new insurance organization 
has been incorporated in New Jersey un- 
der the name of the New York National 
Life and Casualty Association. 

The purpose of the new organization 
is to provide for the relief of sick, in- 
jured or disabled members of the asso- 
ciation and their families, and will main- 
tain a fund for that purpose. They will 
also pay death benefits. The organiza- 
tion will be operated as an assessment 
association. 

While the main office will be located 
in Jersey City, the new company con 


templates operating in every sta‘ in_the 
country and will establish branch offices 
in many of the large cities. ‘“Hhe tem- 
porary office is located in the Spingatn 
Arcade building, Jersey City. 

The affairs will be directed by a board 
of trustees composed of J. \ladison 
Moore, Jane L. Morris, Margaret Tay- 
lor and Loretta Connors, of Jersey ty. 
and Frank T. Robinson of New*rk. Mr 
Robinson, who is one of the prime mov- 
ers in the new outfit, is supervisor ° 
agencies of the Twentieth Century Lil 


with headquarters in Jersey (i' 





Frank M. See, manager of the *! 
Louis office of the Union Centval Lite 
has been named chairman of the city d 
vision, in the seventh annual Lous 


. — * = ? 
Community Fund campaign, Oc! ber 22 
to 31. 
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Need To Modernize 
Laws Affecting Costs 


BUT NOT SHACKLING COMPANIES 





Commissioner Dunham Says Law Should 
Not Dictate Classes of Business 
Written 





Speaking before the National Conven- 
tion of Insurance Commissioners at 
Rapid City, S. D., this week, Commis- 
sioner Howard P. Dunham, of Connecti- 
cut, commented on the address of Com- 
missioner Dumont of Nebraska, in which 
the latter expressed opposition to the 
limitation by law of acquisition costs. 

Commissioner Dunham pointed out 
that while it was true that the Arm- 
strong Committee in 1906 had said in 
its report that it “deemed it inadvisable 
to recommend that the legislature at- 
tempt to prescribe the expenditures of 
insurance corporations,” yet the com- 
mittee deemed it entirely compatible 
with their statement to recommend that 
acquisition costs for life insurance com- 
panies be limited by specific legislative 
enactment. 

“While the quotation referred to by 
Commissioner Dumont is undoubtedly 
fundamental,” said Commissioner Dun- 
ham, “the committee also considered 
that it was desirable to limit acquisition 
costs. The committee apparently spent 
much time in experimentation to deter- 
mine the best measure for such limuita- 
tion. The process was to collect data 
from life insurance companies and devise 
a workable rule which would apply to 
economically managed insurance compa- 
nies, It chose companies which had 
operated upon an economical basis and 
determined what expenses should be 
limited. The committee used mortality 
savings and loadings, not because they 
were correctly applicable, necessarily, 
but simply as a convenient standard, 
and ‘finally fitted the proposed statute, 
which later became Section 97 of the 
New York Insurance Laws, to the facts 
thus deliberately developed. 

“That was over twenty years ago and 
of course conditions and tendencies in 
insurance have changed materially in 
that period. The careful investigation by 
actuaries in 1928 of present day data 
and experience has been conducted, as 
[ understand it, in a manner similar in 
general to the methods followed in 1905 
in order to determine how acquisition 
costs may be measured so that the busi- 
ness of life insurance may still be con- 
tinued on an economically sound basis, 
logically applicable to present day con- 
ditions and without undue state super- 
\isory interference with the management 
of the business of life insurance.” 
Should Not Dictate Classes of Business 

Continuing Commissioner Dunham 
said: “Those who sympathize with Mr. 
Dumont’s attitude toward Section 97 may 
nevertheless agree that the statute needs 
to be modernized. However, I must ex- 
press my personal agreement with the 
view that such modernization ought to be 
effected without imposing undue statu- 
tory restrictions on the operations of 
life insurance companies. I do not be- 
lieve that the Legislature of New York 
ever intended that Section’97 should dic- 


late to life insurance companies the 
classes of life insurance they should 
write. It did not intend, therefore, it 


scems to me, to compel companies to 
Write « large amount of term insurance, 
or endowment insurance, or any other 


Particular class of life insurance. How- 
ever, 1! has practically reached the point 
how that some companies at least must 


Write certain classes of business in ex- 
cess of what they would otherwise write 
Were it not for the provisions of Sec- 
tion 97, in order to comply with the 
limitations laid down in that section. 
Such condition is not a good one. 


Business should flow readily in its natu- 
tal channels as long as it is conducted on 
* sound economical basis. The proposed 
modernization of Section 97, as I un- 


derstand it, is intended to correct this 
condition and to this extent is to be 
commended. Obviously companies should 
write acceptable forms of life insurance 
without artificial restrictions. It is eco- 
nomically sound that the law should rec- 
ognize this fact. Such a change would 
be merely a readjustment to present con- 
ditions and not a radical fundamental 
change in the underlying principles of 
the law. 

“Commissioner Dumont naturally, in 
referring to expenditures refers to com- 
missions and voices the opinion that 
‘Commissions might better be figured on 
the unit of insurance basis rather than 
on the percentage of the premium so 
that a truer comparison could be made.’ 
With this opinion I concur. This sug- 
gestion could well be carried out and 
might tend to remove some difficulties in 
measuring acquisition costs of life in- 
surance. At least, it seems to me, as 
it apparently does to Commissioner Du- 
mont, that ‘it is unfair to compare rates 
of commission charged by companies 
with those charged by participating 
companies when based on the premium 
charged.’ ” 

Touching on expense, Commissioner 
Dunham said: “It seems to me that 
an economically managed company, 
when increasing its business extensively 


over undeveloped territory, would in- 
crease its expense rate, whereas the 
same company would reduce its expense 
rate when increasing its volume of busi- 
ness intensively over developed terri- 
tory. 

“In conclusion, let me say by way of 
general comment on the subject of Mr. 
Dumont’s interesting paper that whether 
we agree with him or not in his ap- 
parent objection to the limitation by 
law of acquisition costs in the life in- 
surance business, we ought all to admit 
that when such legislation exists, it is 
better for the interest of all that it be 
modernized by judicious amendment in 
the light of later experience, but with- 
out shackling the free control of their 
business policies by sound life insur- 
ance companies.” 


DARST CASE COMES UP OCT. 15 

The case against W. G. Darst, secre- 
tary of the defunct International Life of 
St. Louis, Mo., charged with fraudulent- 
ly issuing unauthorized stock of the in- 
surance company, has been continued by 
Judge Gayer of the Court of Criminal 
Correction to October 15. The hearing 
was set over when the circuit attorney’s 
office informed the court the state was 
not ready to proceed. 











Notice of Removal 


We take pleasure in 
announcing removal 
to our new Home 
Offices 
at 
Madison Avenue 
at 
60th Street 
New York, N. Y. 


The Manhattan Life Ins. Co. 
THOMAS E. LOVEJOY 


President 























PILOT LIFE’S NEW BUILDING 

The formal opening of the new home 
office of the Pilot Life will take place on 
October 18 and 19. The new building is 
at Sedgfield, near Greensboro, N. C. 
\. W. McAllister is president of the 
Pilot Life. 








—Plus 


United States. 


Life 
Accident - 
Group 








Health 


One Billion 


Missouri State Lite Now Largest Life 
Insurance Company West of the 


Mississippi River 


With more than one billion, one hundred forty 


million dollars of life insurance in force, the 
Missouri State Life now ranks 14th among the more 
than 350 Legal Reserve Life Companies of the 


It is the largest life insurance company west of the 
Mississippi River. 


The Company writesall forms of modern, up-to-date 
protection—Laife, Accident, Health, Group and 
Salary Savings insurance. 


Splendid openings for progressive men. | 


OD 7) 


Missouri State Life Insurance Company 


Hillsman Taylor, President 


Home Office, St. Louis 











Name 





Missour! State Lire INSURANCE Company, 
Saint Louis, Missouri 


Send me your Agency proposal 
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Hear Advantages Of 
Business Insurance 


CITE RODMAN WANAMAKER CASE 
Various Aspects of Application Explained 
to Jersey Lions’ Club by J. Flanagan, 
Bankers Life 

The necessity of business insurance 
and the various aspects of its applica- 
tion was explained last week by James 
Flanagan, eastern district manager of 
the Bankers’ Life, to the members of 
the Elizabeth Lions’ Club, at their weck- 
ly luncheon. 

Mr. Flanagan gave a brief resumé of 
the growth of the insurance business 
which he termed a stable and conserva- 
tion business and one that is closely al- 
lied with other enterprises. The speaker 
particularly emphasized the growing 
practice of large companies and corpora- 
tions in placing heavy insurance upon 
their chief executives. This is purely a 
business matter, he declared, and the 
coverage enables the company to stand 
the loss of replacing a valuable man in 
the event of his death. 

Mr. Flanagan cited cases, including 
that of the late Rodman Wanamaker, 
who was onc of the most heavily in- 
sured men in the country. “There are,” 
he declared, “about fifteen or twenty 
men in this country today who are in- 
sured from a business point of view for 
sums varying from $4,000,000 to $7,000,- 
000. These policies are payable to the 
companics and the premiums are paid 
by the firms. 

“Another popular practice is for part- 
ners in business to insure each other so 
that if one dics the other will not be 
left to carry the business alone and 
faced with the necessity of taking an- 
other partner, possibly an undesirable 
one, or of buying the dead partner’s 
share of the business out of his own 
pocket. 

“Many men are anxious that after 
their death the business they have built 
up shall be carried on as it was and 
under the old name. In order to as- 
sure perpetuation of the business they 
take out large policies payable to the 
firm and these permit weathering of the 
depression that is almost sure to hit any 
business upon the death of its head.” 


WINS SUMMER CONTEST 
Harry Jacoby, N. Y., Agency, Home 
Life, Awarded Company Trophy for 
Highest Amount New Premiums 
Harry Jacoby’s agency at 1440 Broad- 
way, New York, won the inter-agency 
summer contest of the Home Life of 
New York, having secured the largest 
amount of new premiums to agency al- 
lotment for July and August. Mr. Ja- 
coby will be presented with a silk ban- 
ner at a dinner to be tendered to the 
agency by the company in the near fu- 

ture. 

The winning of this contest brings to 
light the rather remarkable progress 
which has been made by this new agency 
under the leadership of Harry Jacoby. 
Mr. Jacoby was appointed a general 
agent of the company on June 1, 1927. 
He now has thirty agents and has taken 
eighth place in actual production among 
all the agencies of the company this 
year. 

Starting without a dollar’s worth of 
business in force or without an agent, 
this record is not only unusual but gives 
some indication of what may be expect- 
ed in the future. Recently the Jacoby 
agency has opened a branch office in the 
Salmon Tower building, 11 West Forty- 
second street, under the supervision of 
J. C. Handshoe as branch manager. 


BRITISH RATES GO DOWN 


British life insurance companies are 
reducing their rates for larger life poli- 
cies. 





























FINOING NONE 


_ Pioneering 


q Progress always requires pioneering. Some- 
one must take the first steps, must lead in 
the exploring of new fields, must “go before 
and remove obstacles for those who follow.” 


TINE ING DING IN 


TING JING TING 








IN DNO ANG 


In order to fulfil its obligation to humanity, 
life insurance must seek new ways of service, 
in addition to extending the old. Andsoit 
must have pioneers. The New York Life 
has always recognized this obligation. 


NOTING ING) 


q Many years ago this Company undertook to 
pioneer in the field of sub-standard risks. 








5 gq After a long and intensive study of declined 
iz. cases, it found that special rates could be 
s calculated, permitting, with safety, the ac- 
. ceptance of many risks which previously had 
s been rejected. 

z q On July 1, 1896, the Company issued its 
ns first sub-standard policy. Since then, the 





g writing of insurance on impaired lives has 
s been a part of the New York Life’s regular 
service to the public, and has gradually been 
adopted by a majority of the larger companies. 











NET AE ING ING NG TNO 


To-day, Nylic Agents are en- 





abled to obtain insurance 


5 for approximately three 
5 out of every five clients 
=! 


who otherwise would 


be declined. 


SUSUBU 











NEW YORK 








LIFE INSURANCE 
COMPANY 


346 BROADWAY, NEW YORK 
DARWIN P. KINGSLEY 


President 


TAU ACT AG TAG TAU ING) 


New Home Office Building now being 
erected on the site of the famous 
old Madison Square Garden 
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Atlanta Life Audito: 
Tells Of Check Sy: tem 


USES TWO _ BOOKS HIN Play 
Says Double Book Idea Introduc.d Fey 
Years Ago in Industrial Ha; 

Worked Well 








L. D.: Perry, home office field 


lome of] uditor 
of the Atlanta Life of Georgia, di: scribes 
the double book system which vas jn. 


troduced to his company some yeurs ago 
by Director of Agencies L. I! Hay. 
wood, a pioneer in the industri:! insur. 
ance business, in an article which he has 
written for the “Vision.” He 
part: 

“This system, has beyond a doubt, 
been a very valuable asset to the com. 
pany and has contributed much to its 
steady and consistent growth. It js very 
simple in every detail, yet very effec. 
tive and far-reaching in its scope if 
properly carried out by the agents and 
properly supervised and enforced by the 
managers. The system is composed of 
two books as its name implies, the 
agent’s field collection book which must 
carry the exact entries or standings as 
shown on the member’s receipt cards, 
and the agent’s office collection book 
which must be a duplicate of the field 
book. The field book is carried on the 
field by the agent, and at the close of 
the week, the correct standings of the 
members must be transcribed from this 
book to the office collection book, The 
office collection book must at all times 
be kept in the office. 

“Through the proper functioning of 
the double book system, agent's defici 
encies will approach a minimum, erro 
neously paid sick claims will be elimi- 
nated entirely, as well as other numer- 
ous irregularities that will creep in on 
the district if this system doesn’t func- 
tion as it should. 

“This system doesn’t eliminate field 
inspection, but it does give an accurate 
accounting of the conditions on the field 
as the agent records them. Periodical 
field inspections should be made on all 
debits. This is perhaps the only way 
that an accurate accounting of all the 
members’ receipt books and other mat- 
ters on the field can be determined and 
corrected. Field inspections are  re- 
duced proportionately to the degree oi 
efficiency that the double books func: 
tion. That is, fewer inspections are 
necessary on the districts where these 
books function as they should, than on 
those districts where these books are 
all out of line.” 


ays in 





IRELAND NAMES ASSISTANT 

Superintendent of Agencies of State Mu- 
tual Life Adds C. P. Bell 

To His Staff 
Stephen Ireland, superintendent ot 
agencies of the State Mutual Lite ot 
Worcester, Mass., announces the ap- 
pointment of Clifford P. Bell es an as 


sistant superintendent of agencics of the 
company. There are now two assistant 
superintendents of agencies, «ies I 
Eteson having held that position for, the 
past several years and he will continue 
in that capacity. Mr. Ireland has felt 
the need for another assistant 1) keep ™ 
closer contact with the agencies © r some 
time as the business of the co ny has 
expanded. 

‘Mr. Bell has had considera! expe- 
rience in life insurance work he has 
been connected with the P| lelphia 
agency as agent, supervisor ani © ssistall! 


general agent. 


CHANGES IN PERSONNEL 





Charles A. Bartels, who has |!) 1 with 
the Western and Southern Lii: conti 
uously for nineteen years, has cn al 
pointed superintendent of the | )untl 
ton, W. Va., district. Assistant ~upet™ 
tendent F. E. Headington, of i" New 
Albany, Ind., district of the «pan: 
has been promoted to superint: dent? 


the St. Louis-Manchester district. 
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Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 





Lawrence Simon, 

Don’t Talk well known agent of 
Too the Massachusetts 
Much Mutual Life, tells in 


a current number of 
the official company or- 


’ 


the “Radiator,” 
gan, how he secured a good life insur- 
ance contract by permitting his prospect 
to do most of the talking thus giving 
afew thoughts upon which he was able 
to base a sales argument. Says Mr. 
Simon: 

“Not long ago I called upon one of 
my policyholders with the intention of 
increasing the future income he has ar- 
ranged for his wife. Although my inter- 
view was thoroughly prepared and I 
used everything I knew, I was unsuc- 
cessful, for my prospect insisted that 
his wife would have a larger income 
after his death than she has at the pres- 
ent time. 

“I then suggested that he take some 
additional insurance to provide a greater 
cash value for himself at the age of 
sixty or sixty-five. He answered this by 
saying that he has sufficient income now 
from his securities. 

“Knowing that he is a very charitable 
man, | next suggested policies for his 
various ‘pet charities.’ My prospect 
countered by saying that he did not care 
to leave any large sum to charity. He 
told me he is doing his bit while he 
lives, and that he prefers to leave the 
matter in his wife’s hands after his 
death 

“I had covered practically every rea- 
son jor his buying new insurance and 
hardly knew what to say next, when he 
suddenly asked me if a man with heart 
trouble can get life insurance. He then 
told me that one of his social friends 
had been turned down for life insurance 
because of some trouble with his heart, 
and he thought that perhaps I might be 
able 1 ‘get him through” This led to 
a talk on health and I explained to him 
that | often suggest to my policyhold- 
ers that they have themselves looked 
over once or twice a year and that quite 
Irequently they could avoid some seri- 
ous ilness in this way. 

“My prospect thought this was a good 


idea ond that it would be a good plan 
lor hin to be examined occasionally, I 
had a hunch’ that (if he were examined ° 
by one of our doctors) I might succeed 
M selong him some more life insurance. 
Accordingly I offered to send our doc- 


lor to see him. He replied that he would 
tather see his 


own doctor. Insisting, 
however, that he allow me to send our 
lector, I laid great stress upon the fact 
that insurance examiners are so accus- 
tome’ to looking for abnormalities that 
‘ery oiten they discover something that 
4 practitioner might not find. He fin- 
ally avreed, and consented to see our 


doctor the next day. 
‘I cid not advise him as to the out- 


come of the examination and two or 
three days later he telephoned our of- 
fice requesting that I call to see him. 
When I reached his office later that day, 
he seemed quite anxious to know about 
the doctor’s report. I told him it was 
favorable and emphasized how fortu- 
nate he was to pass so splendid an ex- 
amination at his age. I then spoke of 
several men I knew who had been in 
good health right along, and had passed 
for life insurance every year or two and 
were suddenly declined for sugar, albu- 
min or high blood pressure, or some- 
thing of that sort. . My prospect then 
admitted to me that the man with heart 
trouble he had spoken of in our previ- 
ous interview was his cousin. I took 
immediate advantage of this admission 
and played upon it so strongly that | 
succeeded in taking his application for 
over $40,000 before I left his office. 

“Doesn’t this show that if we permit 
our prospects to do some of the talking 
it will give us a thought or two which 
will help to close the case? 


* * x 
H. B. Eames, of 
On the Boston branch 
Getting office of the Con- 
Prospects necticut General, tells 
in the current num- 
ber of the company Bulletin how he 


finds prospects. Here are a few of his 
suggestions : 
1. Friends and acquaintances. 
T think this is the very best 
to start with. The resistance 


source 
will be 





HAlcHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 


Omaha Kansas City 











PARTICIPATING INSURANCE 
ON ALL FORMS 


First year dividends (con- 
tingent on payment of second 
year premium.) 


Low Net Cost 


For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 


H. W. JONES, Mgr. 
110 William Street 
New York City 
Beekman 5058—6691 
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in Iowa, its home state. 


Gerard S. Nollen, President 








Seven Years Of Iowa Leadership 


AGAIN IN 1927, THE BANKERS LIFE COMPANY 
led all companies in the writing of new, paid-for life insurance 
The total for 1927 was $20,193,476 


LAST YEAR WAS THE SEVENTH CONSECUTIVE 
year in which the Bankers Life has achieved Iowa leadership 


BANKERS LIFE COMPANY 


THE ONWARD MARCH COMPANY 


DES MOINES, IOWA 
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much less and interviews will result in 
most cases instead of calls. In calling 
upon friends and acquaintances, do not 
allow yourself to visit with them, state 
your business, get birthday, etc., and 
give a definite sales talk, making at 
least two definite efforts to close. After 
you have discussed business, leave; your 
friends and acquaintances will have 
much more respect for you than if you 
dwell on topics of the day, reminis- 
cences, and then casually mention life 
insurance. 

2. Former business associates. 

Think back over the business asso- 
ciates in your former connections and 
you will be sure to find some good pros- 
pects. Call upon the ones that are most 
prosperous and the ones that you feel 
like vou. Ask them for names of new 
men in the organization. 

3. List of mortgages. 

I have found the “Banker and Trades- 
man,” a magazine which gives lists of 
mortgages by towns and cities, to be a 
very good source of prospects. You 
have a definite need to talk about, “cov- 
ering the mortgage.” Talk mortgage in- 
surance, explain just how a life insur- 
ance policy can be assigned to the bank 
or individual who holds the mortgage. 


CLARK GETS FINE RECEPTION 
New President of National Association 
Addresses Boston Life 

Underwriters 
fall meeting of the Boston 
Underwriters’ Association which 
also marked the first public appearance 
of Paul F. Clark of Boston since his 
election as president of the National As- 
sociation at Detroit, recently, took place 
at the Boston City Club - yesterday. 
President Clark received a rousing dem- 
onstration, as this is the first time in 
many years that a Boston man_ has 
served as president of the national or- 
ganization. Fle is said to be the young- 
est man ever elected to that office. 

Mr. Clark, who was the principal 
speaker, mentioned some of the things 
which he hopes to accomplish for the 
association while he is in office. Reports 
of the convention at Detroit were read 
by Lloyd Allen, National executive com- 
mitteeman, Franklin W. and 
Charles ©. Gilman. 

John Marshall Holcombe, Jr., of Hart- 
ford, who is to conduct the Managers’ 
School of Life Insurance Sales Research 
Bureau in Boston, explained the func- 
tions of the school to the audience. 


The 


Life 


first 


Ganse 











in America then and there. 


are invited to apply to 





DAVID F. HOUSTON 
President 


34 Nassau Street 





Years of Life Insur- 
ance Ideals and Service e 


N IDEAL became a reality when, on February Ist, 1843, 
“The Mutual Life of New York” issued its first policy. 
The business of life insurance on the mutual plan started 


Priority in its field is not the Company’s claim to greatness 
—age in itself is no great distinction. 
with high ideals of business conduct, which still prevail. It aims 
at quality and to be highly honorable in all its dealings. 


In its relations with policyholders and their representatives 
The Mutual Life has an outstanding record. | 


Those who contemplate life insurance soliciting as a career 


The Mutual Life began 








The Mutual Life Insurance Company 
of New York 


GEORGE K. SARGENT 


2nd Vice- President and Manager of Agencies 


New York, N. Y. 
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Progressive Idea For 
Life Ad Group Session 


6 SUBJECTS: 1 FOR EACH TABLE 


Each Speaker To Be Allotted 20 Min- 
utes, Followed by Discussion of His 
Subject; Live Interest Expected 
Next week at the Insurance Advertis- 
ing Conference in Washington, 1). C., the 
life insurance ad men will hold two in- 
teresiing group sessions which have been 
arranged in a novel fashion. The idea 
is that Monday afternoon the first two 
hours will be devoted to round table dis- 
cussions of the various subjects on the 
program. ,Six members. will sit at each 
table, which will be numbered, and dis- 
cuss for twenty minutes one of the six 
subjects assigned in order to the leader 
for discussion by the group coming to 
his table, it being the leader’s duty to 

direct the discussion. 

At the close of each twenty minute 
period three members: at each table will 
move progressively to the next higher 
numbered table. It will be the duty of 
the leader at,each table to make notes 
of the high points in each of the twenty 
minute periods as the program  pro- 
eresses. 

The last period in Monday’s program 
will be devoted to brief reports from the 
table leaders on the best idea developed 
in the six discussions at their respective 
tables. The subject to be discussed and 
the name of the leaders for each are as 
follows: 

Wide Variety of Subjects 

Advertising Plans to Aid in 
Selling,” by Ray H. Finger, Pittsburgh, 
branch manager, Sun Life of Canada. 
“Selling Advertising Plans to the Agency 
Force and How To Do It,” by S. A. 
Swisher, Jr., assistant secretary, Equi- 
table Life of Iowa. “Relationship of the 
Advertising Department to Other De- 
partments in the Home Office,” by C. T 
Steven, advertising manager, Phoenix 
Mutual Life. “How Can Advertising 
Help in Conservation Work?” by Ar- 
thur H. Reddall, advertising manager, 
Equitable Life Assurance Society. 

“How to Make Your Agency Publica- 
tion Most Helpful to Your Sales Organi- 


“New 


zation,” by K, H. Mathus, assistant edi- 
tor, “Commutopics,” Connecticut Mutual 
Life. “To What Extent Does Direct 
Mail Advertising Actually Help in Mak- 


ing a Sale?” by Francis J. 
licity director, Peoria Life. 
The following afternoon the life in- 
surance advertising men will continue 
with their twenty minute speeches, ad- 
hering to the following program of top- 
ics: “How to Prepare Acceptable Mat- 
ter for Newspaper Publicity,” by H. F. 
Brandon, advertising manager, Colum- 
bus Mutual Life of Columbus, Ohio. 


Bohl, pub- 


“Lincoln Historical Foundation and its 
Publicity Features,” by Edgar P. Her- 
man, director of publications, Lincoln 


National Life. “Getting the Greatest 
V alues Out of Trade Journal Advertis- 
ing,” by John P. Davies, assistant super- 
intendent of agencies, Northwestern Mu- 
tual Life. 

Also, “Preparing Sales Literature for 
the Field,” by E. C. Budlong, vice-presi- 
dent, Federal Life. “What Constitutes 
\dvertising,” by Miss Chlo Peterson, 
publicity director, Business Men’s As- 
surance. “The Attitude of the Agent 
Toward Homeé Office 














(Cink uP (wir THe (LINCOLN) 


How many Lincoln Natoral 
Agents call Vice President Walter 
Shepard, ‘‘She p’’ and what of it? 


Answer: (1) All of them. 


(2) The famous friendly LNL spirit helps 
make the work of the Lincoln Life Agent 
pleasant, satisfactory, worth while. 

‘‘Shep”’ sees to it! 











Question: 
~) 








THE LINCOLN NATIONAL LIFE INSURANCE CO. 


“Its Name Indicates its Character’”’ 
Fort Wayne, Ind. 











INSURANCE IN FORCE TODAY $550,000,000 





Advertising,” by 




















Underwriting Methods 
that are 


Sound—Liberal— Modern 


New England Mutual Life Insurance Co. 
87 Milk Street, Boston 














Paul Speicher, associate editor, Insur- E. J. SISLEY AT OFFICE SOON 
ance Research & Review. . 
“The Value of Illustrated Advertis- Greatly Improved After Summer in the 


ing,” by Arthur A. Fisk, manager of pub- 
lications, The Prudential. “The Value 
of Research in Connection with Adver- 


Hills, Popular General Agent to 
Visit City 


The many friends of Edward J. Sis- 


ising Plans,” by Edwin S. Sterns, ; Fc: " t 

Re ae — mye ley, of Sisley & Brinckerhoff, Inc., gen- 
erative Advertising,” by Lorry A, Ja-  ¢tal agents for the Travelers in New 
cobs, director, public relations, South- York, will be pleased to learn that Mr. 


land Life. Sisley, after a protracted illness follow- 
ing an operation, is expected to return 
to his office very shortly to resume ac- 
tive business. 

Mr. Sisley has been spending August 
and the early part of September at For- 
a A est Lake Club, Hawley, Pa., and is now 
Trust of Newark at his home at Woodcliff Lake, N. J. 
17 will begin the first of a He has been steadily improving during 
Wednesday the summer and is looking forward to 
: an early visit to his offices. 


ESTATE TE TALKS 


Fidelity Unicn Trust of Newark To 
Begin First of Series on October 
17; Agents Invited 
The Fidelity 
on October 


Union 


consecutive 
talks on the subject of wills, estates and Mr. Sisley } ; | — F 
trusts. These are designed for insurance et. ey Bee See Erle Meee 
agents and experts will tell them facts the activities and deliberations of the 
about probate procedure and other al- — : nderw sag nagar where td 
lied topics which will be helpful in their "4S, %¢em One of the wheelhorses for 
daily work. work for many years. 


series of six 


INTERNATIONAL LIFE CLAIMS 

Conway Elder, special master in the k. S. Edwards of Detroit and S. M. 
International Life Federal receivership Carson of Atlanta, general agents of the 
proceedings, having been selected by Fed- Aetna Life, have been made members 
eral Judge Albert L. Reeves to adjudi- of the general agents’ advisory council 
cate all claims against the life company — for five years, succeeding J. A. Bassford, 
and its holding organization, the Inter- Grand Rapids, and Gordon H. Campbell, 
national Company of St. Louis, Mo., has Little Rock. 
announced that he will hold his first 


GENERAL AGENTS’ COUNCIL 


— 


AGENCY SHOWS PROGRESS 





J. A. McKay, Bankers National L:fe of 
New Jersey, Expects to Wri‘e 
$2,000,000 Business 

J. A. McKay, who was formerly with 
Hart & Eubank at the 100 William street 
office, New York, is now a home office 
gcneral agent for the Bankers National 
Life of New Jersey which began doing 
business some time last December. He 
has his office in the Trust Company oj 
New Jersey building at Jersey City. 

He has under his direction at the pres- 
ent time thirty-five full time agenis. His 
agency paid for $400,000 of business jn 
August and Mr. McKay expects to fin- 
ish up the year with a paid business of 
$2,000,000, 

The Bankers National Life, although 
a comparatively new company, has $l0(),- 
000,000 of business in force according to 
the latest available figures. 


BOSTON SCHOOL OPENS 
Fifty Managers and General Agents 
Meet Under Direction of John Mar- 
shall Holcombe and A. G. Kenagy 

Life insurance managers and veneral 
agents from many sections of New Eng- 
and gathered at Boston this week to 
attend the opening session of the Man- 
agers’ School which is holding a four- 
day scssion there. It is being directed 
by John Marshall Holcombe, Jr., and A. 
G. Kenagy of the Life Insurance Sales 
& Research Bureau and is held under 
the auspices of the Boston Life Under- 
writers Association. The course is for 
self-improvement in managerial eff- 
ciency and general office and agency 
management. 

Over fifty managers and general agents 
have enrolled for the course, there being 
four from Providence, R. I.; three from 
New Haven, Conn.; two from Portland, 
Me.; two from Springfield, Mass.; one 
from Hartford, Conn.; one from Bridge- 
port, Conn.; and the balance from Bos- 
ton and surrounding territory. 





AGENCY ONE YEAR OLD 





William Ittman, Equitable of lowa, Has 
Formal Celebraticn in Boston; 
Agency Is Expanding 
September 24 was a red letter day 
for the William Ittman agency of the 
Equitable Life of Iowa, as it threw open 
its doors for the formal opening of the 
new quarters in the Chamber of Com- 
merce building at 8 o’clock in the morn- 
ing, Agency Manager Ittman and _ the 
entire office and agency force being on 
hand bright and early for the occasion. 
It also marks the first year of the ex- 
istence of the Ittman agency. So rapid 
has been the growth of the agency that 
during the past year the offices at 79 
Milk street were doubled, and now the 
now offices are twice the size of those 

just vacated, 

The quarters in the Chamber building 
are located on the second floor, and they 
have been refinished and equipped with 
the latest modern office furniture. Every 
effort has been made to secure the max- 
imum of efficiency. They were arranged 
and laid out by Mr. Ittman personally. 

The agency has done some ex} anding 
since it started a year ago. In a*dition 
to Boston territory it mow embraces 
Worcester, Mrss.; Providence, k. /., and 
the state of Maine. 





— 





hearing October 16 at his offices in the 
Boatmen’s Bank Building, St. Louis. 











1851 


agent. 


happiness of its representatives. 





Pittsfield, Massachusetts 





BERKSHIRE LIFE INSURANCE COMPANY 


In establishing connections with a life insurance company, the personal 
equation of its official family is of paramount importance to the prospective 
The Berkshire Life Insurance Company of Pittsfield, Massachusetts, 
has a well-earned reputation for a co-operative spirit between the Home 
Office and the Field Force that is of inestimable value to the success and 


‘Ask any Berkshire 
BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 


1928 


Agent” 








FRED. H. RHODES, President 











The Columbian National Life Insurance Company 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Columbian National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH INSURANCE 


Columbian National Policies make selling easier. 
Policies backed by one of the very strongest companies in the country, having ample 
capital, surplus and highest standard of reserves. 


Exceptional opportunity is offered to salesmen of 
character and ability. Communicate at once with 
Agency Department, 77 Franklin Street, Boston. 
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Prudential Important 
New Policy On Oct. 15 


RATE CHANGES AT END 3 YEARS 





Starting Premium of Modified Life 
Contract Very Low; Disability 
Income Change, Too 





The Prudential will issue an important 
new contract on October 15, a new Ordi- 
nary policy to be known as a Modified 
Life Policy with change of rate at the 
end of three years. The policy will be 
issued in amounts of $5,000 and upwards, 
subject to the same general rules as regu- 
lar Whole Life policies with some slight 
modification. Rates, values, etc., are ex- 
pected to be furnished to agents in about 
a week. 

The present Whole Life policy will be 
discontinued absolutely and the Endow- 
ment at Age 85, the rates of which 
differ very slightly from -the present 
Whole Life rates, will take its place in 
cases where the new Modified Life form 
is not applicable. The Endowment at 
8 is issued in amounts of $1,000 and 
upwards, subject to all the rules with 
regard to the present Whole Life con- 
tract, with the advantage that surrender 
values are applicable after two years in- 
stead of three. 


What Company Says 

In discussing the new Modified Life 
3 the company says: 

“We take pleasure in announcing that 
we have in course of preparation a new 
Ordinary policy to be known as a Modi- 
fied Life Policy with Change of Rate at 
the End of Three Years. The rate for 
the first three years will represent a very 
low premium for a Whole Life policy. 
At the end of three years the premium 
will be increased by something less than 
20%, but will still remain a low premium 
rate. On the basis of our current earn- 
ings the dividends, which will commence 
at the end of the third year (not at the 
end of the second year), would be suffi- 
cient to offset the increase in premium, 
so that the net payment for the fourth 
year would be no higher than the initial 
premium, and thereafter, under normal 
circumstances, the net payment should 
gradually decrease. Under no circum- 
stances, however, must any promise be 
made that the dividends will be suffi- 
ciently to entirely offset the increase in 
premium. No estimate of dividends can 
be made, and no undertaking can be 
given that dividends will not fall below 
any minimum figure, so that all that can 
be stated to the applicant is that the 
initial and final rates of premium have 
been so fixed that under current condi- 
tions the earnings would produce divi- 
dends sufficient to maintain the premium 
at a rate not exceeding the initial rate, 
but The Prudential does not and can not 
promise in advance that this situation 
will be maintained. 

“You will gather from the above that 
the object of the new form of policy is 
to avoid the present situation under 
which a policyholder starts at an initial 
Prenium well above the net cost which, 
on the average over a period of years, 

¢ Is required to pay. The new policy 
Starts at a quite low premium rate, and 
thus should often enable the applicant to 
take a larger amount of insurance than 
woul! otherwise be feasible, while at the 


same time he is assured of no great in- 
crease in the premium in any event, with 
the probability of no increase at all 
shoul! dividends be applied to reduce 


Premiums, 

“Policyholders will not be compelled 
'o apply dividends to reduce premiums, 
but ‘ay draw them in cash, use them to 
Purchase paid-up additions, or leave 
then with the company accumulating at 
Mterest. If one of these plans is fol- 


ered the policyholder will, of course, 
Nave to pay the full increased premium 
alter the first three vears.” 
Change In Disability Income 
Th 


Prudential has sent a letter to the 


field force about disability income read- 
ing in part as follows: 

We have decided to issue, beginning 
October 15, 1928, the Disability Income 
provision only with the Ninety-day 
clause revised as hereinafter described. 
The Disability Income provision without 
the Ninety-day clause will be discon- 
tinued. 

The policy forms have been revised 
and the Ninety-day provision has been 
incorporated in the text of the disability 
clause. 


The disability clause in the revised policies 
provides in effect that if due proof of total and 
permanent disability (not merely proof of total 
disability lasting ninety days) of the insured 
is received, the benefits will date from the 
commencement of the total and permanent dis- 
ability. 

The clause also provides that “if the proof 
subinitted shall not be due proof of the per- 
manency of such disability but shall be due 
proof that total disability as defined exists and 
has existed continuously during a period of not 
less than ninety consecutive days immedaitely 
preceding receipt of such proof, such disability 
shall be presumed to be permanent and the 
company will grant the said benefits ' dating 
from the end of ninety days from the com- 
mencement of the period of total disability 
which has existed continuously to the date of 
such proof.” It will be noticed that the ‘“Nine- 
ty-day” part of the revised clause provides that 
the disability benefits will be granted “dating 
from the end of ninety days from the com- 
mencement of the period of total disability 
which has existed continuously to the date of 
such proof.’ In other words, the first month- 
ly payment of disability income will be made 
at the end of the ninety days. Heretofore our 
Ninety-day clause provided for benefits from 
the commencement of total disability and, there- 
fore, included the ninety-day period. ‘The ex- 
clusion of the ninety-day peroid from_ benefit 
allowance is more in accordance with the 
character and purpose of these policies. 

fhe premium rates for Disability Income 
policies with the Ninety-day provision remain 
unchanged. . 





FAREWELL DINNER TO R. COOKE 


Seventy-five agents of the Metropoli- 
tan Life from Willimantic, Danielson, 
Putnam, Colchester, Plainfield and Staf- 
ford Springs, Conn., gave to the retiring 
manager, Ronald M. Cooke, a farewell 
dinner last week. Mr. Cooke has been 
transferred to Hartford where he will 
take a similar position at the head of the 
Hartford district. During the year un- 
der Mr. Cooke’s administration, the in- 
surance business written ranked third in 
the New England ‘territory. He will be 
succeeded by R. E. Shepard of the 
Bridgeport district. 





GOES TO JACKSONVILLE 

Jack McAlexander, who was for sev- 
eral years connected with the Arkansas 
office of the Mutual Life of New York, 
and later joined the Bankers National 
Life in Chicago as home office cashier, 
has been transferred to the home office 
of the Bankers National Life of Jack- 
sonville, Fla., in the same capacity. He 
will report for duty there on October 1 

Mr. McAlexander has had a long and 
varied experience in the life insurance 
business and goes to the Jacksonville 
office with a splendid background of ef- 
ficient service. He is to assist Mr. Elder 
A. Porter, vice-president and actuary of 
the company. 


SUCCESS WITH APPROACH 
Harold Stone, American Life of De- 
troit, has been having unusual success 
with approaches in that city, both tele- 
phone approach and cold canvass. 


Acquisition Cost 


(Continued from Page 5) 
are ruined by advances and being al- 
lowed extensive credit than in any other 
way. It is a direct invitation to the 
agent to live beyond his income and ends 
in unwarranted expense. 

“Most of the companies are studying 
these problems and many are experi- 
menting with good results. Some are 
grading commissions by making it -more 
profitable to the agent to solicit pros- 
pects who are nearer age 35 and less for 
writing those of the higher ages, also 
by making it more of an incentive to 
get the second year renewal which is 
most important. 

“Commission rates should be cut down 
on the large target risks. It is seldom 
that any more work is needed to secure 
a $1,000,000 case than a $100,000 one. 
These extra large risks have not proven 
profitable and the company should have 
more margin for the higher mortality. 

“Schooling of agents has been tried 
by many companies and has resulted in 
good beyond measure. Better produc- 
tion, better selection, lower mortality, 
fewer lapses, a lessened agency turnover 
and above all a much better service to 
the public have resulted. 

“ 

One of the gravest dangers at the 
present time is that greed for volume 
may lead some into stormy seas. The 
natural outcome unless checked will be 
destructive competition and _ legislative 
reaction. No sane company executive 
wants to see such results.” 


States Should Play Fair on Taxes 


On the subject of taxation, 
sioner Dumont said: 

“Whenever the state governments will 
really play fair in the matter of taxes 
on premiums, then they can all do con- 
siderable toward bringing down the cost 
of insurance to the public. May I ask 
how any legislature has the nerve to 
seek a reduction in acquisition costs in 
any line of insurance, when all are guilty 
of charging many times more in taxes 
on premiums than enough to pay for 
proper supervision, which is the only ex- 
cuse for such taxes? 

“Latest reports show that over the 
country the average premium tax dollar 
is divided into less than 4 cents for 
supervision and more than 96 cents for 
state general fund expenditures. 

“My advice to the life insurance com- 
panies is to fight to the last ditch any 
attempt to foist on them acquisition cost 
regulations and rate regulations such as 
have been saddled on the fire, casualty 
and surety companies in some jurisdic- 
tions. 

“In offering such advice I am looking 
to the future and have primarily in mind 
the best interests of the policyholders. 
Such attempts at regulation invariably 
lead to additional expense and _ particu- 
larly to discrimination, at least between 
citizens of the several states.” 


Commis- 





i 
Franklin D’Olier, vice-president in 
charge of administration of The Pru- 
dential, has been elected a member of 
the board of managers of the Howard 
Savings Institution, Newark. 








back of every door bell. 


Independence Square 








THE HOME LIFE INSURANCE COMPANY OF AMERICA 


INCORPORATED 1899 


PROTECTS THE ENTIRE FAMILY 
Home Life Agents have a whole family of potential policyholders 
Policies are issued on both the ordinary 
and industrial plans from birth to sixty years next birthday. 
“THERE IS NO PLACE LIKE THE HOME” 
THERE IS NO COMPANY LIKE THE HOME 


Interested in Replies from Pennsylvania and Delaware. 


Philadelphia, Penna. 























A banker with a real 


idea suggests ‘‘borrow- 
ing an estate’’. 


Ask John Mumford for 
a copy of the letter. 


Wells & Connell 


General Agents 


Provident Mutual Life 
33 Liberty St., - New York 
Phone: John 3771 











SISLEY & BRINCKERHOFF MEET 

Sisley & Brinckerhoff, Inc., general 
agents for the Travelers in New York, 
have started their regular Monday morn- 
ing meetings and at the first one last 
week, practically the entire force was in 
attendance and plans were formulated 
for a definite campaign for life and ac- 
cident business. 

For the eight months of 1928 the 
agency is substantially ahead of its pro- 
duction for last year in both life and 
accident business. This record is espe- 
cially gratifying as the personal produc- 
tion of Mr. Sisley, who has been away 
on account of illness since June, has 
been missed. 

The leaders for the eight months are: 


Edward J. Sisley, Herbert J. Grant, 
Charles McC. Heissenbuttel for new 
paid life business and for accident; Her- 


bert J. Grant, F. D. 
ter H. Funke. 


Chinnock and Wal- 


MADE SUPERINTENDENT 
Congratulations 
being received by 
Kansas City, 


and felicitations are 
Robert W. Moore, of 
on his promotion to the 


position of superintendent of The Pru- 
dential, in that city. He was enrolled 
as an agent on November 23, 1925, at 


New York No. 8 and on September 6, 


1926, he was promoted to the position 
of assistant superintendent. His promo- 
tion became effective Monday, Septem- 


ber 24. His offices are 
Commercial National Bank _ building, 
Minnesota avenue and Sixth street. 


CLARK TO SPEAK | IN PHILA. 

Paul Clark of Boston, who 
cently elected president of the 
Association of Life 
make one of his first 
his election when he 
meeting of the 


located in the 


was re- 
National 
Underwriters, will 
appearances since 
attends the first 
Philadelphia association 


for the 1928-29 season which will take 
place on October 10. Rear Admiral 
Frank H. Schofield) will be another 


speaker. 


E; G. DAVIDSON APPOINTMENT 


Edward G. Davidson, formerly an 
agent for the International Life, h: is been 


appointed by circuit attorney Howard 
Sidener of St. Louis as first assistant 
prosecuting attorney. Davidson was a 


member of the last Missouri General 


Assembly. 


Vice-president K. A. Luther of the 
Actna Life predicted at the Quebec con- 
vention of the company that 1929 will 
be one of the company’s biggest years. 





Page 16 













UNDERWRITER =sserasces 


ae 
Human [nterevt fj 






















September 28, 1928 














THE 


EASTERN UNDERWRITER 





Owned and published every Friday by The Eastern Underwriter Co., a New York 


Corporation. 


Office and place of business, The Eastern Underwriter Building, 110 


Fulton Street, New York, N. Y. Telephone Beekman 2076. 


CLARENCE AXMAN, President 


W. L. Haptey, Secretary 





Editorial Division 


CLARENCE AXMAN, Editor 
Epwin N. Eacer, Associate Editor 


A. L. Gior, W. H. Couns, Assistant Editors 


JEROME PHILP, Managing Editor 
W. L. Criapp, Associate Editor 
C. V. Linptey, Editorial Assistant 


A. V. Gross, Editorial Secretary 





Business Division 
W. L. Hapiey, General Manager . 


G. P. Reap, Office Secretary 


C. WEINSTEIN, Assistant 





Subscription price $3.00 a year. 
for postage should be added. 
should be added. 


Single copies 25 cents. 
Other countries outside of Canada, $1.50 for postage 


Canadian subscriptions, $1.00 


Entered as second-class matter April 1, 1907, at the post office of New York City under the act 


of March 3, 1879. 








FIGHTING MOTOR 
INSURANCE 


manner in 


CLUB 


The 
on the Northwest Coast are fighting the 


which insurance men 
action of automobile clubs which go into 
the insurance business is extremely in- 
telligent. Instead of merely making 
speeches and issuing statements which 
are in the nature of vituperative attacks 
a survey is made of the clubs, their rea- 
sons for gaining and losing memberships, 
the so-called service, and for embarking 


When all 


survey is 


upon insurance enterprises. 


the facts are gathered the 


made public and the facts contained 


show that one reason for loss of mem- 


bership is because the clubs have an- 


tagonized many important elements in 
the state; and also because the class of 


service the club renders is such as to 


give the member no incentive to renew 
membership. The underlying reason for 
a club’s invasion of the insurance busi- 
ness is often not to secure more mem- 
bers. In a about an invaion 
of the insurance business in the state of 


Washington, this is one of the interest- 


mcssage 


ing statements made: 
Garage men, auto dealers and attor- 
neys are outspoken in their criticism of 
the auto clubs. When the garage men 
complain that they would lose money by 
representing the auto club as a towing 
and service unit the club replies that the 
large volume of repair work coming to 
such shops will more than offset the 
towing loss. A very small proportion of 
the members avails itself of the club’s 
towing and roadside services, largely be- 
cause there are so many service stations 
and garages dotting the highways. Road 
maps, similar to those furnished club 
members, may be secured free at cham- 
bers of commerce and hundreds of serv- 
ice stations. Many have joined the club 
because of the fine system of road signs, 
but the state of Washington pays the 
club $6,000 per year for the erection and 
maintenance of the signs. 
CONFERENCE IDEA GROWING 
The growth of the conference idea in 
this country has been demonstrated in 
the insurance business recently by two 
actions. One of them is the resolution 
of the National Association of Insurance 
Agents paving the way for negotiations 
with the National Board of Fire Under- 
writers toward “establishing a practice 
of the strictest company representation 
that shall be satisfactory to the local 
boards in their respective communities.” 
The other is the series of conferences 
which the New York Indemnity has had 
with agents which has resulted in a novel 


plan of profit sharing on workmen’s com- 
pensation risks. One of the novel fea- 
tures is the fact that for some risks 
there will be no commissions as these 
lines will be carried as an accommoda- 
tion. 

Of course, the idea of contingent com- 
missions is old in the insurance business, 
but writing business without commis- 
sions has not heretofore been publicly 
known in fire or casualty insurance, al- 
though the writing of a very large life 
insurance group risk without commis- 
sions somewhat over a year ago caused 
a sensation in life insurance and was 
not repeated at expiration. There have 
been rumors from Detroit of the writ- 
ing there of some compensation risks in 
automobile plants where no commission 
is paid, but the New York Indemnity 
announcement, which will be found else- 
where in this paper, is the first to get 
official publicity. 

The attempt to bring about agency 
limitation in fire insurance under Na- 
tional Board auspices and in conference 
with agents is an interesting experiment 
offering many obstacles. It may not be 
successful, but it will help the National 
Association of Insurance Agents create 
sentiment in favor of its single agency 
agitation. This agitation is the direct 
heir to the controversies which formerly 
gathered about the head of the under- 
writers’ agencies or annexes. Many of 
these have become corporated insurance 
companies. 





TO TALK AT PHILADELPHIA 

President Clark of the National As- 
sociation of Life Underwriters, and 
James M. Blake, Philadelphia, will be 
the speakers at the regular monthly din- 
ner meeting of the Philadelphia Asso- 
ciation of Life Underwriters on October 
10. Another speaker will be Rear-Ad- 
miral Frank H. Schofield of the depart- 
ment of operations, U. S. Navy. 





Horatio Barber, of Barber & Baldwin, 
aviation underwriters, made his talk on 
aviation insurance before the convention 
of the National Association of Insurance 
Agents at West Baden, Ind., last week 
under great difficulties. He had swal- 
lowed some glass through the breaking 
of a medicine bottle, but went imme- 
diately under the care of a physician at 
the hotel. After delivering the talk he 
was informed that a period of forty- 
eight hours would have to elapse be- 
fore it could be decided whether he had 
to go on the operating table. Mr. Bar- 
ber had an uncomfortable two days of 
waiting and then found that there were 
no ill effects and he did not have to go 
to a hospital. 
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GEORGE G. 


QUIRK 








George G. Quirk is the new marine as- 
sistant secretary of the Actna (Fire) and 
the World Fire & Marine. Mr. Quirk 
has had many years of experience in the 
marine field, and early this year joined 
the Aetna group of fire companies. 

i 


J. B. Levison, president of the Fire- 
man’s Fund fleet and an amateur musi- 
cian of note, was re-elected president 
of the San Francisco Musical Associa- 
tion, sponsor of the San _ Francisco 
Symphony Orchestra, at the annual 
meeting of the association’s boafd of 
governors. 

* ok x 

Judge Jacob S. Strahl, president of the 
Judea Life of New York, is expected 
back from a summer’s visit in Palestine 
the first week of October. And in honor 
of his return the company has arranged 
for a big “welcome home” meeting of 
Judea Life policyholders which will in 
all probability be held the next week 


at the Waldorf-Astoria Hotel, New 
York. Judge Strahl is a popular figure 


with agents and policyholders of the 
company. 
* ok Ox 

Benedict D. Flynn, secretary of the 
Travelers; Bertrand A. Page, vice-presi- 
dent; Dr. William B. Bailey, statistician; 
James F. Clancy, manager of radio sta- 
tion WTIC, and Thomas McCray, pro- 
gram manager of the station, were pres- 
ent at the annual radio industries ban- 
quet at the Hotel Astor in New York 
last week. This banquet was known as 
a “hundred thousand dollar affair,” be- 
cause it is supposed to have cost that 
much to furnish the entertainment and 
pay for broadcasting. A long list of 
prominent radio and stage entertainers 
were on the program. The Travelers 
men were present as representatives of 
its broadcasting station. 

* * * 

William H. Magoun. ecneral manager 
of the Massachusetts Rating & Accident 
Prevention Bureau, left Boston last week 
by boat for a two weeks’ fishing trip 
in Newfoundland. Mr. Magoun has been 
more than busy for the past few weeks 
over the compulsory automobile insur- 
ance row in the Bay State and welcomed 
the opportunity to take some rest and 
relaxation. 

* ok Ox 

Benjamin R. Murphy, who runs an es- 
tate analyst’s office with Joseph Lawson 
Weatherly. in Philadelphia, has been re- 
tained in that capacity by Mellor & AI- 
len, Inc. 


K. V. Rothchild,*the newly appointed 
district supervisor of the United Siates 
Casualty in the middle west, is on a 
visit to the home office this week aiter 
attending the convention of the Nation- 
al Association of Insurance Agents at 
West Baden, Ind. Mr. Rothchild has 
been assigned a wide field of operation 
in a territory with which he is thorough- 
ly familiar. It includes Illinois (exclud- 
ing the field handled by Eldridge, Carol- 
ham, Graham & Cleary, general agents 
of the company in Chicago), Indiana, 
Minnesota, Wisconsin andthe southern 
peninsula of Michigan. He will. make 
his headquarters in Chicago. Mr. Roth- 
child has been in the business for six- 
teen years, having started in the St. 
Paul local agescy of H. & Val Roth- 
child. When this agency was later sold 
to William B. Joyce & Co., of St. Paul, 
Mr. Rothchild went along as vice-presi- 
dent. After five years in this connec- 
tion he became resident manager of the 
Federal Surety in Chicago. For the 
past six months he has been with Wil- 
liam C. Danne & Co., in Chicago. His 
association activities have been many, 
having been two years on the executive 
committee of the National Association 
in 1920-21; chairman, executive commit- 
tee of the Minnesota Association for 
two years and the St. Paul Insurance 
Exchange, as well as a director of the 
Insurance Federation of Minnesota. 


* * * 


Hugh Nettle, European representative 
of National Surety, has been in the home 
office for the past ten days and he ad- 
dressed the last meeting of the Alert 
Club, giving them considerable details 
about European conditions. One of the 
most interesting stories he told was of 
a defalcation of an European manager 
of an American corporation which to- 
talled nearly one million dollars. For- 
tunately for the National Surety a few 
years ago, when a wave of economy 
struck the home office of the American 
corporation, they decided it wasn’t worth 
while to waste so much money in fi- 
delity bonds and accordingly reduced 
this man’s fidelity coverage from $25,000 
to $12,500. 


* * * 


G. J. Ernest Cote, manager of the St. 
Paul Fire & Marine, for the district ot 
Quebec, was signally honored recently 
by being made Knight-Commander ot 
the Order of the Holy Sepulchre of Pal- 
estina, Jerusalem. The new decorations 
and diploma from Jerusalem are expect- 
ed to arrive in a few days. Two years 
ago Mr. Cote was appointed a Knight 
Commander of the Order of St. Gregory 
the Great by Pope Pius XI. 

* * * 


Warren H. Preble, who is in charve 
of the brokerage department at the R. 
H. Keffer Agency of the Aetna Life, at 
100 William street, New York, is_ the 
proud father of twins which were born 
at Waterbury, Conn., last Saturday, 
September 22. They have been name 
Richard and Robert Burns Preble. 

* * Ox 


Robert G. Richards, agency secretary 
of the Atlantic Life, following a pleasant 
and well earned vacation spent at Ken- 
nebunk, Maine, is back on the 00. 
Upon his return he was notified that he 
had been elected secretary-treasurer 
the Richmond Advertising Club in his 
absence. 

k ok x 


Dr. Robert Retzer of Baltimore wi! 
assume charge of the Life insurance 
training course at the New York Unr 
versitv on October 1. He succeeds Vin- 
cent B.- Coffin, now educational director 
of the Penn Mutual. 
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Two Reasons Why Casualty Men 
Make Hit 


Insurance men, both fire and casualty, 
are still discussing the talks made at 
West Baden, Ind., last week by Frank 
J. O'Neill, president of the Royal In- 
demnity, and E. A. St. John, president 
of the National Surety. Both of these 
executives gave the agents exactly what 
they wanted to hear. O’Neill’s state- 
ment that if agents did not like the 
automobile rates which the National Bu- 
reau of Casualty & Surety Underwrit- 
ers fixes up, they should come to New 
York and tell how they can be improved, 
and St. John’s statement that if any 
agent thought of a new kind of cover- 
age which he thought a surety company 
should write and would present the idea 
to the National Surety it would be given 
serious consideration, were enthusiastic- 
ally applauded. 

One of the grievances of members of 
the National Association of Insurance 
Agents is that they are not called into 
conference by fire companies before im- 
portant action affecting thousands of 
agents is taken. Along come a couple 
of casualty and surety men and say they 
want the advice of the agent. The 
popularity of such doctrine is easy to 
see, 

The suggestion of Frank J. O’Neill at 
West Baden that casualty companies put 
into operation an organization similar to 
the Underwriters’ Laboratories was such 
a good one that undoubtedly it will re- 
ceive attention in high casualty and 
surety circles. In fact, the wonder is 
that there has not been such an organi- 
zation already. The casualty people 
have been active and co-operative in all 
Saiety movements and, therefore, should 
be willing to finance their own organi- 
zation to judge safety devices. 

Mr. O’Neill’s comment on a German 
automobile bumper invention which 
would enable a car to crash into a build- 
ing at high speed without damage either 
to the car or the building illustrates in- 
Ventive possibilities which would be of 
the greatest importance in reducing col- 
lision figures. There must be a great 
many people in the United States who 
are experimenting with bumpers. The 
Present bumper is good, but they could 
undoubtedly be made of some other kind 
oF material which would minimize con- 
tact damages. If there were an organi- 
zation = similar to the Underwriters’ 
Laboratories the bumper inventors would 
be known and some of them could be en- 
couraged. Certainly if a good invention 
came along it could be given a great 
mpcius by an insurance organization’s 
cndorsement. No one will ever know 
how many millions of dollars have been 
ge fire insurance companies because 
Tt the testing of new devices and the 
endorsement thereof by the Underwrit- 
‘ts Laboratories. This marvelous place 
: on the north side of Chicago, near the 
Soa Iront. | There isn’t a more interest- 
'§ place in Chicago to visit than the 




















Laboratories if the visitor has any con- 
nection with the insurance business. 
* * * 


Hard Luck With a Cigarette 
The Eastern Underwriter last week 
printed a brief paragraph to the effect 
that Alexander E. Patterson, general 
agent of the Penn Mutual in Chicago, 
and who is to be a general agent of that 
company in this city, had his face burned 
by a cigarette. 1 learned that this acci- 
dent was of a character that is almost 
unbelievable. When Mr. Patterson 
lighted his cigarette it exploded in his 
face, burned his lips, lower face and chin. 
His face was a sorry looking sight when 
the doctor reached him. The package 
of cigarettes was then carefully exam- 
ined. The first cigarette pulled out of 
the package had a couple of slivers of 
wood pasted together with a little black 
speck and when a match was put to it 
the cigarette exploded like dynamite. 
These were the regular cigarettes and 
the only solution is that some cigarette 
workman with a fancied grievance 
against humanity thought he would get 
even with somebody else, and fixed up 
this little powder machine. Poor Pat- 
terson was the victim. 
kook x 
In Hospital Without a ’Phone 
One of the prominent fire insurance 
men was told by a physician that it 
would be necessary for him to go to 
the hospital and have an operation. The 
insurance man was particularly busy and 
asked if the operation could not be post- 
poned. The doctor thought it advisable 
for him to go immediately, but he com- 
promised with the executive by telling 
him that he would be permitted to have 
a telephone at his bedside. The insur- 
ance man thereupon consented, but upon 
recovering from the effects of the ether 
he found that there were no telephones 
in the private rooms of the hospital. He 
then learned that the doctor had been 
stringing him. 
* * * 
R. H. Williams Host 


There were numerous little dinner par- 
ties in West Baden, one of which was 
given by Robert H. Williams, vice-presi- 
dent of the Travelers, and was attended 
by President St. John of the National 
Surety and President Burras of the Na- 
tional Association of Casualty and 
Surety Underwriters. 

* * * 

What Air Insurance Costs Per Trip 

George A. Miller, insurance editor of 
the New York “Evening Post,” made his 
first air trip flight this week, going to 
Atlantic City. Before departure he 
called up Johnson & Higgins and bought 
$10,000 death insurance and $10,000 dis- 
memberment. The total cost was $11, as 
death insurance costs $1 a thousand and 
dismernberment ten cents a thousand 
Over the telephone he was asked what 
airline he was going to take. but did not 
give his destination. The brokers 


called the line, learned that it had been 
properly licensed, and the policy was is- 
sued. 
* * x 
New York Indemnity’s New Profit- 
Sharing Plan For Compensation 

A statement by President Spencer 
Welton of the New York Indemnity, de- 
scribing the company’s new method of 
writing compensation insurance, an in- 
novation including conference with 
agents and profit sharing with agents, 
and in some instances no commissions at 
all, will prove of such interest to the 
insurance community that I am printing 
it herewith in full: 

“For a long time it has been increas- 
ingly evident that the compensation lines 
written by a large number of agents have 
usually made the total volume of their 
casualty lines unprofitable to the cas- 
ualty companies they represent. The to- 
tal of all the compensation lines given 
to all the stock companies has resulted 
in an underwriting loss of $56,000,000 in 
the past five years. The result is the 
best possible answer to those who make 
the statement that the companies owe it 
to the insuring public and to the com- 
monwealth to provide a vehicle for the 
carrying of a line of insurance which 
plays such an important part in the in- 
dustrial, commercial and economic life of 
the country. 

“Individual companies and the compa- 
nies, as a whole, have provided that ve- 
hicle at a direct loss of millions of dol- 
lars to their stockholders. Agents have 
written certain compensation lines be- 
cause in handling the general insurance 
lines of a client it has been necessary 
to find for that client some place to have 
his compensation lines cared for. 

“The great majority of agents have 
not been selfish in that. When they 
wrote the compensation lines and placed 
them with the companies they represent- 
ed they often knew that the losses sure 
to follow would seriously affect and per- 
haps entirely absorb the profit made on 
other lines but they have felt it neces- 
sary, even at some cost to themselves, 
to take care of their clients. 

“In precisely the same fashion, the 
companies have taken those compensa- 
tion lines from the agents, recognizing 
that the loss would be substantial but 
believing it to be their duty to help the 
agent out of his difficulties. 

“Recognizing that the continuously 
mounting loss ratio on compensation 
lines, both for the business as a whole, 
and for the loss ratios of individual 
agents is not merely tending toward but 
has already reached an unsound eco- 
nomic condition, we recently invited rep- 
resentative groups of our own agents 
to come to the home office for a full dis- 
cussion of the matter with the thought 
that in joint conference a solution might 
be found. 

“This action was predicated primarily 
upon the principle laid down by the Na- 
tional Association of Insurance Agents 
that conference between agents and 
companies should always precede any 
proposed change of company policy and 
was made possible by the fact that the 
home office executives of the New York 
Indemnity Co. and its agents in the field 
enjoy an unusually intimate personal as- 
sociation with each other and to an ex- 
traordinary degree enjoy mutual respect 
and esteem. 

“Two of these meetings were held, 
each with a different group of agents, 
those agents having been selected pri- 
marily because of the considerable 
amount of compensation business writ- 
ten by each. 

“A full and frank discussion of the 
whole compensations situation was held, 
each discussion taking up the better part 
of two days. 

“As a result, a number of plans were 
proposed and it was ultimately agreed 
by the company that it would accede to 
a fundamental principle of profit shar- 
ing as between the company and the 
agent on the compensation lines, agree- 


ing also to such variations as seemed to 
be important or desirable in the case of 
individual agents. 

“The profit sharing basic principle 
agreed to by the company is that where 
an agent has a considerable volume of 
compensation business which he feels he 
must place because of the other profit- 
able collateral lines from the same cli- 
ent, but which are not necessarily given 
to the company carrying the compensa- 
tion business, we will accept those lines 
subject to our usual underwriting re- 
quirements, giving the agent no imme- 
diate commission on that compensation 
business. 

“He contributes his time and_ his 
agency facilities; against that, we con- 
tribute our time, our home office facili- 
tics and we pay the losses. 

“Tt ratio of a certain percent 
develops, that to include loss expense, 
the remainder is divided equally between 
the company and the agent. 

“That is the basic principle agreed 
upon after the two conferences with our 
agents and we have agreed that while 
new and perhaps revolutionary, it is fun- 
damentally sound. 

“It was disclosed that agents felt that 
if they had compensation lines which 
they knew would develop a high loss 
ratio and which they wanted to place 
with us because, doing so, would enable 
them to write other lines upon which 
they will make a substantial profit, they 
should be willing to forego commission 
payment to the extent necessary to bring 
those lines within the normal loss ratio. 

“Tf, on the other hand, his compen- 
sation business will return a large profit, 
we should be willing to divide that profit 
with him. 

“As I previously stated, there are va- 
rious modifications which have been pro- 
posed and agreed to by the company as, 
for example, the making of certain ad- 
vances against the expected division of 
profits to agents who have a considerable 
amount of brokerage business and who 
feel an unwillingness or inability to fi- 
nance all the brokerage commissions 
even though they feel sure their busi- 
ness will ultimately return a profit. 

“We have agreed to try out this plan 
only after consultation with a large num- 
ber of our agents but now that we have 
all been together and have thrashed it 
out in great detail, I can’t help believing 
that it makes an important step forward 
in agency relations, not alone because it 
is a practical demonstration of the Na- 
tional Association’s conference ideal but 
because it takes the agent into real part- 
nership with the company he represents. 

“We have been asked whether this 
new plan will be confined to those agents 
who already represent us or whether the 
agents to be appointed hereafter may, 
from the very date of their appointment, 
participate in the new plan. 

“It seems to me that the answer lies 
with the agents. 

“The advantages of joint conferences 
like the ones we have recently held are 
obvious and it has been our observation 
that a constructive measure which offers 
a distinct advantage to one group of 
agents will inevitably be offered to other 
groups of agents not only by the origi- 
nating company but by others engaged. 
in the same field of endeavor.” 

* * 


a loss 


North British & Mercantile’s Baseball 
Parties 

The baseball World’s Series is not so 
far away although nobody knows yet 
which teams will win. However, there 
will be opportunity in the New York in- 
surance district to hear the plays broad- 
casted over the radio. Last year the 
North British & Mercantile had base- 
ball parties at its clubrooms at 85 Ann 
street and it is announced that the club 
rooms will be open again during the 
games so that play by play broadcasts 
can be heard. 

x * 

Ford dealers have been identifying 
their home towns by placing the name in 
large letters on suitable roofs for the 
convenience of pilots and others. 
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Thomas Urges Union 
To Use Separation 
Weapon With Vigor 


TO MEET NEW COMPETITION 
Organization Head Says Companies 
Have Keen Battle to Face; Con- 
ciliation with Agents 





Fire insurance agents’ commissions 
and the separation issue formed the two 
problems brought forward by Presi- 
dent John M. Thomas of the (Western) 
Union at its annual meeting at Man- 
chester, Vt., last week. On the first 
question Mr. Thomas advocated a _ pol- 
icy of conciliation and conference rather 
than hasty and drastic action with agents 
of the companies. On the other hand, 
in dealing with the competition of many 
new fire companies in the middle west 
he urged the Union companies to con- 
tinue to pursue the well established 
practice of separation “with vigilance 
and vigor.” 

At the outset of his presidential re- 
port Mr. Thomas declared that the fire 
insurance companies cannot accept as a 
permanent blessing the underwriting 
profits of this year and last. Rather 
they must expect higher loss ratios again 
and be prepared for them by cutting 
down expenses in the meanwhile. To 
offset losses by increasing rates is a 
way open, he said, but one which in- 
volves a long, extremely difficult strug- 
gle and which will be achieved only after 
many years. The commission situation 
he believes possible of solution through 
free, frank and tolerant discussion of 
the company problems with agents im- 
mediately interested. 

Controllable Expenses 

“The largest single item of so-called 
controllable expense is commissions and 
brokerage, and this is therefore, the item 
to which attention naturally is first di- 
rected,” Mr. Thomas said. 

“[ have much sympathy with the 
agent who is called upon to surrender 
any part of his income, even though the 
rate of compensation is out of propot- 
tion to that generally paid in ordinary 
territory. It goes without saying that 
some company must be found willing to 
pay before any agent can receive exces- 
sive commissions, so that the responsi- 
bility for the evil (accepting asa fact 
that it is an evil) is a divided one. 

“However, when through stress of 
competition—greed for income—a hope 
of being able to ‘beat the game’ in a 
new way—or for any other reason com- 
missions have been pushed up to an in- 
defensible point in any given locality, 
the far-reaching agent and company 
realize correction must be accomplished, 
even if it requires a major operation to 
do it. 

“The time has passed—if indeed it 
ever existed—when companies may by 
mere arbitrary edict—tinker with a 
downward revision of agents compensa- 
tion, without first having exhausted all 
reasonable means and exerted every le- 
gitimate effort to reach a mutually sat- 
isfactory understanding with the agents 
interested. While the individual inter- 
ests and opinions of agents are as di- 
vergent as those of companies and they 
are properly quite as zealous in protect- 
ing their rights, it may be safely as- 
sumed that tolerant and fairly conceived 
negotiations will go far toward smooth- 
ing out such difficulties as exist—and will 
be found in many instances to make for 
common ground upon which both par- 
ties to such negotiations may firmly 
stand. And all to the betterment of our 
business as a whole—not only justify- 
ing our methods before the public—but 

(Continued on Page 26) 


Florida Loss Now 
Put At $10,000,000 


CLAIMS WILL 


BE SEVERE 


National Board and National Liberty 
Open Offices at West Palm Beach 
To Handle Losses * 





Reports on the Florida hurricane loss 
received in New York during the last 
week indicate that the insurance com- 
panies will be heavy losers. The esti- 
mate, subject to change of course, is that 
the companies will be called upon to pay 
about $10,000,000. However it is gener- 
ally the case that the early reports are 
exaggerated when it comes to actual set- 
tlement of bona fide claims. The worst 
damage has been suffered at West Palm 
Beach, Palm Beach, Okeechobee and 
Lake Worth. 

An experienced adjuster in Florida told 
the National Board of Fire Underwrit- 
ers this week that there are 3,000 pol- 
icyholders suffering a total loss of close 
to $10,000,000, and that the damages to 
the individual are more severe than in 
Miami in 1926. Harvey W. Russ, gen- 
eral adjuster of the National Board, is 
in West Palm Beach and has opened an 
office in the Commercial Bank & Trust 
Building. He wires to New York that 
the damage north of West Palm Beach 
is not serious. 

To aid the victims of the Florida hur- 
ricane by making prompt payment on 
all claims arising from storm losses, the 
National Liberty group has opened its 
own adjusting office at West Palm 
Beach with all facilities to speed opera- 
tions. Drafts for payment will be issued 
immediately on completion of adjust- 
ments, and to expedite this work several 
of the company’s state agents have been 
dispatched to West Palm Beach. Al- 
though its liabilities are comparatively 
small, officials of the company state that 
no effort will be spared to relieve the 
hardship caused by the disaster. 

Companies are making every effort to 
speed up the adjustment of losses and 
thus help relieve the distress. While the 
National Board’s representatives with the 
conflagration equipment will help in sys- 
tcmatizing this work, individual compa- 
nies are sending in field men and adjust- 
ers from neighboring states and in some 
instances from their home offices. H. 
G. Foard, secretary of the Home of New 
York, who supervised the adjustment of 
the Miami losses for that fleet, is now 
in West Palm Beach, as is J. O. Dye, 
general adjuster of the Great American. 
The North British & Mercantile is send- 
inx T). H. Collinson, of its home office 
loss department. 


U. S. FIDELITY FIRE CO. 
Running Mate of United States Fidelity 
& Guaranty of Baltimore to Have 
$2,000,000 Capital 
Interests identified with the United 
States Fidelity & Guaranty of Baltimore 
have decided to incorporate the fire run- 
ning mate of the company under the 
laws of New York State. This new 
company will have a capital of $2,000,000 
and will be named the United States Fi- 
delity Fire Insurance Co. It will have 
the power to write all fire and marine 
lines. President R. Howard Bland of 
the U. S. F. & G. will be chairman of 
the board of the fire company and the 
president will be selected from a group 
of prominent fire men now under con- 

sideration. . 

The incorporators of the United 
States Fidelity Fire are: R. Howard 
Bland, J. Kemp Bartlett, Edwin W. Lev- 
ering, Jr., George M. Shriver, Charles 
B. Gillett, Alonzo G. Oakley, William 
J. McArthur, Edgar A. Poe, Carl R. 
McKendrick, Robert D. Bartlett, Sidney 
Hall, Charles L. Phillips and J. Tabb 
Robertson. 





THREE AGENCY PLAN TO STAY 





Fire Companies Not Expected to Grant 
Agents’ Request for Return to 
Two Agency Basis 

The three-agency plan is in Philadel- 
phia to stay and the request of the 
Philadelphia agents that the companies 
go back to the two-agency plan will be 
turned down. 


Philadelphia, New York and Hartford 
companies, after making a thorough in- 
vestigation of the subject, have come to 
the conclusion that their agreeing to the 
two-agency plan would only mean a re- 
distribution of business in the Philadel- 
phia territory and would not eliminate 
any competition as the agencies they 
would be forced to drop, were the plan 
adopted, would immediately take on 
other companies. 

The companies also feel that it is not 
fair to ask them to relinquish connec- 
tions that they have been years in form- 
ing in order that new companies, seek- 
ing to gain a foothold in Philadelphia, 
may obtain good agencies. 

The two-agency plan was the main 
point on which Philadelphia agencies 
waged their fight against signing the 
new agency agreement some months ago 
and it is not known what effect the 
stand of the companies will have on the 
decision of the agents when their signa- 
tures are requested on January 1. 





CHAMPION SUCCEEDS COLEMAN 

Scott Coleman, state agent in Virginia 
for the Globe & Rutgers for the past 
few years, entered upon new duties at 
the home office of the company in New 
York this week. He has not yet been 
given a new title but he is expected to 
be made an assistant secretary. Wallace 
I. Champion, formerly state agent for 
the World Fire & Marine in Virginia 
and West Virginia, succeeds him in 
Virginia. 











STANDARD 


INSURANCE COMPANY 


OF NEW YORK 








J. A. KELSEY, President 


Head Office: 80 John Street, New York 
G. Z. DAY, Vice-Pres. and Secretary 





CAPITAL rors: 
PREMIUM RESERVE . 
OTHER LIABILITIES. . . 
NET SURPLUS . . 

TOTAL ASSETS. . 








Statement December 31, 1927 


$1,000,000.00 
1,098,796.26 
196,660.00 
1,786,197.15 
4,081,653.41 


. . . . + . 
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A little fire on a match -- a pile of 
rubbish that will catch the burning 


splinter where it drops. And then, 
unless somebody stops the blaze, the 
building may catch fire and cause a 
loss that mounts up higher than you 
would ever think it could. And 
that’s one reason why you should do 
all you can to emphasize the need of 
being safety wise. Next month 
there’s Fire Prevention Week. Be- 
gins the seventh. You should seek 
most every chance you get to tell of 
safety measures. You are well as- 
sured of having a good cause. Your 
talks will bring you loud applause. 
This thing is nothing new to you, 
but there’s a lot that you can do. 
Your efforts to safeguard the town 
will reap you great and wide renown. 
And what is more - - the vital aim -- 


you’ ll help reduce the loss by flame. 


New Brunswick agents can secure 
this series changed to help procure 
more business through newspaper 
ad. Just write for them and we'll 
be glad to send the cuts and copy 
now. And if you wish we’ll tell you 
how to use to best advantage these. 


They get attention ’cause they please. 





O Nhe 


New Brunswick 
FIRE INSURANCE COMPANY 
5 Maiden Lane OF mtn New York, N.Y. 
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Presents Plan For 
Chain Store Covers 


PERMIT WIDE POLICIES LEGALLY 





Commissioner Livingston of Michigan 
Says State Department Must Ac- 
commodate Big Business 





Insurance Commissioner C, D. Living- 
ston of Michigan presented on Tuesday 
to the annual meeting of the National 
Convention of Insurance Commissioners 
at Rapid City, S. D., the plan supported 
by the fire insurance companies and the 
commissioners for the control of inter- 
state insurance on chain store risks. This 
is the problem which has been engaging 
the attention of the fire and marine de- 
partments of the companies, agents, bro- 
kers and the public for a long while, 
and for which only recently has there 
been evolved a satisfactory solution. 

Rather than adhere to the old state 
laws that impose restrictions defying the 
natural and inevitable growth of nation- 
wide chain store merchandising Commis- 
sioner Livingston asks that new laws or 
insurance department rulings be made 
which will bring insurance regulations 
up to date and yet make it unwise and 
unprofitable for companies to operate 
upon an unauthorized basis. The plan 
which Mr. Livingston outlines and com- 
ments upon makes available in a legal 
way needed protection for industry. 

In his address to the commissioners he 
said in part: 


Remedies That Can Be Adopted 


“What are the remedies that we, as 
supervising officials of this great busi- 
ness, can adopt to correct this injustice? 

“First—We can assist our regularly 
authorized companies to provide a way 
to give a contract that this business de- 
mands and is bound to have. And we 
can assist these companies in setting up 
a method of regulating this class to 
which the insurance departments can 
look for co-operation in enforcement of 
state laws and taxation. 

Each state can adopt a defi- 
nition of marine insurance in conformity 
with other states and the Federal Gov- 
ernment, preferably by legislative action, 
but, if not, by insurance department rul- 
ings, and can insist that all companies 
conform all writings to this definition. 

“All the major governing organiza- 
tions of the country have agreed upon 
a plan which they have offered this con- 
vention for its approval and active sup- 
port. By this plan, practically the entire 
American underwriting market is co-op- 
erating with us. This plan sets up an 
organization which gathers from state 
rating organizations the local rates on 
property which an agent desires to in- 
sure, under what we may term an ‘inter- 
state contract.’ In such cases where an 
average rate is necessary, this organiza- 
tion will be able to give to the state 
rating organizations for promulgation, 
an accurate average rate covering the 
prop ‘tty in whatever state it is located, 
based upon the correct local tariffs as 
published by the rating bodies in the 
States where property is located. These 
average rates will be published simulta- 
neously by all state rating bureaus 
throu; ighout the country, and as such 
will be available to any regularly licensed 
agent or broker. This also provides the 
Source to which the state department can 
turn to quickly and easily determine 
sendy ier its insurance laws are being vio- 
ated 

“\ number of so-called floater and re- 
Porting floater forms are proposed, all 
of which will be adopted as standard by 
the state governing bodies and will be 
Writicn into the state rule books. These 





forms are for master policies to cover 
the insured in whatever states his prop- 
trty is located and underlying these mas- 
tat licies there will be written for each 


a policy to cover the values in that 
State and comply with resident agency 
laws and to furnish data to the compa- 
nies and states upon which the premium 


tax is assessed. It is these forms which 

the companies believe will supply the in- 

sistent demand for inter-state coverage. 
Increase in Rates 


“One of the principal differences be- 
tween the proposed and present form of 
policy is that this provides a 20% in- 
crease over the rates for the highest per- 
centage of coinsurance (in such states 
where coinsurance .is not prohibited). 
This is an attempt to equalize the short 
rate reduction which is generally re- 
quired. It is my personal opinion that 
this differential is too great and I be- 
lieve the companies will very soon find 
it necessary to change this charge, so 
as to make a different charge for differ- 
ent commodities dependent upon season- 
al fluctuations and other similar factors. 
After the plan is in operation, the nec- 
essary data will soon be available upon 
which to base a refiguring of this charge, 
so that stocks of a non-fluctuating na- 
ture will not be unduly penalized. 

“There remains the one problem of the 
states preventing marine coverage on 
strictly fire business. As before stated, 
few states have defined what marine in- 
surance is. I would suggest that each 
state adopt by statute or ruling the defi- 
nition of the U. S. Government which 
has been adopted by the companies. The 
definition reads as follows: 

““*Marine insurance’ means insurance against 
any and ali kinds of loss of or damage to 
vessels, craft, cars, aircraft, automobiles, and 
other vehicles, whether operated on or under 
water, land or in the air, in any place or situa- 
tion, and whether complete or in process of or 
awaiting construction; also all goods, freights, 
cargoes, merchandise, effects, disbursements, 
profits, moneys, bullion, precious stones, securi- 
ties, choses in action, evidences of debt, includ- 
ing money loaned on bottomry or respondentia, 
valuable papers, and all other kinds of property 
and interests therein, including liabilities and 
liens of every description, in respect to any and 
all risks and perils while in course of naviga- 
tion, transit, travel, or transportation on or un- 
der any seas or other waters, on land or in the 
air or while in preparation for or while await- 
ing the same or during any delays, storage, 
transshipment, or reshipment incident thereto, 
including builders’ risks on hulls, war risks, 
and for loss of or damage to property or injury 
or death of any person whether legal liability 
results therefrom or not during awaiting or aris- 
ing out of navigation, transit, travel, or trans- 
portation, or the construction or repair of ves- 
sels.” 

“Tt is equally important to amplify and 
interpret this definition, stating definite- 
ly by name and description those recog- 
nized classes of policies which are and 
have been considered marine insurance 
and those that have been considered fire 
insurance. 

“Policies coming under the head of 
marine insurance should include the fol- 
lowing : 

Marine Insurance Policies 


“Goods shipped on consignment, while 
in transit and while in custody of others 
for exhibit, or trial, or approval, and 
while being returned. 

Personal Contracts Covering Individuals. 

Personal effects and Tourist Baggage 
Floaters. 

Personal Fur Floaters. 

Personal Jewelry Floater Policies. 

Fine Arts Floaters. 

Musical Instrument Floaters. 

Special Classes of Inland Marine Insur- 
ance. 

jewelry Block Policies. 

Radium Floaters. 

Insurance on property for exhibition 
purposes wherever it may be 

Theatrical Policies. 

Film Floaters. 

Installation Risks. 

Merchandise and/or property in tran- 
sit, while waiting for or undergoing 
processing in bleacheries, fumigato- 
ries, dysters, throwsters, and other 
similar processing until delivered to 
store, warehouse or final place of de- 
livery contemplated at the time ship- 
ment was made. 

Bailee Policies. 
Bailees’ Customers Insurance. 
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Furriers’ and/or Rug Storers’ Custom- 
ers Policies. 

Legal Liability Policy—Merchandise 
the property of others in the cus- 
tody of the Assured, who is bailee. 


Fire Insurance Coverage 


“No less important is the naming of 
those classes which, by proper interpre- 
tation come strictly under fire insurance 
coverage: 

Stocks in permanent location. 

Stocks under the Assured’s control 
involving storage risks in permanent 
warehouses. 

Merchandise in course of manufacture, 
the property of and on the premises 
of he manufacturer. 

Furniture and fixtures in use or im- 
provements to buildings. 

lire, tornado, earthquake, riot and/or 
civil commotion, risk on railroad 
equipment, the property of the As- 
sured, either rolling stock or other- 
wise. 

Fire risk on all building material while 
in course of erection (after seller’s 
interest ceases). 

“Once these definitions have been 
adopted by the insurance departments, 
they then have a very definite standard 
to determine whether a company has at- 
tempted to evade state laws by a camou- 
flaged marine policy. 

“This inter-state insurance problem 
has provided one of the main supports 
for non-admitted and unauthorized in- 
surance companies. It has been profit- 
able for some companies to be admitted 
into a very limited number of states in 
order for them to write this business we 
have described, immune to local prose- 
cution. A vigorous support of this pro- 
gram will go a long way toward making 
it unprofitable to operate on an unau- 
thorized basis. Conversely a_ hearty 
support of the campaign against unad- 
mitted and unauthorized insurance will 
do much to insure the success of the 
plan we have discussed. I sincerely hope 
that it will not be long before it will 
be considered an unfriendly act against 
a neighbor state to permit a home com- 
pany to wilfully evade and violate the 
laws of another state, and that authority 
may be given to supervising state off- 
cials that they may control their home 
companies to this end. 


Advantages in Plan 


“We believe that the proposed plan 
will provide the following advantages to 
the insuring public: 

“(a) It will make available a needed 
protection for industry having far-flung 
values which fluctuate severely. 

“(b) It will prevent discrimination as 
between the small merchant and_ the 
large corporation who is able through 
a brokerage connection to secure pref- 
erential treatment. 

“(c) It will make sure a proper dis- 
tribution and payment of taxes through 
the various states on the premiums ac- 
cruing on property insured and located 
in that state. 

“(d) It will bring the regulation of 
this form of policy to a central point 
where information which may be re- 
‘quired from time to time can easily be 
secured and be available to the proper 
authorities who desire it. 

“(e) It will insure that brokers plac- 
ing business covering in many states are 
properly licensed in each of the states 
in which the policies attach and thereby 
prevent the writing of business by non- 
licensed brokers.” 


NEW YORK BOARD MEETS 
The New York Board of Fire Under- 
writers, at its monthly meeting last week 
considered an amendment to the by- 
laws to provide for the organization of 
an executive or governing committee. 
It was decided to print the proposal for 
such an administrative committee and 
the matter will come up for a vote in 
October. Alexander R. Phillips, vice- 
president of the Rochester American, 

was elected a member of the Board. 


FLICKINGER HEADS UNION 


Philadelphia F. & M. Western Manager 
Succeeds Thomas; Cook County 
Commission Report Accepted 

W. B. Flickinger, manager at Chicago 
of the Western department of the Phila- 
delphia Fire & Marine, was last week 
elected president of the (Western) 
Union to succeed John M. Thomas. 
Other officers elected were: Vice-presi- 
dent, J. R. Wilbur of Chicago, vice-presi- 
dent of the America Fore Companies; 
secretary, Fred B. Luce of Chicago, 
manager of the Western department of 
the Providence-Washington. Mr. Luce 
will also act for the time being as sec- 
retary of the governing committee until 
a successor of the late E. B. Hatch has 
been appointed. 

The Union accepted and approved the 
report of the Chicago and Cook County 
commission plan except as to suggested 
miner changes, which the Union’s rep- 
resentatives on the committee of nine 
were requested to submit and thereafter 
certify to the president and secretary of 
the Union the tripartite agreement as 
finally determined. The suggested 
changes are of such a character that 
members of the Union hope they will 
be readily acceptable to the Chicago 
board and the Western Insurance Bu- 
reau. 


SIGN CONFERENCE PROGRAM 

Three more fire insurance companies 
have signed the conference agreement of 
the National Association of Insurance 
Agents and the National Board of Fire 
Underwriters, making a total of 219 com- 
panies in all. The latest to adhere to 
the principles set forth in this agree- 
ment are the Halifax Fire of the Home 
group, National Guaranty of Newark and 
the Public Fire of Newark. 


Offers Solutions For 
Unauthorized Covers 


ONE OF WORST PROBLEMS NOW 
Commissioner Freedy of Wisconsin Di- 
vides Non-Admitted Writers Into 
Three General Classes 
Insurance Commissioner M. A. Freedy 
of Wisconsin delivered a paper on the 
growing problem of unauthorized insur- 
ance at the meeting this week at Rapid 
City, S. D., of the National Convention 
of Insurance Commissioners. He divides 
the classes of companies carrying on this 
form of underwriting into three classes: 
That class which is licensed in no state of 
the Union and which refrains from oper- 
ating in the state of its domicile; that 
class of legitimate compante Ss licensed ma 
number of states, but not in all in which 
they operate (surplus line companies) ; 
that class which complies with the laws 
of its home state, but makes no effort to 
comply with the laws of other states, and 

solicits all outside business by mail. 
Continuing Commissioner Freedy said 
in part: 





In attempting any form of legislation, 
which would govern and control the 
companies of our respective states, we 
cannot overlook the fact that unless 
other states are going to do the things 
which are contemplated under our own 
laws, the only eftect of such regulation 
would be to tie up our own companies 
and compel them to forego business that 
companies of other states are writing 
freely. This would resolve itself into a 
proposition of curtailing the operations 
of the companies of our own state, while 
granting immunity or at least admitting 
our helplessness in attempting to bring 
about reciprocity or what is so frequent- 
ly referred to as comity between states. 
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Great Earning Power 
3 
NSURANCE COMPANIES, whose common 4 
stocks underlie INSURANSHARES TRUST CER- 
TIFICATES, by reason of their large list of invest- a 
ments are in the nature of Investment Trusts 
themselves. 
Having as a rule a portfolio of sev eral hundred diversi- 
fied securities built up in accordance with laws requir- 
ing adequate reserves, Insurance Companies’ income 
from these investments ALONE amounts to well over 
twice the dividends paid to stockholders. 
When underwriting profits are added to investment in- 
come, substantially TWO-THIRDS OF THE EARN- 
INGS ARE RETAINED IN THE BUSINESS. 
The investment and reinvestment of these constantly 
e growing funds, constitute a compounding process that 
¢ has resulted in steadily increasing dividends and appre- 
E ciation in market value of stocks. 
9 
¢ This gain for a group of representative insurance stocks y 
from 1917 to 1927 averaged over 20% per annum. 
o A 
INSURANSHARES TRUST CERTIFICATES represent a pro rata | 
z beneficial interest in 59 of the leading Insurance Com- ] 
: panies and a few banks, common stocks of which have ) 
been bought and deposited with the Farmers’ Loan and 
¢ Trust Company of New York as Trustee. From ap- , 
proximately $125 upwards may be invested. 1 
Send for circular giving in detail the character- ; 
istics of this safe and profitab, investment. 
F . 
INSURANSHARES CORPORATION 
€ . P 
f 49 Wall Street, New York :: Yel. Whitehall 9082 
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The remedy to be applied in order ¢ 
have this legislation be efficacious is to 
have this convention father a uniform 
bill requiring concerted action of all of 
the states. 

Commends New Jersey Law 

We should find much encouragement 
in the more recent developments in the 
control of those companies within the 
category of class one, and we are hi: hly 
indebted to the state of New Jersey 
which has successfully provided a means 
of exit for these unreliable wild cats by 
the simple inclusion of the following 
words in its license law: 

“Or maintain or operate any office in 
this state for the transaction of the busi- 
ness of insurance.” 

Under that authority, the New Jersey 
Department has been successful in ban- 
ishing these offenders from the state; 
but what is to prevent them from oper- 
ating in another state? 

The state of Michigan, through its at- 
torney general’s departments has also 
come to our rescue in the form of an 
opinion. 

The second class of unauthorized in- 
surance companies I have referred to at 
the outset is the one where an assured 
finds it necessary to seek additional coy- 
erage beyond that granted by companies 
licensed within the state. For this par- 
ticular form of coverage, special provi- 
sion is made in the majority of the states 
which in substance is to the effect that 
the commissioner of insurance may issue 
to any agent holding a certificate of au- 
thority under the license division of the 
home state, a special license to procure 
policies of insurance in companies not 
admitted to do business in that state, 
upon the filing of an affidavit by the 
assured that he is unable to obtain the 
necessary coverage within the state un- 
less the risk be of such character that 
no reputable company would assume the 
liability, in which event I venture the 
statement that such an assured is not 
entitled to protection. If the assured is 
not willing to co-operate with the com- 
panies in placing his risk in such condi- 
tion that a reputable company can legiti- 
mately assume the liability, he should be 
compelled to carry his own risk. 

We experimented in our own state 
with this particular law and granted a 
special license to an agent in the north- 
ern part of the state who we soon dis- 
covered was making a specialty of writ- 
ing dance halls and risks of similar haz- 
ardous nature. He conceived the idea 
that this was a new and profitable ave- 
nue for commissions and proceeded to 
place many risks, after submitting the 
required affidavits, with the particular 
agency in New Jersey, which has re- 
cently been ousted, with the consequence 
that when the losses occurred, he could 
obtain no response from that office to 
several loss reports sent them, with the 
result that he was obliged to pay the 
required taxes and in addition thereto, 
he is being sued by two different as- 
sureds for the payment of the losses; 
and our law provides that in the event 
the unauthorized company does not pay, 
it becomes a liability of the agent. 

Granting Special Licenses 

I am quite free to admit that in many 
states the situation may arise where, be- 
cause of the large values involved, an 
assured is not able to obtain the re- 
quired protection and therefore must 
seek outside assistance. No doubt there 
are a number of financially responsible 
institutions that could be utilized to ad- 
vantage in a case of that kind. 

There should be a further provision 
in our laws that in such instances the 
home department should have the priv 
lege of passing upon the financial re- 
sponsibility and loss-paying reco! rd of 
such institutions before the assure: be- 
comes involved in this hazardous under 
taking. Where such request is not made, 
the department should not be held re 
sponsible ; and since that is not the prac 
tice in the State of Wisconsin, | have 
deliberately refused to grant any further 
special licenses in spite of the provision 

(Continued on Page 22) 
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Hawks — Falcons — Swallows — 
droning man-made birds wing over us. 


Ae: Path Ws 


Their coming has brought a new 
hazard-—damage to property from fall- 
ing aircraft. 


The First American, keeping 
4 pace with progress, now sells Aircraft 
| Damage Insurance. 


é , Write to the Inland Transporta- 
oa tion Department for full details. 
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i ' 


CRREST STURM,Cunnnan or mt Benen, 
re- . Pas sioter 


‘CASH CAPITAL — ONE MILLION DOLLARS 


ther NEW YORK CHICAGO MONTREAL DALLAS SAN FRANCISCO 
ision ‘ 

















Page 22)’ 















THE EASTERN 4 
UNDERWRITER 


Sty pei! See 


— 
















September 28, 1'28 





Offers Solution For 
Unauthorized Covers 


(Continued from Page 20) 
contained in our statutes authorizing me 
to do so. 

The third class, namely, that class 
which complies with the laws of its home 
state, but makes no effort to comply 
with the laws of other states and solicits 
all outside business by mail probably 
constitutes the largest and most annoy- 
ing class. 

Nearly every state has a law defining 
“Who is an Agent.” Recently Commis- 
sioncr Cousins submitted to the Attor- 
ney General of the State of Texas the 
question as to whether a newspaper is 
an agent of the company when taking 
advertisements for a company which was 
not authorized in the state of Texas. 
Unfortunately it was the conclusion of 
the attorney general of that state that 
a newspaper rendering such service is 
not an agent of the company, or per- 
forming an act that makes it an agent 
under the law. 

At the December meeting I ventured 
the suggestion that much effective work 
could be accomplished in the handling 
of these offenders by the respective 
commissioners, even without a definite 
Statute giving the commissioner absolute 
control of such institutions. I felt that 
much could be accomplished by moral 
suasion if there were a disposition on the 
part of each commissioner to exercise 
that influence. And I am as convinced 
today, as I was at that time, that we 
should be in accord among ourselves in 
attempting such control. 

Force of Commissioners’ Rulings 

If every ruling and decision of an in- 
surance commissioner were brought be- 
fore a court, the business and the courts 
would be hopelessly delayed. It expe- 
dites business to have methods and prac- 
tices approved by the commissioner. 
Commissioners are devoting their ener- 
gies to the study of insurance problems, 
and the vast majority of our rulings are 
based upon careful study and broad tech- 
nical and practical knowledge, often 
complemented by the advice of the at- 
torney general as to the law. It may be 
said confidently that the prompt and 
effective dispatch of business requires 
the enforcement and administration of 
the insurance statutes by able commis- 
sioners. For the legislature to enact a 
law is not enough. 
function of the executive branch to en- 
force it. Under a government of limited 
powers, the executive, legislative and ju- 
dicial branches theoretically function in 
different areas. The insurance commis- 
sioner is an executive. To overcome the 
obsolescent rule that legislative power 
cannot be delegated to the commissioner, 
the court sometimes held that his acts 
were ministerial. Where it was urged 
that judicial powers had been delegated 
to the commissioner, the court some- 
times held his acts to be ministerial. 
Other cases expressly describe the com- 
missioner’s functions as judicial and 
seem to establish that certain functions 
of a judicial nature can be exercised by 
the commissoiner. 

The theory that legislative powers can 
be delegated is in my judgment defi- 
nitely determined by the Wisconsin de- 
cision. 

I merely recite these to confirm the 
thought that any ruling made by the 
commissioners, if the same were within 
the bounds of reason, with reference to 
illegal operations of companies, would, 
in view of the Supreme Court decision 
referred to, be upheld. 

I have probably traversed considerable 
territory in the endeavor to bring you 
to the final conclusion that in my judg- 
ment the power of control over these 
unlicensed institutions is largely within 
our own grip. I feel certain that in our 
efforts to cure a cancerous condition, 
we would be accorded the encourage- 
ment of public opinion and the support 
of the courts if each commissioner pro- 
mulgated a ruling making it a condition 


It is an appropriate ° 


precedent to the issuance or renewal of 
a license that the company applying for 
same shall not do any unlicensed busi- 
ness. That would give absolute control 
of unauthorized insurance and such rul- 
ing would, in my judgment, be enforce- 
able by virtue of the authority granted 
by the Wisconsin Supreme Court deci- 
sion, 





MARINE INSURANCE COURSES 

The senior course in marine insurance 
will be given this season by the Insur- 
ance Society of New York. The class 
will meet from 1 to 1:45 on Thursdays, 
beginning October 18, at the board room 
of the New York Board of Fire Under- 
writers and will take up total losses, 
general and particular average and sur- 
veying. The instructors follow:  L. 
Wagle, manager loss department, Union 
Marine; G. Inselmann, manager loss de- 
partment, British & Foreign Marine; 
Douglas C. Anderson, assistant under- 
writer, American Marine Insurance 
Syndicates; J. Stewart Gilbertson, direc- 
tor, Talbot, Bird & Co.; E. W. Murray, 
manager loss department, Appleton & 
Cox, Inc.; H. E. Reed, assistant man- 
ager Atlantic marine department, Fire- 
man’s Fund; F. Porter Gore, Associa- 
tion of Average Adjusters; Hugh A. 
Mullins, member Association of Average 















for occupancy. 


to the need. 


the protection. 


property. 





repairs are completed. 


stop business temporarily. 


your fire client needs. 





She FRANKLIN TIRE INSURANCE COMPANY 


Adjusters; Christopher Gore, member 
Association of Average Adjusters; King- 
man W. Putnam of Albert R. Lee & 
Co.; Francis A. Martin of Frank S. Mar- 
tin & Co.; Ira A. Campbell, member 
New York Bar, and Arnold W. Knauth, 
member New York Bar. , 





MAY OPEN BRANCH OFFICE 

The Girard Fire & Marine is reported 
to be planning to open a branch office 
in Richmond, Va., October 1. Howard 
Saunders of Hampton has been general 
agent for the company in Virginia. He 
is giving up this connection on that date. 
W. G. Puller, Jr., will succeed him with 
the title of state agent. Mr. Puller has 
been supervising Virginia for some years 
for the Firemen’s. Having no connec- 
tion with the Girard at present, he says 
that he is not in a position to either 
affirm or deny the reports about the 
branch office. According to reports, 
William Henry, formerly associated with 
the H. V. Godbold Co. agency at Rich- 
mond, is slated to be manager of the 
projected branch office. 





AGRICULTURAL TABLET 
At the annual conference of field men 
of the Agricultural last week at the 
home office in Watertown, N. Y., a 
bronze tablet was unveiled on the old 


stone building in the village of F\.ins 
Mills where the company was organ: /e( 
in 1853. President H. R. Waite di ‘iy- 
ered an address on the occasion «nd 
read a tribute to the founders of the 
Agricultural, prepared by Vice-Presi ent 
John Quincy Adams, who was unab!: to 
be present. The tablet was unveile: by 
Col. James S. Boyer and Michac! F, 
O’Brien, both of whom have been with 
the company for forty-seven years. 





PARTY FOR F. F. BUELL 

General Agent F. F. Buell at Troy of 
the Agricultural of Watertown celelrat- 
ed his seventy-third birthday last week 
during the annual conference of ficld 
men at the home office of the company. 
He was given a surprise party luich- 
eon Thursday at the Black River Valley 
Club. Mr. Buell has been with the com- 
pany thirty-five years. 





EXAMINERS TO MEET 

The Examining Underwriters’ Asso- 
ciation will hold its first fall mecting 
at the St. George Hotel in Brooklyn on 
the evening of October 16. Frederick 
Hoadley, vice-president of the American 
of Newark, will talk on the subject of 
“What Is the Place of the Examining 
Underwriter in Our Business and Where 
Does He Get It?” 








FIRE! 


FIRE! 





And what results? 


If a dwelling, another loss will be in furnishings, but this 
Household Furnishings Insurance. 


If a business house, factory or store, loss of the building may force the occupant to 
Business Interruption (Use and Occupancy) Insurance is 


All of this is for but one purpose—to show you how many other lines of insurance 
He is your best prospect for Rent and Rental Values, House- 
hold Furnishings and Business Interruption Insurances according to the nature of the 
And do not forget Windstorm Insurance, for he is logically a first class 
prospect for that, also. 


. 


The Franklin Fire Insurance Company has avail- 
able for its agents folders and other advertising ma- 
terial to help boost sales. 
send for them and use 


them. 


OF PHILADELPHIA 


ORGANIZED APRIL 1829 


CASH CAPITAL $1,000,000 


They'll do it, too, if you 


First, there is property damage bringing reconstruction costs, all of which may be 
covered with fire insurance. 


Next, if damaged sufficiently, the building may be rendered untenantable until 
This may mean, if occupied by the owner, renting until ready 
If occupied by a tenent, this may result in a vacant house or apartment 
until reconstructed. But again, insurance is possible—Rent or Rental Value according 


may be covered with | 
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NEAL BASSETT, President JOHN KAY, Vice-President 


$40,000,136.83 $19,459,279.01 $7,500,000.00 $13,040,857.82 $20,540,857.82 


$4,907,721.63 $2,557,216.60 $1,000,000.00 $1,350,505.03 $2,350,505.03 


H. A. CLARK, Manager Teventis Cimnih San Francisco, California 
oo. aan MASSIE & RENWICK, Limited, W. W. & E. G. POTTER, 
JAMES SMITH __ JOHN R. COONEY Managers Managers 


LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL ai 





and Treasurer 


A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President 
JANUARY 1ST, 1928, STATEMENTS 





ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY SURPLUS 


ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 





ORGANIZED 1853 


THE GIRARD F. & M. INSURANCE COMPANY 
OF PHILADELPHIA, PA. 
$6,000,966.28 $2,930,594.84 $1,000,000.00 $2,070,371.44 $3,070,371.44 





ORGANIZED 1854 


MECHANICS INSURANCE CO. 
OF PHILADELPHIA, PA. 
$4,828,245.29 $2,820,808.68 $600,000.00 $1,407,436.61 $2,007,436.61 








ORGANIZED 1866 


NATIONAL-BEN FRANKLIN FIRE INS. CO. 
OF PITTSBURGH, PA. 





ORGANIZED 1871 


SUPERIOR FIRE INSURANCE CoO. 
OF PITTSBURGH, PA. 
$4,835,369.35 $2,520,317.56 $1,000,000.00 $1,315,051.79 $2,315,051.79 | 








| 
ORGANIZED 1870 | 


CONCORDIA FIRE INSURANCE CO. 
F MILWAUKEE, WIS. 
$5,250,424.26 $2,567,447.92 $1,000,000.00 $1,682,976.34 $2,682,976.34 





ORGANIZED 1886 


CAPITAL FIRE INSURANCE Co. | 


OF CONCORD, N. 





$760,298.04 $375.00 $300, 000. 00 $459,923.04 $759,923.04 
TOTAL PREMIUM RESERVE TOTAL NET PREMIUMS ; 
$27,594,166.15 -EASTERNDEPARTMENT —$5, 684,495.78 
WESTERN DEPARTMENT Newark, New Jersey 


PACIFIC DEPARTMENT 
CANADIAN DEPARTMENT 60 Sansome Street 


461-467 Bay Street 





844 Rush Street 
Chicago, Illinois 
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BROKERS’ ASS’N. MEETS 
American Agents and Brokers Ass’n. 
Holds Formal Organization Gather- 
ing in Philadelphia 
The American Agents & Brokers As- 
sociation held its formal organization 
meeting Thursday night at the Adelphia 
Hotel in Philadelphia when permanent 

officers were elected. 

Among the aims of the new associa- 
tion for the coming year are: 

1. The solidification of the country’s 
insurance agents and brokers into a sin- 
gle powerful group so that any attempts 
to attack the established insurance 
agency and brokerage system may be 
resisted. 

2. To protect the public from “wild- 
cat” and other illegitimate insurance 
companies, many of whom do an unau- 
thorized business through the mails. 
The association will attempt to have 
Congress pass a bill dealing with the 
illicit insurance through the 
mails. ; 

3. Formation of an ethics committee 
to prevent bad practices and “cut-throat” 
competition among agents and brokers. 


sale of 


The Sylvania of Philadelphia. one of 
the Corroon & Reynolds group, his been 
licensed in Texas, with the Southwest- 
ern General Agency of Galveston. 





BACKS CHAIN-STORE PLAN 





Commissioner Thigpen of Alabama En- 
dorses Plan Submitted by the Fire 
Company Organizations 

Insurance Commissioner George H. 
Thigpen of Alabama endorsed the pro- 
posals on interstate insurance, with spe- 
cial reference to fire and transportation 
insurance on chain store risks, made by 
Commissioner Livingston of Michigan 
at the meeting this week of the National 
Convention of Insurance Commissioners 
at Rapid City, South Dakota. He said 
that: 

“Tt remains only. therefore, for me to 
say that Alabama stands ready to join 
hands with the other States of this 
Union in an effort to bring about needed 
protection for industry, prevent discrimi- 
nation as between the small merchant 
and the corporation, make sure proper 
distribution and payment of taxes 
through the various States on premiums 
accruing on property insured and _ lo- 
cated in that State; and drive from our 
country every unlicensed or unauthorized 
broker or company.” 





The Empire State of Watertown, N. 
Y., running mate of the Agricultural, has 
been licensed in Massachusetts to write 
fire, inland marine and sprinkler leak- 
age. Henry FE. Landon of Springfield 
has been named state agent. 


ITALIAN-AMERICAN FIRE CO. 

A new fire insurance company, called 
the Italian-American Fire & Marine In- 
surance Co., is being organized in New 
York by well-known Italian-Americans. 
The incorporators include the following: 
Vincent C. Pepe, J. Richling, A. M. Ca- 
ridi, Ernest Valentini, Robert Ferrari, 
R. H. McKelvey, John J. McKelvey, Jer- 
ome Kennedy, Alexander S. Banks, Ani- 
ello Q. Orza, G. Granata, E. Petrose- 
molo and J. J. Montresor. 





SCOTTISH UNION CHANGES 

The Scottish Union & National has in- 
cluded eastern New York state in the 
territory supervised by Special Agent 
Charles P. Banghart of Rochester and 
has appointed Floyd H. Pease special 
agent to assist him in handling this en- 
larged field. Mr. Pease has been with 
the New York Fire Insurance Rating 
Organization for the last six years. The 
headquarters of both men will be in 
Rochester. 





DINNER TO W. O. ROBB 

Willis O. Robb, former manager of 
the New York Fire Insurance Exchange, 
will be guest of honor at a dinner of 
appreciation to be given Tuesday eve- 
ning, October 23, at the Hotel Astor 
by the New York State Fire Insurance 
Rating Organization and the Insurance 
Society of New York. 


L. E. FALLS TO SPEAK 

Laurence E. Falls, vice-president of 
the American of Newark, will address 
the New York Society of Insurance. in 
the National Board room, on Octobe+ 15, 
at 12:30 p. m. He will speak on “The 
History of Fire Insurance.” Mr. "alls 
will deliver a second address to the so- 
ciety on October 22, on “The Principles 
of Fire Insurance.” 





COOLIDGE TO MEET AD MEN 

President Calvin Coolidge will receive 
the members of the Insurance Advertis- 
ing Conference at the public reception 
at noon on Wednesday, October 3, while 
the Conference is holding its convention 
in Washington. 





MAINE AGENTS MEET 

At the annual meeting of the Maine 
Association of Insurance Agents, l’rank 
A. Peabody of Houlton was re-elected 
president, Herman Susskraut of Port- 
land, vice-president, and C. W. Lovejoy 
of Rumford, secretary-treasurer. 

The two chief topics of discussion were 
the fire insurance rates and compulsory 
automobile liability insurance, for which 
a bill will doubtless be introduced in the 
legislature this coming winter. 





M. & A. Weil, Inc., New York City, 
has been chartered at Albany with cap- 
ital of 100 shares non par value stock. 





| 
| 
| 





25,000 





Shares 


Globe Insurance Company of America 


Pittsburgh, Pa. 


(Incorporated 1862) 


Capital Stock 


Transfer Agent: 


BANK OF AMERICA NATIONAL ASSOCIATION 


New York City 








management amounted to only $200,000. 











Registrar: 
GUARANTY TRUST COMPANY 
New York City 
History: The Globe Insurance Company of America, Pittsburgh, Pa., has been continuously in busi- 

ness since 1862, and has always enjoyed an excellent reputation. 


| Management: The Company recently came under the management of the insurance underwriting 

firm of Corroon & Reynolds, Inc., of New York City, and through this connection will 
be associated with a large group of established companies, enjoying a premium income in excess of 
| $15,000,000 per annum. This association will be of material help to the Globe in expanding its opera- 
| tions, substantially reducing its expense ratio, and in enabling it to retain a large proportion of the 
business heretofore reinsured by it. The Companies operating under the same management include the 
American Equitable Assurance Company of New York, Knickerbocker Insurance Company of New 
York, New York Fire Insurance Company (1832), Brooklyn Fire Insurance Company, Merchants and 
Manufacturers Fire Insurance Company, Newark, N. J. (1849), Republic Fire Insurance Company of 
Pittsburgh, Pa. (1871), Bronx Fire Insurance Company of the City of New York and the Sylvania 
Insurance Company of Philadelphia, Pa. 


Dividends: The Globe has an unique dividend record covering an unbroken period of 66 consecutive 
years. The total capital paid into the Company by the shareholders prior to change in | 
They have received dividends of $1,633,000 in cash and | 
$150,000 in stock—a total of $1,783,000. Dividends at the rate of $2.00 per share per annum, or 20%, 
have been inaugurated on the new $10.00 par value shares. The next dividend will be payable on Octo- 
ber Ist, 1928, to stockholders of record September 27th, 1928. 


| Capitalization: The condition of the Company upon completion of present plan of refinancing on the 
basis of 50,000 outstanding shares will be, approximately, as follows: Cash Capital, | 
$500,000; Reserve for all liabilities, $675,000; Surplus to policyholders, $1,325,000; Assets, $2,000,000. 


We have acquired and offer for sale, 25,000 shares, when, as and if issued at 


$45.50 per share 
W. Wallace Lyon & Co. 


(Established 1913) 


51 East 42nd Street 


The information contained in this advertisement has been obtained from sources which we consider reliable. While 


New York 


not guaranteed, it is accepted by us as accurate. 








; | 
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Nassau County Agents 
Organize Local Board 


10 OUT AT FIRST MEETING, 





Special Agents Present But They Will 
Probably Not Be Eligible; 
Constitution Adcpted 
Although local boards of insurance 
agents are organized in certain parts of 
Long Island, Suffolk and Queens coun- 
ties ior example, no such organization 
has heretofore existed in Nassau coun- 
ty. Following preliminary meetings 
this summer at which a committee was 
appoited to look after the organization 
of the agents of Nassau county, a meet- 
ing aud luncheon was held at the Court 
View Hotel, Mineola, L. I., Tuesday noon 
when plans were submitted by George 
\, Kuhirt, temporary chairman, for the 
organization of the Nassau County In- 

surance Agents Association. 

The attendance was unusually good 
for a meeting of this sort. About 150 
persons turned out for the occasion, in- 
cluding a large number of special agents 
from various parts of Long Island, 
Brooklyn and New York City. One of 
the things that was up for considera- 
tion was the question whether or not 
special agents should be admitted to 
membership. The constitution of the 
new Nassau association makes no men- 
tion whatever of special agents. Al- 
though no definite action was taken in 
this matter at the meeting, it looks as 
if special agents would not be eligible 
for membership. 

E. Paul Schaefer of Mount Kisco, 
NX. Y., president of the Westchester 
County Insurance Agents’ Association, 
who was a speaker, said his organization 
excluded special agents on the ground 
that they could function better through 
their field clubs. He said he was strong- 
ly opposed to the inclusion of the spe- 
cial agent in an association of this kind. 
Mr. Schaefer showed how the West- 
chester association had increased its 
membership and also spoke of its 
successful co-operation with the state 
and national bodies. 

Objects of Association 

The temporary executive committee 
recommended that membership in the 
new association be open to agents of 
all miscellaneous and fire companies, ex- 
cept life. The purposes of the organi- 
zation as set forth in article 2 of the 
constitution are as follows: 

“The object of this association shall 
be to support right principles and elimi- 
nate all bad practices in underwriting; 
to discuss at its regular meetings cur- 
rent questions of interest to the mem- 
bers relative to the insurance business; 
to furnish service to the public in in- 
surance matters; to maintain a_ high 
standard of integrity and to promote 
harmony and co-operation in the insur- 
ance business in Nassau county.” 

Chairman Kuhirt said there are evils 
existing in the insurance business today 
and that it was the belief of the mem- 
bers of the temporary executive com- 
mittee that a “County Association,” by 
co-operating with other similar organi- 
zations could accomplish more than any 
individual and possibly overcome some 
or them. Some of these evils are: 
Overhead writing; the practice of ap- 
Pointing financial institutions and offi- 
cers or employes as company represen- 
tativ.s in competition with established 
agencies; dual agency representation of 
the same company for the same terri- 
tory, 

Other speakers at the luncheon were 
John A. Hamilton of Gloversville, vice- 
President of the New York State Agents’ 
Association, and Charles H. Doscher, 


field secretary of the National Associa- 
tion of Insurance Agents. 

Warns Against Auto Clubs 
Peas Hamilton congratulated the ex- 
-Cutive 


committee on the fine attend- 
ance which he said exceeded that of a 


dozen or more meetings which he had 
attended up-state this year. He stressed, 
in his brief talk, some of the disad- 
vantages of what he termed “unorganiza- 
tion” and pointed out the dangers that 
lurk in the activities of automobile clubs 
throughout the country in their attempts 
to get into the insurance business. He 
deelared that the only way successfully 
te combat this practice was by organiza- 
tions such as the Nassau County Asso- 
ciation. He said they had been bothered 
a lot up-state by the activities of the 
Automobile Association in insurance af- 
fairs, notably in the cities of Syracuse 
and Buffalo; also in Oswego county. 
Only by the exercise of the greatest 
vigilance, he said, was the State Agents’ 
Association able to prevent the automo- 
bile clubs from getting a secure foot- 
hold in some other cities. 

Referring to the growing practice of 
having agents appointed to handle the 
insurance affairs of auto clubs, Mr. Ham- 
ilton thought the best way to stem it 
would be by appointing an insurance man 
to the board of directors of the club. 

Mr. Doscher sketched briefly for his 
audience the history of the National As- 
sociation of Insurance Agents, going 
back to the days when there were rate 
wars and commission wars among the 
various companies. He rapped the prac- 
tice of appointing financial institutions 
as company representatives and said that 
this evil is perhaps worse in the state of 
Indiana where 75% of the agencies are 
engaged in the banking business. 

Constitution Adopted 


The meeting closed with the reading 
by Temporary Secretary Alonzo Mills 
of the constitution and by-laws which 
was unanimously adopted. A nominat- 
ing committee consisting of nine persons 
was appointed to report at the next 
meeting on October 5 at which time elec- 
tien of officers will take place. The mem- 
bers of this committee are: Albert E. 
Peace, Alonzo Mills, Edward Birming- 
ham, John A. Neafsey, Herbert A. 
Cobb, O. B. Berry, Thomas McWhinney, 
John A. McKenna and J. Alfred Valen- 
tine. 

George A. Kuhirt of Freeport is chair- 
man of the temporary executive com- 
mittee and Alonzo Mills, secretary. The 
other members are: Herbert A. Cobb, 
Farmingdale; Thomas H. Darling, Rock- 
ville Center; Howard A. James, Floral 
Park; Albert E. Peave, Lynbrook; John 
A. McKenna, Jr., Westbury; James W. 
Townsend, Glen Cove, and Henry Von 
Elm of Freeport. 





G. A. UPTON GENERAL AGENT 

The Underwriters Salvage Co. of New 
York announces the appointment of 
George A. Upton as general agent of the 
New York Department. Mr. Upton 
comes to this position having had eight- 
een years’ experience in the handling of 
salvaged merchandise in New York, 
Pittsburgh and Boston. During the past 
summer, Mr. Upton has been associated 
with Vice-President Stratton of the Un- 
derwriters Salvage Co. of New York in 
the reorganization of the New York De- 
partment. 





LUNCHEON TO. J. G. NICOLL 


Officers and members of the govern- 
ing board of the Insurance Institute of 
America, Inc., and the officers and ex- 
ecutive committee of the Insurance So- 
ciety of New York will be hosts at a 
luncheon for James Gibson Nicoll, presi- 
dent of the Chartered Insurance Insti- 
tute of Great Britain, at the Downtown 
Association on Tuesday, October 2. Mr 
Nicoll is also general manager of the 
Scottish Union & National. 





REPORT GEORGIA HOME SOLD 

The Georgia Home is reported to have 
been bought by certain New York capi- 
talists who plan to have it run under 
the same name. The price paid is said 
to have been more than double the book 
value of the stock. The home office is 
located at Columbus, Ga. 











——$——-——JQHN HANCOCK SERIES 





Entering College 


N September, thousands of young men and women will 
| begin their college careers. It is a good time to call 
attention to the fact that a life insurance policy is a 
guarantee that they will finish. Most of them will. Some 


of them will not. 


The cost of putting a boy or girl through 
college at the present time is estimated to 
be between four and five thousand dollars. 
Nowadays parents are learning how to pro- 
vide this educational fund through insurance 
taken out when the children are very young. 


But here we are considering only the youth just entering 
college, with high hopes for the future which may be 
thwarted by the sudden loss of the breadwinner. Small 
would be the additional cost in premium for enough insur- 
ance to secure the family against needless disappointment. 


Just another way of purchasing security. The father 
will know that he has done his full part. The mother will 
be assured that whatever happens she can “see it through.” 


Nearly 3 Billions in Force. 

Over 4,000,000 Signatures 
on the dotted line. 

500 Million Dollars Paid 
on Policies since Busi- 
ness Began. 





LIFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


197 Clarendon St., Boston, Mass. 


SIXTY-FIVE YEARS IN BUSINESS 











Fire Insurance 
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Thomas Urges Union 


To Push Separation 


(Continued from Page 18) 
with more self-respect and satisfaction 
for ourselves. 
Feeling of Unrest Among Agents 

“A most regrettable, but nevertheless 
plainly discernible, feeling of unrest, 
over an area, in a form and of a de- 
gree not heretofore apparent, seems to 
pervade agency ranks. Probably the 
greatest single influence contributing to 
this condition is the widespread discus- 
sion brought about by efforts to reduce 
acquisition costs in the comparatively 
few high commissions centers, with con- 
sequent agitation beyond the localities 
immediately affected. 

“Both the thoughtful agent and com- 
pany executive will recognize the dan- 
ger to the entire structure of fire insur- 
ance business should this tendency to 
dissention be permitted to grow and de- 
velop to the point that the agency forces 
and the companies shall have any just 
cause for believing the attitude of each 
toward the other is otherwise than tol- 
erant, friendly, helpful and co-operative. 

“St. Louis had been in an unsatisfacz 
tory condition for years notwithstanding 
many intelligent and _ well-intentioned 
efforts to correct. The turbulent history 
of Chicago’s difficulties commission- 
wise is long and lurid. The former is 
now operating harmoniously and with 
a large measure of both self-respect and 
contentment to agents and companies, 
and satisfaction to the insuring public 
—thanks to candidly and honestly con- 
ceived negotiations with the agents. The 
latter city is nearer than it ever has 
been to the adoption of a program in- 
suring uniform commissions and general 
stabilization. This is a reform of major 
importance, and if accomplished will 
have been made possible by the broad 
minded, intelligent and unselfish co- 
operation of the agents. 

“With these two outstanding exam- 
ples before us, are we not justified in 
believing that mutually satisfactory re- 
sults will follow vigorous pursuit of a 
policy of free, frank and tolerant dis- 
cussion of our problems with agents im- 
mediately interested? 

“Inspired by this thought let us with 
renewed hope again undertake to find 
workable and equitable solution of the 
various similar problems confronting the 
business in other affected areas. 

Influx of New Capital 

“The past year has definitely broken 
all records in the history of our busi- 
ness in the matter of number of new 
companies organized, the substantial 
financial equipment supplied a majority 
of them, the impressive total of new 
money invested in these enterprises, and 
the seeming ease with which such large 
sums were absorbed by the investing 
public. 

“An inventory recently taken shows 
twenty-five new companies actualiy 
doing business with resources of $34,000,- 
000, twenty-nine with plans fully com- 
pleted caliing for capital investment of 
$42,000,000, and eighteen others in the 
formative stage with prospective invest- 
ment of $25,000,000. Or a total of more 
than $100,000,000 distributed among 
seventy-two new competitors, all eager 
for business. 

“Tf these new companies shall suc- 
ceed to the extent evidently expected by 
their shareholders and if their stock is 
as widely distributed as it is understood 
to be, one of the effects will be to im- 
prove the general position of fire insur- 
ance in the public eye. If the stock 
investment results shall be actually dis- 
appointing, then an additional and con- 
siderable resistance to securing further 
public good will, will have been created. 
This question, however, is speculative and 
academic, and our immediate concern is 
the effect of this sharp increase in com- 
petition upon the business of members 
of this organization. 

“Several of the ncw comers are al- 
ready in the west, and it is reasonable 
to assume most of them eventually will 























IRE can destroy the four walls, the floors, 
T. physical elements of a building. 

But the landlord’s income is always pro- 
tected against its greedy fangs by a Rent 
Insurance Policy. The property owner is 
shielded from the extra cost of temporarily 
renting new premises by a Rental Value 
policy. And the holder of a valuable lease 
rests secure behind the protection of a Lease- 
hold policy. 

Most important of all, these policies form 
an impassable wall that protects the busi- 
ness reputation of the agent. When the 
fire has died down, the agent whose fore- 
sight provided this complete coverage wins 
the gratitude and respect of his client. 

Which is an invaluable reward for the 
small effort necessary to properly sell the 
various forms of Rent Insurance. 


™ J IVERPOOL, 
wo | LONDON 
“0 GLOBE, 


Insurance Co uo 
Executive Offices: 1 Pershing Square 
80th Park Ave. at 42nd St., New York, N. Y. 
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seek to tap that vast reservoir of pre. 
miums. 
Defense of Separation 

“Of course, we should prefer ‘heir 
alignment on the side of what we like 
membership in the Union and loya! sup- 
port of the principles and practices for 
which the Union stands, but their pref. 
erence thus far seems to be to hold 
aloof from organization restraint of any 
kind, which means that they are free to 
make such commission contracts and 
other arrangements affecting agency re- 
lation as in their several judgments best 
serves their individual needs, without ref- 
erence to uniformity of treatment i) any 
given area. 

“While this plan of operating is op- 
posed in all ways to the settled con- 
viction, based upon many years of ex- 
perience, held by our members, this js 
by no means valid reason for assuming 
that the other fellow is entirely wrong, 
or that our methods are entirely right, 
He has the same right to an expression 
of his judgment as to the best way to 
serve his stockholders and the public as 
we reserve for ourselves, and on this 
point we can be in complete accord. Cer- 
tainly we do not aspire to the divinely 
forbidden practice of judging our 
neighbor. 

“But I emphatically declare we have 
every moral right, and our attorneys tell 
us full legal right, to refuse to asso- 
ciate in the same agency with competi- 
tors whose conception of what consti- 
tutes observance of proper agency rela- 
tion is so widely at variance with our 
own. We voluntarily associate together, 
not only for the regulation and safe- 
guarding of our common interests, but 
in the effort to strengthen, to stabilize 
and to make more secure the entire 
structure of the fire insurance business 
in our bailiwick, as well as protection 
against abuses and discriminations in- 
volving the public. 

“To fulfill such laudable purpose neces- 
sarily involves submission to discipline 
which at times may appear irksome for 
the moment, but which in the great av- 
erage we believe to be beneficial. The 
need—or we might be justified in saying 
—the absolute necessity for some such 
co-operative effort is so obvious as to 
be undebatable. 

“Is there any sound reason why we 
should associate in the same agency with 
competitors who admittedly seek such 
representation with the hope of securing 
an advantage because they are not under 
organization restraint or discipline of 
anv sort, and therefore can and do paw 
-sich commissions as their individual 
judgment may dictate as necessarv oF 
advisable to secure the classes of busi- 
ness thev consider desirable. 

“The time tried policy of ‘separation’ 
hos been vindicated often and completely 
in the past. Its propriety and practical 
usefrIness was never more apparent than 
at this time when the number of so- 
called non-affiliated companies is so ma- 
terially increased. Let us here and now 
resolve, individually, each for himself. to 
continue to pursue this well established 
practice with vigilance and vigor.” 


SHANKS CASE CONTINUED 

William H. Shanks of Richmond, Ky. 
former state auditor of Kentucky and as 
cuch head of the Insurance Department 
of thot state for four years from Janu- 
arv, 1924, until January, 1928, continues 
under indictment on the charge of con- 
verting more than $12,000 of the state 
money to his own use, as the jury trying 
in the Franklin Circuit Court was «nable 
to agree. and was dismissed. The case 
ws continued until the January term of 
court, but it is not unlikely that ‘t will 
be tried at a special term of court be 
tween now and January. 


SPECIAL AGENT TRANSFERRED 
Hawkes & Schenck. Inc, general 
arentg at Greensboro, N. C.. have ‘rans 
ferred Snecial Agent S. Clyde oper 
from the home office to Greenville Ss; 
to supervise business in that terrilory. 


-to call ‘law and order’ as expressed by 
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| Brokerage House 


Denies Stock Sales 


NOT SOLICITING IN NEW YORK 





Insurance Dep’t Holds, However, Cir- 
culars Can’t Be Sent From This 
State Without a License 





William H. Kaiser & Co. of New York, 
who have been accused by the New York 
State Insurance Department with offer- 
ing for sale in this state stock of the 
Economy Fire Insurance Co. of Balti- 
more, after a license to sell such stock 
had been refused, say that they had sent 
circulars on the issue only to clients in 
New England and other states outside 
New York. 

In a statement to the attorney gen- 
eral’s department the New York Insur- 
ance Department states: 

“In May of this year applications were 
filed by William H. Kaiser & Co. and 


' L. D. Wood (attorney for the Economy 


Fire Insurance Co.) for a license as pre- 
scribed by Section 66 of the New York 
insurance law. Statements contained in 
the applications and additional facts dis- 
close that the hearing granted the ap- 
plicants required that the applications 
be denied. The superintendent, how- 
ever, permitted them to withdraw their 
applications, and to date no new appli- 
cations have been filed. It is apparent 
that the stock of this company is being 
offered for sale in violation of Section 66. 
It is my understanding that failure to 
comply with Section 66 of the insurance 
law constitutes such a violation of law 
as authorized the attorney general to 
apply to the courts for relief under the 
provisions of Article 23A of the general 
business law. This I believe to be in 
accordance with your opinion of October 
6, 1925, page 187.” 

The New York State Insurance De- 
partment contends that although Wil- 
liam H, Kaiser & Co. deny soliciting 


+ customers in New York State the mere 


fact that the organization has an office 
in New York and sends out circulars 
from here constitutes doing business in 
this state and as such is a violation of 
the law, and the ruling from the attor- 
nev general is sought. 

The files in the State Insurance De- 
partment show that on the data submit- 
ted at the time of the application, the 
plan provided that the Economy Fire 
was to have 200,000 shares of capital 
stock sold at $20 per share of a par of 
$10, thus producing a capital of $2,000,- 
0) and a surplus of $2,000,000. It also 
disclosed that 51% of the Economy Fire 
stock was to be held by the Washington 
Financial Holding Co., and that this 
company was to be financed and sold to 
the public on the following basis : 200,000 
shares of preferred stock of $25 par; 
200,000 shares of Class A common stock, 
no par, and 100,000 shares of Class B 
common stock, no par. The latter was 
company was to be financed and sold to 
Promoters of the plan at 25c per share. 
_ Thus it would appear from the records 
in the department files that the manage- 
ment stock costing the holders $25,000 
or the entire issue would not only con- 
trol the holding company but also the 
Economy Fire by reason of the holding 
company’s ownership of 51% of the stock 
of the Economy Fire. 





FIREMEN’S GOES TO COURT 


. Judee Ernest F. Cochran of the United 
States District Court at Charleston, 

.. last week issued a temporary re- 
‘training order enjoining Insurance Com- 
Missioner King of South Carolina from 
ng the license of the Firemen’s of 
ewark to wtite insurance in that state. 


The order for the commissioner to show 
cause why the restraining order should 
‘* made permanent was set for 
“he yesterday. The license of the 
‘Irenicn’s was revoked because the com- 
Pany was dealing through a bank agency 
a license had expired early this 
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Business Building 
Ad. Conference Theme 


PROGRAM OF FIRE GROUP 


W. Warren Ellis Has Developed Fine 
List of Addresses On Various Fire 
Insurance Sidelines 


Several of the leading fire insurance 
advertising and publicity men are on the 
fire insurance group program of the In- 
surance Advertising Conference  con- 
vention in Washington next Monday and 
Tuesday, October 1 and 2. These in- 
clude Charles E. Freeman, advertising 
manager of the America Fore Compa- 
nies; Harold E. Taylor, manager, ad- 
vertising department, American of New- 
ark; John W. Longnecker, advertising 
manager, Hartford Fire, and W. W. Dar- 
row, advertising manager of the Home. 

Other speakers include Judge O. B. 
Ryon, of the National Board of Fire 
Underwriters; Wallace Rogers, of Gale 
& Pietsch; Ira Hoagland, of the Na- 
tional Automatic Sprinkler Ass’n., and 
Rollin M. Clark, assistant manager of 
the insurance department of the United 
States Chamber of Commerce. W. War- 
ren Ellis, public relations department, 
National Board of Fire Underwriters, 
is chairman of the fire group sessions. 

The complete program follows. 

First Session 

Co-operation in Fire Prevention, Rol- 
lin M. Clark, assistant manager insur- 
ance department, Chamber of Commerce 
of the United States. 

How Can We Get More Production, 
rent insurance, use and occupancy in- 
surance, explosion insurance? Discus- 
sion led by C. E. Freeman, advertising 
manager, America Fore Companies, New 
York, N. Y. 

Advertising Sprinkler Leakage Insur- 
ance, Ira G. Hoagland, secretary, Na- 
tional Automatic Sprinkler Ass’n., New 
York, N.Y. 

New Lines+New Possibilities. Dis- 
cussion led by H. E. Taylor, manager 
advertising department, American In- 
surance Company, Newark, N. J. 

Aircraft insurance, aircraft property 
damage insurance. 

Second Session 

The National Board’s Plan of News- 
paper Advertising, Judge O. B. Ryon, 
former general counsel, National Board 
of Fire Underwriters. 

The Opportunity of Stock Fire Insur- 
ance, Wallace Rogers, of Gales & 
Pietsch, Inc., Chicago and New York. 

Dovetailing Individual Effort Into the 
Big Idea. Discussion led by John W. 
Lonenecker, advertising manager, Hart- 
ford Fire, Hartford, Conn. 

Newspaper Advertising For Agents, W. 
W. Darrow, advertising manager, Home 
Insurance Co. 


E. C. McCOLLEY HONORED 

Eugene C. McColley, widely known in 
Philadelphia as special agent of the 
Northern Assurance of London in the 
Middle Department field, covering the 
territory of Philadelphia, Philadelphia 
suburban, southern New Jersey, Dela- 
ware, Baltimore and the District of Co- 
lumbia, with headquarters at 326 Wal- 
nut street, was elected last week a mem- 
ber of the executive committee of the 
Philadelphia Suburban Underwriters’ As- 
sociation. He takes the place of Silas 
H. Schroch, who resigned as _ special 
agent of the National of Hartford in 
July, last, to accept the post of home 
office manager of the brokerage depart- 
ment of the Insurance Co. of North 
America. 


V. L. MULVEHILL ADVANCED 

Vincent L. Mulvehill has been ap- 
pointed general inspector for the Cor- 
roon & Reynolds group. He has been 
working on inspections for some time in 
this area and will now go to Nashville, 
Tenn. He is the son of V‘>--President 
J. H. Mulvehill of the Gloke & Rutgers. 
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Fire Insurance In Background 
At West Baden Main Convention 





Not Believed, However, There Was Any Concerted 
Effort To Slight the Event; Western Union 
Meeting Kept Some Executives Away; Con- 
vention Small But Built on Right Idea; 

Many Excellent Features 


The program of the convention of the 
National Association — of Insurance 
Agents at West Baden last week con- 
tained a large number of speakers, some 
of them distinguished and many of them 
interesting. Casualty insurance walked 
away with the honors, as several casualty 
and surety personalities were on the pro- 
eram, including Frank J. O'Neill, presi- 
dent of the Royal Indemnity, and E. A. 
St. John, president of the National 
Surety. 

The fact that there were no fire execu- 
tives on the speakers’ program caused 
considerable discussion in the meeting 
rooms outside of the convention. Here 
was the Icading business production as- 
sociation in the fire insurance business 
holding a national convention, and not 
a single officer of a fire insurance com- 
pany spoke on the floor. Nor did any 
of the fire companies have an exhibit 
booth. 

That the absence of the fire execu- 
tives in convention participation was re- 
sented was indicated by a_ statement 
given to the convention by President 
Harrington. He said that a number of 
invitations had been extended to officers, 
but in each case they had been declined. 

No Concerted Move to Slight the 

Convention 

Some of the agents did not under- 
stand why the company organizations did 
not provide a constructive spcaker of na- 
tional insurance importance who could 
fit into the business building program. 
The fact that such casualty chiefs as 
E. A. St. John, president of the Na- 
tional Surety, and Frank J. O’Neill, 
president of the Royal Indemnity, saw 
fit to go to West Baden and thus gave 
the convention a casualty slant was re- 
garded as rather striking. 

One of the agents told the representa- 
tive of The Eastern Underwriter that 
casualty insurance and fire insurance are 
really in a battle for supremacy, and 
it was his opinion that some fire execu- 
tive should have made it a point to 
show up and put his personality over 
at the convention. 

It is not the general opinion that there 
is any concerted move on the part of 
the fire companies to ignore the conven- 
tion, although of course the association 
is regarded uneasily in some head offices. 
Of course, it is not, and never could be, 
popular in the home offices. It is a fact, 
however, that many fire insurance ex- 
ecutives have frequently criticized the 
sessions of the National Association of 
Insurattce Agents in the past as not be- 
ing of a business building type such as 
are the conventions of the National As- 
sociation of Life Underwriters, but now 
that the National Association of Insur- 
ance Agents has the new business build- 
ing program and the convention itself 
was dedicated to business building, it is 
a step in the direction that should be 
encouraged by the executives. A prom- 
inent fire executive told The Eastern 
Underwriter that one reason for the 
absence of company executives was that 
the West Baden convention conflicted 
with that of the Western Union at Man- 
chester, a convention generally attended 
by important fire insurance company 
people. 

Convention Had Many Admirable 

Features 

Despite the absence of the home of- 

fice men there were a number of fea- 


tures in the convention which were ad- 
mirable. The idea of taking up such a 
timely and little understood topic as 
aviation insurance and devoting consid- 
erable time to it was excellent, talks be- 
ing of an informative nature, and it also 
gave the convention an opportunity to 
hear one of the government officials, As- 
sistant Secretary W. P. McCracken. 
Attendance Small 

The attendance at the convention was 
not good; in fact, at the second and 
third days was no larger than that at 
New Orleans, which was small. All of 
which brings up the question of whether 
the National Association should not pay 
more attention to this phase of its con- 
ventions. Little success has been found 
in the last few years in staging a crowd. 
In view of the high quality of the pro- 
gram in West Baden, there should have 
been a large attendance by Indianapolis, 
New Albany, Louisville, Evansville, Fort 
Wayne, and other neighborhood agents 
who could have made the journey either 
by train or by automobile without much 
inconvenience. This was an insurance 
agents‘ convention and here was an op- 
portunity for them to learn a lot about 
the business. 

There was not much punch or fire in 
the opening session of the National As- 
sociation of Insurance Agents, one rea- 
son being that controversial questions 
are threshed out in committee rooms or 
at meetings of the presidents and offi- 
cers of the state associations. By the 
time these men have arrived at the main 
convention they are pretty well talked 
out, and by the second day some of them 
have gone stale. 

\ model fire insurance convention with 
personalities, human interest, enthusi- 
asm, education and mounting interest is 
an extremely difficult combination, No 
one seems able to find the key for it. 
Probably the fact that fire insurance is 
an old business with many of its prac- 
titioners lackadaisical and unemotional, 
and its practices highly~ standardized, 
may account for this. 


The Oil Session 

At that, there was one session in West 
Baden which was extremely dramatic 
and that was the two-hour conference 
between the agents controiling the oil 
insurance properties and Manager Car- 
michacl of the Oil Insurance Association. 
This was an exciting conference. The 
agents had the oil manager under fire in 
dcmanding an explanation of the reduced 
commission and higher rates on certain 
classes, and he handled himself very 
well. His final veiled statement that if 
the companies could not make money on 
this business it might mean the collapse 
of the Oil Insurance Association threw 
cold water on the interrogators and the 
conference wound up with everybody 
friends. 

The principal behind-the-scenes dis- 
cussion in West Baden had to do with 
how to strengthen the right arm of the 
association in dealing with companies 
which are in violation of the association’s 
principles. Some of the committeemen 
are irritated that companies in violation 
are well received in one section of the 


‘country, while they are an anathema in 


another section. There is considerable 
discussion as to what should be done 


with agents who are members of the 
association and who continue to repre- 


sent companies which are under the ban. 
The fact that new officers of the asso- 
ciation are not to be chosen from men 
representing such companies is regarded 
as a move to help create further senti- 
ment against such companies in local 
agency ranks. 


The Newspaper Coupon Insurance 
Resolution 

The association’s resolution opposing 
the coupon insurance used by newspa- 
pers and magazines as “cheapening the 
institution of insurance” was adopted not 
only because of the large extent to which 
that insurance is now written, but also 
because of the fear that it will extend 
into numerous other fields. Most of the 
ideas in insurance coverage have been 
borrowed from England, and over there 
the so-called coupon insurance or free 
insurance has spread even to. stores 
which give away insurance with pur- 
chases. In fact, this insurance has a 
tremendous wide variety in Great Brit- 
ain. 





Multiple Agencies 
(Continued from Page 1) 


surance business that such representa- 
tion should not be extended further; to 
agency balances where the agreement 
was that they should be paid within for- 
ty-five days of the first day of the month 
following the month in which the poli- 
cies are issued, and, finally, voicing op- 
position to government encroachment in 
private enterprise. 
Wide Interest Shown 


This conference agreement was re- 
garded as a great victory for the Na- 
tional Association of Insurance Agents 
as it was decidedly a step in advance 
in conference relationships between com- 
panies and agents. However, the report 
set forth that the signatories were com- 
mitting only individual companies or 
agents and that the agreement was not 
necessarily binding upon others which 
did not sign. The agreement went to 
all National Board companies and also 
to members of the National Association. 
A number of companies later followed 
up by additional signatures. 

The National Association’s West Ba- 
den resolution will be considered by the 
National Board Conference Committee 
and there will be a meeting or meetings 
with the National Association’s commit- 
tee. What will follow is naturally im- 
possible to predict. Undoubtedly some 
companies will approve it. Others will 
not do so unless they feel it would be 
binding on those companies which have 
gone in for multiple representation. The 
position of the new companies in the 
field will also be of decided interest. 
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OVER A HALF CENTURY IN THE UNITED STATES 


U. S. BRANCH 
150 William Street New York City 
John H. Packard, United States Manager 
Everett W. Nourse, Assistant Manager 


PON every milestone of LONDON ASSURANCE 

history covering more than two centuries has been 
stamped utmost fairness toward agent, policyholder and 
competitor. 


It believes in high ideals in business and has given this 
heritage to the MANHATTAN FIRE AND MARINE. 


An agent of the LONDON ASSURANCE or the 
MANHATTAN FIRE AND MARINE is to be con- 
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in the insurance world, character and the LONDON 
ASSURANCE are so closely identified as practically to 
be synonymous terms. 
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Hints On Efficient 
Agency Management 


ELABORATE CARD SYSTEMS USED 





Member of Well-Known Pearce, Porter 
& Martin Agency Gives Talk Before 
West Baden Meeting 





E. H. Gilbert Porter & 
Martin, Tulsa, Okla., an agency doing a 
very large business including $360,000 of 
new premium each year, told how the 
agency is operated, in a talk delivered 
last week at West Baden, Ind., before 
the National Association of Insurance 
Agents convention. 

The agency for the first six months of 
1928 renewed 78% of its policies and 
86% of its premiums. Mr. Gilbert said 
in part: 

“My subject is ‘Efficient Agency Man- 
agement.’ I am not going to impose on 
your intelligence by explaining many 
things which are common to all offices. 
I am going to ask your indulgence if I 
touch on a number of things which are 
more or less personal to our office, but 
which I must admit are based on ideas 


picked up from different parts of the 


United States on occasion of my visits 


of Pearce, 


at various times. Inasmuch as I will 
hit the high points, my talk will prob- 
ably be rather disconnected, but I hope 


it will bring out some things of interest 
to you. 

“We use an employe’s schedule which 
is printed on good heavy paper in order 
to make it appear more important and 
on which is outlined the duties of each 
employe in our office. These are sched- 
uled as carefully as possible to the time 
of day; the day of the week or month 
on which the duty is to be performed, 
ete. This schedule, of which I retain a 

opy and the office manager a copy, defi- 
nitely places the responsibility for every 
part of the work that we know is to be 
taken care of. These are revised several 
times a year or oftener if necessary, and 
usually some revision of the work is 
found advisable. 


Check-up Each Day 


“In order to measure the standing of 
the work at the end of each day, if you 
have a fairly large office you should re- 
quire a brief report from each clerk as 
to the work completed and the work held 
over at the end of the day. This en- 
ables you to temporarily assist or to de- 
termine if there is a permanent over- 
load on any one desk and it also gives 
you a measure if these reports are ana- 
lyzed monthly, of the comparative effi- 
ciency of various clerks. 

“We had a great deal of difficulty in 
checking changes in fire rates on risks 
written by our office and were often 
embarrassed by having some other agent 
tell our assured that we should reduce 
his rate. To overcome this we placed a 
blank card in each division of our fire 
rate card files furnished by the bureau 
and each day listed the new risks on 
which we had written insurance. When 
new cards are received from the bureau 
it is very easy at the time of filing this 
to check them against the risk listed on 
the blank card and proper attention can 
then be given to the correction of the 
rate. 

“T have seen a hundred different kinds 
of card records. On September 1 we had 
5,000 live line cards in our files. Many 
of our production methods are based on 
a thorough knowledge of what we al- 
ready have and some months ago it be- 
came apparent that our line card rec- 
crds were not complete. All new risks 
or renewals are posted from a copy of 
the invoice which we use as our charge 
ticket. The item renewed is stamped 
‘renewed’; all cancellations are posted 
each day by the same method, using a 
credit accounting ticket and the item 
being marked on the cards cancelled 


flat, report rate or pro rata and the 


MacCracken Describes 
Commercial Aviation 


TALKS AT WEST BADEN MEET 





Department of Commerce Aviation Head 
Says Planes Are Safe, Reliable 
and Economical 


William P. MacCracken, assistant sec- 
retary of the Department of Commerce, 
told the West Baden convention of the 
National Association of 





Insurance 
Agents last week about commercial avia- 
tion. He had been in Los*Angeles on 
Tuesday, in Asheville, N. C., Wednesday 
and at West Baden on Thursday. 

He declared that commercial aviation 
had answered the five tests of speed, 
safety, reliability, comfortableness and 
cost. 

Eight years ago the Pulitzer trophy, 
the speed classic, was won at a rate of 
speed less than the top speed of four- 
teen commercial passenger carriers of 
today. He said that the present airship 
speed is three times that of railroad 
speed. As for safety, he said that he 
would leave that for the insurance people 
to decide. They were showing their 
faith in safety of airplanes by rate re- 
ductions. He asked the convention to 
listen carefully to Horatio Barber, the 
next speaker who would demonstrate 
this. 

In describing comfort, he declared 
that most people thought of airplanes 
in the terms of those used in the war. 
The present airship is upholstered, 
roomy and is much more comfortable 
than many railroad trains. He said that 
the cost of air travel at the present time 
is about half what railroad fares cost 
if prices of Pullman berths and meals 
are taken into consideration. Mr. Mac- 
Cracken said that there were no gov- 
ernment subsidies here as in Europe. 

The European governments recognized 








agents. 


Waa 








amount of returned 
written in. 

“At the beginning of the month a list 
of renewals is made up before these re- 
newals are distributed and as they are 
returned to be written the policy writing 
clerk checks off each as renewed, or not 
renewed. At the end of the month 
those not renewed policies are so 
marked on the line card. In this way 
our line card carried only live items. 
It is very accurate and dependable and 
is constantly used as a reference. 

Records of Each Solicitor 


“From the collection reports, daily re- 
port of new business, and the reports 
from renewals each week, a record is 
compiled of the actual results obtained 
by each solicitor. This is posted and 
open so all may see it. This requires 
little work and is recapped monthly, 
quarterly and annually so that at the 
end of the year a very good idea of 
the value of each man’s services is told 

“Realizing the fact that the public is 
learning more about insurance and the 
service to which it is entitled from an 
agent, we attempted to develop a plan 
for analyzing the needs of a customer as 
a means of selling him insurance. This 
over a period of time has resulted in 
what we call a service department whose 
chief duty is to survey, analyze and 
chart risks, renewing this service at 
least once a year for any of our as- 
sureds who desire it. In this connection 
we use a fire engineer for improving 
the risks and an inspector for improv- 
ing the casualty end of the risks and we 
have found that risks surveyed in this 
manner constantly grow and_ seldom 
leave us.” 


premium being 





NEWARK FIRE INSURANCE COMPANY 
Newark, N. J. 


A Company with a continuous 
and unblemished record of over 
a Century in protecting the 
interests of policyholders and 
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Agents Wanted Where Not 
Represented 
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that airships are an important branch 
of the national defense and are willing 
to make such subsidies. Over here the 
help of the government is extended in a 
different way. 

The government is supervising and 
regulating interstate commerce by air 
and has direction of air traffic rules, 
supervising of ground plants and licensed 
pilots. The speaker gave an interesting 
summary illustrating how the govern- 


ment checks up on the reliabilities of 


both pilots and planes. He then warned 
the insurance men against forming 
prejudices against aviation because of 
fatalities caused by the old planes, many 
of which in 1927 had not been inspected 
by the government. 


Mr. MacCracken discussed the growth 
of passenger travel by air mail and pri- 
vate carriers. He. said that the demand 
for planes was so great that airplane 
factories were from three to six months 


behind. 








Great American 
Insurance Company 


NewYork 


INCORPORATED - 1872 


STATEMENT JANUARY 1, 1928 


$12.500,000.00 


RESERVE FOR pov OTHER LIABILITIES 


23.422 


5.2 1 


NET SURPLUS 


21.060,1 19.35 
56,.982,.974.56 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$33,560,119.35 


LOSSES PAID POLICY HOLDERS 


$194,691,909.09 


HOME OFFICE 
ONE LIBERTY STREET, NEW YORK CITY 
WESTERN DEPARTMENT 


310 South Michigan Avenue, Chicago, Ill. 
CG. R. STREET, Vice-President 


PACIFIC DEPARTMENT 


233 Sansome Street, San Francisco, Cal. 


CLIFFORD CONLY, Manager. 


MARINE DEPARTMENT 
NEW YORK—Ww.H. McGee & Co. a So. William Street 


SAN FRANCISCO—George L. We 


Street 





CHIGAGO— Ww. H. McGee & Co., Gen’! Agts., Insurance Exchange Bld. 
AGENCIES THROUGHOUT THE UNITED ‘STATES AND CANADA 
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Reports Delivered At National Association Convention 





Verney Describes 
Membership Drive 


SUF VEY MADE OF STATE 
New Hampshire Ass’n Used Three Sets 
of Letters as Aid to Double 


Its Membership 


Charles W. Varney, president of the 
New Hampshire Association of Insur- 
ance Agents, told the convention Thurs- 
day morning how his association in- 
creased its membership more than 100% 
in a single year and thus became the 
victor in the annual contest for percent- 
age membership increases among the 
state associations. The first effort of 
the officers of the New Hampshire As- 
sociation, after returning from the 1927 
convention at New Orleans was to se- 
cure in one year the 50% increase in 
membership mapped out under the de- 
velopment program to cover a period of 
five years. 

“Our first effort was the securing of 
a 100% membership to the state asso- 
ciation from the Manchester local 
board,” related Mr. Varney, “which re- 
sulted in giving us 22 new members. 
These, together with the new members 
secured up to and including our annual 
meeting held early in November, gave 
us a net increase of 40. 

“During the next two months a care- 
ful survey was made of all the eligible 
non-member agents within the state, and 
the preparation of our salesmanship cam- 
paign began, for we had now decided 
that we would try and increase our mem- 
bership 100% by selling our association 
to those non-members with the same 
methods as we use in selling insurance. 

What Letters Stressed 


“A carefully prepared personal letter 
was mailed about the middle of January 
to each agent on our prospect list num- 
bering about 150 in all. This letter 
stressed our two major accomplishments 
of the previous year; first, the adoption 
of the 20% flat commission agreement 
by the Eastern Underwriters’ Associa- 
tion which was made possible through 
the efforts of the organized agents in 
the E. U. A. territory. This scale of 
commissions gave practically every agent 
an increase of from 1% to 4% commis- 
sion on his fire premiums; secondly, at- 
tention was called to the activity on the 
part of the State Association in spon- 
soring and working for the passage by 
the legislature of the present automo- 
bile law, generally referred to as the 
Stone Plan, resulting in a material in- 
crease in automobile premiums and a 
sitresponding increase in commissions. 
y these two accomplishments we were 
able to show to all of our prospects that 
our association had increased their in- 
‘many times the cost of member- 


me Second letter was sent out on 
Mare 1 calling attention to the Auto- 
mobil: Identification Certificate and urg- 
ing t 


e agents to join our association in 


order that they might compete with their 
lclloy-agents and at the same time be 
able ‘5 render to their policy holders 
the some service as would be offered by 
member agents.” 

On March 26 a third letter was sent 
Cut ciiling attention to the pending in- 
a. in automobile liability rates and 
; ¢ action of the Insurance Commission- 
: In refusing to re- -license the thirty- 
three bureau companies whose licenses 
ine expire on March 31. In this let- 
oe - appealed to these agents that we 
Pit _ them in our association and they 
P a bay organization to fight to pro- 
ect their business. 

” The renal of these three letters gave 
— increase of 30 members, 


our total increase 70 on April 


Educational Work 
Makes Fine Progress 


KEY MEN ALL OVER COUNTRY 
Earl E. Fisk Describes Splendid Achieve- 
ments of Public Relations Cam- 
paign on National Scale 


Earl E. Fisk, of Green Bay, Wis., chair- 
man of the committee on public relations 
and education of the National Associa- 
tion, and one of the hardest workers in 
the ranks of the organization, delivered 
a magnificent report on the accomplish- 
ments of his committee before the con- 
vention on Thursday morning. Other 
members of the committee are James L. 
Case, Norwich, Conn.; Albert R. Menard, 
Macon, Ga.; H. A. Lawrence, Ft. Worth, 
Texas, and L. H. Stubbs, Cedar Rapids, 
Iowa. In his report Mr. Fisk told of the 
organization of that large body of key 
men to form contacts with chambers of 
commerce, other similar organisations, 
and with the public direct. Insurance 
education is being fostered in the col- 
leges, over the radio, in the columns of 
newspapers, from speakers’ platforms and 
through all other practical channels. 

Mr. Fisk’s report, which was long, was 
enthusiastically received. Extracts from 
it follow: 


During the past year, this system of 
key men has been carefully built up, 
and at the present time is functioning 
in a way that is far better than our 
best hopes for it a year ago. We asked 
each state association to send out cards 
to their membership and secure the 
name of every man who is a member 
of his local Chamber of Commerce and 
of the various civic service clubs, such 
as Rotary, Kiwanis, Lions, Gyro, Civitan, 
etc. We secured a very large list, which 
included the names of 2,696 men in 1,- 
012 cities. After a conference with the 
national executive committee, it was de- 
cided that this list was too large and 
too unwieldy for immediate use and that 
it would be best to condense this list 
to one man in each town and to touch 
only the larger and more important cities 
and towns for the present. We, there- 
fore, asked the state officers of each as- 
sociation to check over the lists in their 
states and appoint one man in each city 
to act as the key man. Then the na- 
tional office sent out letters to these 
men asking them to act as a member 
of the committee on public relations and 
education. We received an enthusiastic 
reply from practically all the men ad- 
dressed, and at the present time we 
have between 400 and 500 members who 
are acting as key men and are doing 
the job very well. 

State Committtees Formed 

The key men in each state have been 
organized into a state association com- 
mittee on public relations and education 
with a state chairman, and these men 
are functioning at the present time. 








1. But these letters answered another 
important purpose besides that of obtain- 
ing the direct response that was re- 
ceived. They served as an introduction 
in the campaign of personal solicitation 
that was to follow. For after all they 
were really advertising our association, 
and there are two things an agent must 
remember in advertising: first, advertis- 
ing should be consistent, that is, the 
same medium with different copy should 
be used; secondly, it must be followed 
up by hard work. Having completed our 
advertising, we were now ready to fol- 
low it up with a sales campaign. Secre- 
tary DeMerritt and the speaker made 
four tours of two days each to different 
sections of our state, resulting in the 
securing of 42 additional members and 
bringing our increase up to 112,” 


The National Association headquarters 
for some months past has been sending 
out information for the use of these 
key men at least two or three times a 
month. They have been sent material 
for their use on the subjects of com- 
pulsory automobile insurance, unauthor- 
ized foreign insurance companies, and 
educational information of various sorts 
with the request that they get proper 
and correct ideas on these various sub- 
jects before the public in their own com- 
munities in the best ways possible. 

These key men have contacts with va- 
rious local civic bodies, with their local 
newspapers, and through other avenues 
of publicity. 

Many of the key men have had this 
information printed in their local papers. 
It was carried as news, and the men 
handled the material in a splendid man- 
ner. We have received copies of a large 
number of these papers carrying the 
stories set up by the key men 

Chamber of Commerce Contacts 

A great many of the key men have 
taken advantage of their membership in 
their local chambers of commerce and 
civic service clubs and have made talks 
on the subjects regarding which they 
have been sent information. One man, 
for instance, who happened to be a dis- 
trict governor of Rotary, gave nineteen 
talks before Rotary Clubs in his dis- 
trict on the fire insurance contract. 
These addresses contained excellent edu- 
cational information for the business 
men. Another key man gave eleven 
talks on fire prevention before Kiwanis 
Clubs in his district, and many other 
key men have been doing similar things 
whenever the opportunity has arisen. 

We know that the material we have 
been sending out has been used by the 
key men and that they are actively on 
the job. They are ready at all times to 
take advantage of opportunities that 
arise in the different. parts of the coun- 
try for insurance publicity. There are 
numerous occasions when some _ public 
issue brings insurance into the limelight, 
and at such times‘the public mind is in 
a receptive mood and anything on the 
subject is read with avidity. Through 
our system of key men we are in a 
position to take advantage of these op- 
portunities and are doing so. The Na- 
tional Association headquarters with a 
proper knowledge of the facts are able 
to take advantage of these occasions and 
very quickly prepare mimeographed in- 
formation, which is sent out at once to 
the key men to be spread by them in 
their own localities. The newspapers 
and general public are intensely inter- 
ested, and thus we are able to take ad- 
vantage of these psychological moments. 
We believe that there is no other plan 
of insurance publicity which can be com- 
pared with the great advantages that 
we are enjoying through our system of 
kev men. 

The next activity undertaken by our 
committee during the past year has been 


the putting into effect of a program of ° 


activity in co-operation with the Insur- 
ance Department of the Chamber of 
Commerce of United States in assisting 
local chambers of commerce in under- 
taking insurance educational activities 
and developing a definite outline of in- 
surance educational service for business 
men. 

This is a fertile field. The chambers 
of commerce represent a cross-section in 
industry and commerce in their respec- 
tive communities. Insurance plays an 
important part in the conduct of busi- 
ness, and the members of chambers of 
commerce are invariably policyholders. 
They welcome a constructive program to 
assist them in securing a better under- 
standing in insurance throughout their 
membership, and during the past year 
we have been successful in getting a 
good many of the local chambers of 
commerce to see that a definite interior 


organization should be established to 
render a continuous and constructive 
service for policyholders. 

in the past a number of chambers of 
commerce have conducted Read-your- 
Policy Weeks and other activities of that 
nature, but now they have decided to 
form a definite constructive plan which 
is continuous throughout the year. 

Our key men have advocated the ap- 
pointment of insurance committees, and 
in each and every case we have pointed 
out that our primary object will be the 
policyholder’s welfare, which is stressed 
through all our activities. 

Information on this subject was sent 
out to the key men, and they were 
asked to call upon the local secretaries of 
their local chambers of commerce, tell 
them of the insurance education plan of 
the National Association of Insurance 
Agents and the Insurance Department of 
the Chamber of Commerce of United 
States and urge the appointment of in- 
surance companies. These committees 
are made up of leading business men in 
various lines, who make a study of in- 
surance under the guidance of a com- 
petent local agent. 

The committee is ready and anxious 
to encourage the establishment of gen- 
eral insurance courses in the schools and 
may be called upon to furnish assistance 
and information relative thereto. We 
feel that through our widespread net 
work of key men, we will be able to 
furnish material help along this line with 
a two-fold objective: 

1—To spread the doctrine of insurance 
education to the public, 

2—To afford the insurance agent of 
the future a background of knowledge 
of his business that will enable him to 
carry on intelligently and thus uphold 
the standards to which the National As- 
sociation adheres. 

There are many schools and colleges 
throughout the country that are net in 
a position to install full insurance courses 
but which are glad to include lectures 
on the subject as a part of their busi- 
ness training courses. 

The committee of public relations and 
education will give all help possible to 
such educational institutions and _ will 
undertake to provide adequate speakers 
upon request. This service will be per- 
formed by key men who will find satis- 
faction in presenting insurance funda- 
mentals to the young blood of the coun- 
try. 

Plan for Public Relations 

In order that our key men may have 
a more thorough knowledge of the Na- 
tional Association’s plan for public rela- 
tions and educational service, a book- 
let will be issued which will contain in- 
formation under the following headings: 

1. General duties and activities fer 
key men. 

2. The use of local newspapers. 

(a) General use 

(b) Special occasions 

(c) Hook-up of news stories with 
National Association of Insur- 
ance Agents local board adver- 
tising 
Publicity on automobile cer- 
tificates and other points of the 


(c 


~— 


Five Year Development Pro- 
gram and services of the Na- 


tional Association of Insurance 
Agents 

3. Sample addresses to be 
various occasions. 

4. Outline of our insurance commit- 
tee program for local chambers of com- 
merce with schedule of activities for 
their use. 

5. Plan for activities to be 
connection with. civic 
6. The use of the 
7. Activities with 

ciations. 

8. Outline of National Association’s 
insurance educational plan for schools 
and colleges. 


used for 


used in 
organizations. 

radio. 

other 


trade asso- 
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Fifty Insurance Men 
Guests Of Grinnell Co. 


DEMONSTRATIONS 
Visit Providence and Auburn Plants on 
Inspection Tour; See New 
saneanesed Devices 


The Grinnell ree aise: had about fifty 
insurance men as guests recently on an 
inspection tour of the company’s Provi- 
which 


WITNESS 


dence and August plants during 
interesting demonstrations were 
witnessed. Automobiles took the party 
from the Providence Biltmore to the 
Providence plant, where after an inspec- 
tion of the plant with special reference 
to the manufacture of solder type and 
quartz bilb sprinklers, they witnessed 
demonstrations in the exhibition room of 
the following: 

(a) New air check valve designed to 
make sprinkler prote ction more complete 
by eliminating “closed in winter” valves. 

“(b) Adjusto pressure reducers for 
use on cng to meet the provisions 
in the new N. F. P. A. rules on stand- 
pipe drones 

(c) Grinnell booster pump. 


many 


(d) Sprinkler supervisory service. 
(ec) Detex valve watch. | 
(f) Dry pipe valve, uniflow valves, 


by-pass meters and miscellaneous fire 
protection specialties. 
Inspecting Auburn Plant 
At the Auburn plant on Friday the 
guests assembled at the Lux carbon di- 
oxide fire extinguishing exhibit to wit- 
ness the following: 


Demonstration of Lux — subsurface 
method of fire extinguishing in open 
tanks. 


Demonstration of Lux method of fire 
protection for compartments by total 
flooding system: by manual remote op- 
eration, doors and windows to be left 
open and their openings protected by 
special Lux gas screens. (In this test 
the fire will be allowed to attain great 
headway and will then be extinguished 
under the worst condition—doors and 
windows both being left open), and by 
Atmo automatic actuation, including au- 
tomatic closing of windows and doors. 
(This test is designed to show how 
quickly “the makings” of a serious fire 
can be nipped in the bud.) Doors and 
windows will be automatically closed in 
this test. 

Demonstration of Lux automatic dry 
cleaning machine extinguisher. 

Demonstration of Lux portable under- 
writers’ approved type hand extinguisher 
on gasoline, alcohol and lacquer fires. 

At the conclusion of the Auburn trip 
Russell Grinnell entertained the guests 
at a Rhode Island clambake at Squan- 
tum Club. 

Insurance Guests Present 

Herbert E. Adams, Factory Insurance 
Ass’n, Hartford. 

Kenneth F. Akers, Fay, 
Thorndike, Boston. 

F. Minot Blake, 
Co., Hartford. 

E. P. Stone, N. Y. 
New York City. 


Spofford & 
Phoenix Insurance 


Fire Ins. Exchange, 


S. L. Burgher, New England Ins. Ex- 
change, Boston. 

Nathan G. Burgster, Western Actua- 
rial Bureau, Chicago. 

Gorham Dana, Eastern Und. Inspec. 
Bureau, Boston. 

Harry B. Fox, Western Factory Ins. 
Ass’n, Chicago. 








National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 1928 


Ms RNID, COU oie nin on seis d 55.5 90 on eie'w ies sie 9s es eeevee - $ 3,000,000.00 
RESERVE o7 ALL LIABILITIES......... eccces eeccccee 26,549,875.91 
Eee Bi oe | ULE SS pe cet ecvecccce 14,525,817.16 
CONTINGENT RESERVE FUND......cccss. . occccces 1,000,000.00 

eee er rey Lee oe 44,075,693.07 
TOTAL SURPLUS TO POLICYHOLDERS.......c.cesee ++. 18,525,817.16 


. Smith, President F. D. Layton, Vice-President S. T. Maxwell, V.-Pres. & Sec’y 


a: a Roulet, Secretary G. F. Cowee, Secretary R. M. Anderson, Secretary 
C. L. Miller, Secretary C. Hewitt, Secretary F. B. Seymour, Treasurer 
Assistant Secretaries 
R. C. Alton L. C. Breed (Automobile) H. B. Collamore 
V. I. G. Petersen (Marine) 


Sy 
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Fire Reinsurance Treaties 


Eagle Fire Insurance Company 


Baltica Insurance Co., Ltd. 
Franklin W. Fort 


(New Jersey) 
(Denmark) 


Thomas B. Donaldson 
18 Washington Place, Newark, N. J. 
































ANALYZED EXPERIENCE 


All Manner of Statistics 


Promptly — Accurately — Economically tabulated 


Classification reserves, current outstanding data, unearned 
premiums, agency distributions, current and annual reports 


Recording & Statistical Bureau, Inc. 
76 William Street, New York City; 


New York Boston Detroit Chicago Toronto Montreal 











John O. Hardwicke, Chicago Board of H. N. Pye, 


Und., Chicago. Atlanta. 

W. W. Hartman, Und. Ass’n of Middle Jenjamin Richards, | Underwriters 
Dept., Philadelphia. Service Ass’n, Chicago. 

Rk. W. Hendricks, Underwriters’ Lab- EK. Schuenemann, Western Factory 
oratories, Chicago. Ins. Ass'n, Chicago. 

L. L. Hunnicutt, South-Eastern Und. C. LL. Scofield, Canadian Fire Und. 
Ass’n, Atlanta. Ass’n, Montreal. 

A. C. Hutson, National Board of Fire C. H. Smith, Hartford Fire Ins. Co., 
Und., New York City. Chicago. 

Clarence C. Johnson, Amer. Dist. Tele- E. C. Smith, New England. Ins. Ex- 
ik Co., New York City. change, Boston. 

Johnson, Miss. State Rating Bu- rH. Oram Smith, Texas Inspectjon Bu- 

reau, oe reau, Dallas. 

M. F. Jones, Eastern Und. Inspec. Bu- George H. Spooner, Schedule Rating 
reau, Boston. Office of N. J., Newark. 

C. B. Langdon, Factory Insurance | pee: (be! Oe Steward, Phila. Fire Und. 
Ass’n, Hartford. Ass'n, Philadelphia. 

C. B. Mackinney, Starkweather & C. C. Taylor, Central Actuarial Bu- 
Shepley, Providence. reau, Chicago. 

S. D. McComb, Marine Office of P. V. Tilden, E. I. duPont deNemours 
America,, New York City. & Co., Wilmington. 

B. Rk. Martin, N. Y. Fire Ins. Rating ue Sanderson Trump, Phila. Fire Und. 
Organ., Syracuse. ve 7 _ Philadelphia. 

Wm. D. Milne, Eastern Und. Inspec. Varley, Springfield Fire Ins. Co., 
Burcau, Boston. ea 

H. L. Miner, E. I. duPont deNemours Lloyd T. Wheeler, Miss. State Rating 
& Co., Wilmington. Bureau, pean 

Ralph G. Malone, La. Rating & Fire Carl W. Wheelock, Ass’n, of Fire Und. 
Prev. Bureau, New Orleans. of B. C., Baltimore. 

Robert S. Moulton, National Fire Pro. W. W. Wise, Eastern Und. Inspec... 
Ass’n, Boston. Bureau, New York City. 

F. A. O’Brien, Michigan Inspec. Bu- L. B. Zuber, Walter Kidde, Walter H. 
reau, Detroit. Freygang, Walter Kidde & Co., Inc., 

I. Osgood, Boston Bd. of Fire Und., New York City. 
Boston. In addition there were about thirty 


J. Harvey Patterson, 
kled Risk Ass’n, 


Western Sprin- 
Chicago. 


representatives of the 


Grinnell 
present, ; 


South-Eastern Und. Ass’n, 


Co. 





Nat’l. Board Opens 
Local Arson Bureay 


JOS. F. GILLECE. 


IN CHARGE 
Special Agents ad pn Depar! . 
Will Work With City Officials in 


Running Down Suspicious Fire: 





Coincident with the issuance © na- 
tional, state and municipal proclami jons 
fixing the week of October 7 as Fire 
Prevention Week, the National !)vard 
of Fire Underwriters has announce: the 
opening of a special department its 
Arson Bureau at its New York «jfice, 
85 John street, according to a <tate- 
ment issued Saturday by W. E. \ialla- 
licu, general manager of the National 
Board. 

A trained staff of operatives and spe- 
cial agents has been engaged for the 
specialized work of conducting intensiy; 
examinations and investigations of all 
suspicious fires occurring in the nictro- 
politan area, including New  Jcrsey, 
Westchester county and Long Island. 
Operating under the personal direction 
of Chief Special Agent Joseph F. Gil- 
iece, the special agents of the National 
Board will work in conjunction with 
Chief Fire Marshal Thomas P. Brophy 
and will co-operate with his staff of as- 
sistant fire marshals in the Division of 
Fire Investigation of the New York Fire 
Department and also with the fire and 
police departments of the different juris- 
dictions. 

“Although Fire Prevention Weck is 
every week in the year for the National 
Board of Fire Underwriters,” Mr. Mal- 
lalieu said, “we feel that prevention 
needs moral force as well as educational 
force, and it is with a view to reducing 
the number of criminal fires that the Na- 
tional Board has enlarged upon the na- 
‘tion-wide activities of its Arson Bureau 
by establishing special service in New 
York, from which its special agents will 
concentrate their operations over the 
metropolis and the immediate territory. 

“We have been receiving the fullest 
co-operation from Fire Commissioner 
Dorman, Fire Chief Kenlon and Chief 
Fire Marshal Brophy of the New York 
department, whose long experience and 
devotion to duty have been most pro- 
ductive and successful in sending many 
incendiaries to prison for long terms. 

‘ “Tt is for the purpose, however, of 
giving to the authorities a greater meas- 
ure of assistance and to bring about 
closer co-ordination between the forces 
of the fire and police departments and 
the fire underwriters in the never-ending 
war against the fire-bug, that the fire 


insurance interests will maintain a 
greater vigilance and a closer — 
lance over certain types of  policy- 
holders.” 





C. W. DINGMAN DIES 
Charles W. Dingman of Rome, . ¥, 
a director of the National Guaranty Fire 
of Newark, died in Boston while on a 
visit to that city last week. He was 74 
years old. He retired a few year: ago 
after serving as secretary and treasurer 


_of the Armour Grain Co. for many \ cars, 


he having been one of the organiz:'s 0! 
the company. 





BOOK ON INVESTMENTS 
Walter H. Woodward is the aut! or 0! 
a book entitled “Profits in Insurance 
Stocks,” published by the Macmil!]..i Co. 
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MARINE & AUTOMOBILE DEPARTMENT 














Beha Defends Profits 
Tax On Marine Covers 


ADDRESSES COMMISSIONERS 


New York Superintendent Says Liber- 
alized Marine Laws Should Be 
Uniform Throughout Country 


james A. Beha, insurance superinten- 
dent of New York state, which is the 
home of the largest marine insurance 
market in the United States, invaded 
the arid Northwest this week with a talk 
on the relief given to American marine 
insurance through sensible relief legisla- 
tion. Speaking yesterday morning at 
Rapid City, S. D., before the annual 
meeting of the National Convention of 
Insurance Beha 
said the marine companies in this coun- 


Commissioners, Mr. 





JAMES A. BEHA 


try would be aided tremendously in their 
foreign competition by the adoption in 
the states throughout the country of a 
generally standard form of underwriting 
profits tax return and that the New York 
Insurance Department stands ready at 
all times to co-operate to the fullest ex- 
tent toward this accomplishment. 

At the outset of his address Mr. Beha 
said the two developments of outstand- 
Ing importance in American marine in- 
surance in recent years have been the 
formation of the American Insurance 
Syndicates and the advancement of Icg- 
islation favorable to marine insurance. 
He traced the history of legislation in 
Congress for the model ‘marine law and 
als. the steps taken to establish the 
hull syndicates. Syndicate A is still op- 
craiing through the United States Sal- 
vac’ Association, Inc. Syndicate C, cov- 
erin privately owned American ocean 
going steamers, is also now on the map. 
A record of its operations since or- 
es zation in 1920 is summarized as 
oli ws: 


Underwriting Summary 


Un crwriting Premiums Losses 
Year Earned Incurred 
192) and 1921.......$5,399,383 $2,200,734 
Be. .nedissuauces 3,152,403 2,038,804 
OS phot uae 3,091,877 2,672,483 
Met tls yciaat 2,410,210 1,728,828 
SO 2,458,110 2,009,262 
ee ogo a 2,797,723 2,227,834 
ge Se *1,989,882 1,782,887 





$21,299,588 $14,660,832 


B remiums written during 1927 were 
approximately $3,500,000, but only $1,- 


989,882 were earned up to December 15, 
1927. 

Continuing Mr. Beha said in part: 

“The organization and continued suc- 
cessful operation of these syndicates con- 
stitutes the reply of the American ma- 
rine insurance interests to the subcom- 
mittee’s recommendation for self-help 
and co-operative action. 

“Substantial progress may also be re- 
corded in respect to the removal of un- 
necessary legislative restraints. The 
principal recommendation of the sub- 
committee in this respect was for the 
substitution of a system, of net profits 
taxation in place of the existing system 
of taxing premiums. The theory behind 
this recommendation was that substitu- 
tion of a profits tax in place of an ex- 
cise tax, would strengthen our own com- 
panies in their competition with foreign 
insurers, as the removal of an adverse 
cost differential must ultimately find re- 
flection in lower rates of insurance. 

“A committee of the American Insti- 
tute of Marine Underwriters and also 
representatives of insurance brokers and 
merchants advocated this theory before 
successive meetings of this National 
Convention of Insurance Commissioners 
at St. Louis in May, 1922, at Swamp- 
scott in September, 1922, and in New 
York in December, 1922, and after ex- 
tended hearings and full debate, the 
conventicn gave unanimous endorsement 
to the principle. 

“Other recommendations of the sub- 
committee for: legislative liberalization 
included (1) the establishment of the 
multiple-line principle, (2) the enlarge- 
ment of reinsurance facilities, and (3) 
the removal of general limjtations upon 
the financial powers of American com- 
panies which were indicated to be ham- 
pering their operations in foreign fields. 


Disagrees with Multiple Line Theory 


“Now, much as I sympathize with the 
aims and purposes of the subcommittee, 
still, the multiple-line principle repre- 
sents too radical a departure from es- 
tablished procedure. It is an unneces- 
sary lowering of the established and 
successful standards of safety and would 
in no way add to the progress and suc- 
cess of insurance. 

“Reinsurance facilities were automati- 
cally expanded by the formation of the 
syndicates. Moreover, our New York 
law had already permitted another fea- 
ture of the recommendations, namely, 
credit for reinsurance in companies 
which, while not admitted in our state, 
were able to meet the same standards 
of solvency that we prescribe for our 
own companies. 

“The third proposal was based upon 
the theory that in order to properly meet 
international competition, American ma- 


rine insurance companies must them- 
selves become international in character. 
With this sound doctrine I am in full 
accord, and I believe in whatever lib- 
eral interpretations of the statutes may 
lend encouragement thereto, and further 
in amending, wherever necessary, the 
existing statutes in the interests of lib- 
eralization. This convention has, | be- 
lieve, lent the necessary encouragement 
to the establishment by American com- 
panies of foreign branches by advocat- 
ing allowance of liberal credits for agen- 
cy balances on foreign business, and by 
encouraging their entry into foreign 
fields through ownership of stock in or- 
ganizations such as the American For- 
eign Insurance Association. 

“In New York, during the 1923 session 
of the Legislature, we took a further 
emphatic step towards liberalization by 
completely reconstructing our marine 
section 150, defining marine insurance in 
accordance with the congressional sub- 
committee’s recommendation, which 
broadened considerably the _ insuring 
powers of our marine companies, enab- 
ling them thereby to more adequately 
meet the needs of American business 
and to overcome the foreign competi- 
tion. The state of New Jersey followed 
in 1924. 

Taxation of Profits Only 

“In 1927, the state of New York, in 
accordance with the principle endorsed 
by the National Convention of Insurance 
Commissioners, enacted legislation plac- 
ing marine insurance taxation upon an 
underwriting profits basis. This repre- 
sents ‘a radical departure from estab- 
lished practice, but we justify it on the 
theory that we are complying with the 
mandate of our Federal Government, as 
represented by this official Congressional 
Committee. 

“In the same year the state of Penn- 
sylvania adopted an underwriting profits 
tax law as applicable to marine insur- 
ance which covers substantially the same 
classes as the New York law. In 1928 
the state of New Jersey enacted the 
same law as New York. 

“The ultimate effect of the adoption 
of the underwriting profits tax princi- 
ple for marine insurance will not be ap- 
parent until after perhaps three or more 
full years of operation. Returns for the 
first year under the new basis (1927) 
were filed with the New York Insurance 
Department in July of this year and at 
the present moment are undergoing reg- 
ular audit. The tax return blank is 
necessarily intricate and undoubtedly 
some of the returns received will have to 
be revised. It is expected that the final 
figures will show a material increase in 
marine premiums written in the Ameri- 
can market. I am informed in fact that 
Syndicate C upon passage of the new 
tax legislation in 1927 promptly increased 
the proportion it would accept of any 
risks, and this Syndicate’s premium in- 
come in 1927 was $486,000 greater than 
in 1926. 

“It will not be until some time after 
completion of our audit that the effect 
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upon our 1927 tax revenues will be 
known, and at any rate until three full 
years’ results are in, no proper conclu- 
sion can be drawn from the returns, the 
tax being applied to the average under- 
writing profit of three years’ business, 

“For the year 1927, companies of Penn- 
sylvania, Connecticut and the District of 
Columbia will be taxed by New York 
upon the underwriting profits basis on 
marine business because of the similar 
treatment accorded by those states to 
New York companies. New Jersey hav- 
ing passed similar legislation in 1928, its 
companies also for this year will be 
taxed by New York on marine under- 
writing profits. 

“The state of New York has no in- 
clination to influence the actions of any 
other states in this respect, believing that 
the matter is one which is best handled 
within the confines of each individual 
state. 1 would like, however, to leave 
with this convention an idea which has 
presented itself to this department with 
respect to the new basis of taxation and 
that is, that considerable strides towards 
simplification and co-operation may be 
accomplished by the adoption of a gen- 
erally standard form of underwriting 
profits tax return and that the New 
York Department stands ready at all 
times to co-operate to the fullest extent 
toward this accomplishment. 


Gov’t.’s New Marine Fund 


“One other and more recent develop- 
ment in marine insurance should be 
mentioned at this time. During the early 
part of this year the Committee on Mer- 
chant Marine and Fisheries again con- 
ducted a_ series of hearings, which 
amounted in fact to an investigation into 
charges that the rates and premium 
fixed by the American marine insurance 
underwriters discriminated unfairly 
against American shipping and in favor 
of foreign shipping, the committee hav- 
ing been urged on this account to cre- 
ate a government owned and operated 
insurance fund. 


“The original proposals, as contained 
in what were known as the ‘White Bill’ 
and the ‘Wood Bill’ were for the estab- 
lishment of a governmental fund which 
would accept reinsurance from licensed 
insurance companies, at a discount (of 
one-half of 1% in the White Bill and 
of 1% in the Wood Bill) from the rate 
charged by such companies, on only 
American owned hulls. Subsequent pro- 
posals were advanced for the extension 
of the government fund into the field of 
cargo insurance as well, and in the in- 
terests of other than those of the gov- 
ernment in hulls. 

“Extended hearings were conducted, at 
which the American underwriters ap- 
peared in force to aggressively combat 
the charges of discrimination, and to 
actively oppose this proposed govern- 
ment invasion of the marine underwrit- 
ing field. 

“Apparently they were able to satis- 
factorily impress the committee, because 
the final result of the investigation was 
a slight amendment to the Merchant 
Marine Act of 1920, under which the 
Shipping Board is permitted to create 
a government-owned and operated fund 
to insure not only any legal, but also 
any equitable interest of the government 
in vessels or plants or property. The 
cargo insuring feature was of course 
completely eliminated.” 





ADJUSTERS CONSOLIDATE 


Kelly, McQuade & Co., public fire in- 
surance adjusters, have effected a merger 
with M. Hart & Co., fire adjusters for 
more than thirty years, and the con- 
solidated firm will hereafter be known 
as Kelly, McQuade & Co., Inc., and M. 
Hart & Co., of 105 Court street, Brook- 
lvn. The members of the firm are 
Thomas M. Kelly, Francis J. McQuade, 
Abraham J. Sampson and Eugene J. 
Shields, with Mark Hart managing ad- 
juster. 
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C. W. Hobbs Summarizes 
Small Risk Situation 


HIS REPORT TO COMMISSIONERS 
Denies That Any Facts Concerning 
New Rating Program Had Ever 
Been Withheld From Mutuals 





Clarence W. Hobbs, special represen- 
tative of the insurance commissioners on 
the staff of the National Council on Com- 
pensation Insurance, featured the action 
taken on the small risk problem in his 
report this week to the National Con- 
vention of Insurance Commissioners at 
Rapid City, S. D., on the council’s activi- 
ties during the past year. Mr. Hobbs 
emphasized that the most awkward fea- 
ture in the prescnt compensation situa- 
tion was the variant actions taken by 
different states on the matter of the pol- 
icy fee proposal in the new compensa- 
tion rating program. He said: “It is 
desirable that ultimately a more uniform 
procedure be effected; but it is a mat- 
ter of estimation whether this can best 
be secured by letting the matter rest 
or by taking it up as a convention mat- 
ter. This I leave to the judgment of 
the convention.” 

Experience Rating Generally Accepted 

As regards the attitude of the various 
states on the proposals contained in the 
new rating program, Mr. Hobbs present- 
ed the following summary : 

1. Proposal E-274, the revised expe- 
ricnce rating plan, has been disapproved 
in but one state, New Jersey. It has 
been adopted for the non-regulated 
states of Connecticut, Idaho, Illinois, In- 
diana, Iowa, Louisiana, Michigan, Mon- 
tana, Nebraska,) New Mexico, Rhode 
Island and South Dakota; approved by 
the regulated states of Alabama, Ari- 
zona, Colorado, Georgia, Kansas, Ken- 
tucky, Maine, Maryland, Minnesota, Mis- 
souri, New Hampshire, Oklahoma, Ten- 
nessee, Utah, Vermont and Wisconsin. 
New York has adopted a weighted ex- 
perience rating plan on the same model 
but differing in detail. While still pend- 
ing in several states, this part of the 
program appears to be generally ac- 
ceptable. 

2. Proposal B-273, the revised mini- 
mum premium formula, has been acted 
upon and adopted in the non-regulated 
states of Connecticut, Hawaii, Idaho, II- 
linois, Indiana, Iowa, Louisiana, Michi- 
gan, Montana, Nebraska, New Mexico, 
Rhode Island, South Dakota. 

It has been approved in the regulated 
states of Alabama, Arizona, Colorado, 
Georgia, Kentucky (for stock carriers 
only), Tennessee, Utah, Vermont, New 
York. 

Disapproved (regulated states)—Min- 
nesota, New Hampshire, Oklahoma, Wis- 
consin. 


Pending or Postponed—Kansas, Ken- 
tucky, Massachusetts, Missouri, New 
Jersey, Texas, Virginia. 


This proposal, it will be seen, has met 
some opposition, but has becn on the 
whole well received. 

Keen Opposition To $10 Policy Fee 

3. Proposal B-272, the expense con- 
stant of $10 with offsetting reduction, 
has been acted on as follows: 

Adopted (non-regulated states)—Alas- 


(Continued on Page 42) 


Returns on Finlayson’s 
Non-Can Questionnaire 


LITTLE DEMAND FOR POLICY 





Ottawa Superintendent Says Most Car- 
riers Feel That Form Is Imprac- 
ticable; Premiums Too High 





G. D. Finlayson, superintendent of in- 
surance for the Province of Ottawa, 
Canada, has made known the response 
of the various casualty companies to his 
questionnaire letter of June 1 on acci- 
dent and sickness policies, having par- 
ticular reference to non-cancellable con- 
tracts. He has summed up the various 
opinions as follows: 

1. Of the fifty-seven ordinary compa- 
nies carrying on accident and sickness 
insurance in Canada, either separately or 
combined, nine companies have at some 
time or other issued non-cancellable 
policies, and of thirteen fraternal socie- 
ties four have issued this class of policy. 
The two companies issuing such policies 
to the greatest extent have discontinued 
their use, one in 1925, the other in 1927. 

2. Six ordinary companies and four 
fraternal societies are still transacting 
this class of business. Included in the 
six ordinary companies there are two 
whose policy is non-cancellable during 
the policy year, but renewable only at 
the option of the company on expiry. 
They also include three companies which 
have only very recently adopted the non- 
cancellable form. In this memorandum 
the replies of the ordinary companies 
only are summarized, 

Experience of Three Companies 


a 


3. The experience of three companies 
for which non-cancellable figures are 


available, show in the aggregate, over a 
period of from three to eight years, the 
following : 
In Canada: 
PRCWMEING: oo etctunss. can $132,769 
RAANIIG «csc cisiaweanicce one 72,302 
Elsewhere : ° 
PeRiaiiAS  “niisceake ck ee $5,656,224 
Oo ied ae Roe oe 2,385,858 


The total accident and sickness pre- 
miums and claims of these three com- 
panies in Canada for the same periods 
were in the aggregate, premiums written, 
$3,555,487; claims incurred, $1,719,496. 

4. The differences in premium for 
cancellable and non-cancellable policies 
in the case of those companies issuing 
both forms are difficult to summarize. 
In one case the rate for cancellable poli- 
cies providing $100 per month disability 
rate for the corresponding policy being, 
at age 35, $71.50. In another company 
the non-cancellable rate is approximate- 
ly 25% in excess of the cancellable rate. 

5. Commission rates on cancellable 
policies vary from 20% to 35% for local 
agents, and 25% to 40% for general 
agents on both new and renewable pre- 
miums. Non-cancellable commissions for 
local agents vary from 25% to 40% new, 
and 5% to 10% renewal; for general 
agents, new 25% to 50%, and renewal, 
10% to 15%. 

6. Non-canceilable premiums in force 
in Canada, December 31, 1927, amounted 
to, annual, $8,357; quarterly, $17,709; un- 
divided, $11,063. 

7. There is a unanimous opinion op- 

(Continued on Page 40) 
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Nat’! Surety Enters 
France and Germany 


TO WRITE FIDELITY AT FIRST 


Hugh Nettle Appointed Vice-President 
and European Manager; Has Repre- 
sented Company Abroad Since 1921 





Ever since E, M. Allen, executive vice- 
president of the National Surety, went 
to Europe last summer it has been ru- 
mored around that the company was 
planning to do business abroad. The 
news came out this week from National 
Surety headquarters confirming this ru- 
mor and definite arrangements are now 
bcing made to enter Germany and 
France for’ the transaction of fidelity 
business. 


Furthermore, Hugh Nettle, a _ well- 


known surety man who is thoroughly 
conversant with conditions abroad and 
who has been over there for some years, 
has been appointed vice-president and 
European manager of the company, 
making his headquarters in Paris and 
Berlin. 

The National Surety has had this step 
in contemplation for some time as it 
already has many fidelity risks in force 
for American concerns in these two 
countries and it had to establish the 
usual facilities for the prompt adjust- 
ment of claims arising there. Mr. Allen 
made a thorough study of conditions on 
his visit and upon his return submitted 
a long report to Chairman William B. 
Joyce. It was Mr. Allen’s recommenda- 
tion that the company could embark up- 
on a European program of production 
slowly at first under the guidance of 
Mr. Nettle in France and Germany, ex- 
panding into other countries as condi- 
tions warranted. 

Mr. Nettle’s career includes a long 
and varied expericnce in surety and cas- 
ualty lines, having served his appren- 
ticeship with several American compa- 
nies, and since 1921 has been in the em- 
yoy of the National Surety abroad, han- 
Ming its investigation and adjustments 
there. This work wili continue under 
his direct personal supervision with the 
same facilities as heretofore and any one 
may secure its service for the investiga- 
tion of risks and claims of any nature 
and in any part of Europe, Asia Minor 
and Africa, as formerly. 


AUGSPURGER SUCCEEDS YOUNG 





Made President of Merchants Mutual 
Casualty and Metropolitan Com- 
mercial Corp. of Buffalo 
Owen B. Augspurger was elected presi- 
dent of the Merchants Mutual Casualty 
of Buffalo at a meeting ‘of its directors 
last week, succeeding the late John R. 
Young, who was killed two weeks ago 
in an automobile accident in South Da- 
kota. Mr. Augspurger has been vice- 
president and secretary of the Mer- 
chants for the past twelve years and 
has been intimately associated with the 
various insurance interests of Mr. Young 

during that period. 
At the same time similar promotion 
was given Mr. Augspurger by the diree- 


tors of the Metropolitan Commercial 
Corporation. Following his election, Mr. 
Augspurger issued a statement declar- 


ing he and other executives of the two 
companies would be governed by the 
same sound and conservative business 
policies as those established by Mr. 
Young during his life. 

It is also expected that Mr. 
ger will be elected president of the 
Guardian Casualty, controlled by the 
Merchants Mutual Casualty, when that 
company holds its board of directors’ 
meeting. 


Augspur- 





J. B. SANDMAN’S NEW POST 


Joins Great American Indemnity as Pro- 
duction Superintendent in Metro- 
politan Department 
Joseph B. Sandman has joined _ the 
Great American Indemnity as_ superin- 
tendent of production in its metropoli- 
tan (N. Y.) branch office under Man- 
ager Milton P. Link. Mr. Sandman was 
formerly with M. S. Bowman & (o., of 
Philadelphia. Before that he was with 
Hare & Chase of the same city where 
he organized and managed its bonding 
department. 

His experience previous to that in- 
cludes work as agency supervisor for the 
Hartford Accident in New York and 
with the Fidelity & Deposit in Kansas 
City as assistant manager. His “ rt in 
the business was made with the [nited 
Bonding Co., which was J adlanbie* 
bought by the Fidelity & Deposit to 
which company Mr. Sandman 'rans- 
ferred as agency supervisor in the home 
office. In all he has been about twenty 
years in the psc taei field. 
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New Casualty Courses 
For Insurance Society 


MICHELBACHER IN CHARGE 





To Run Three Years Instead of Two; 
General Course Starts October 22; 
Big Enrollment Urged 





A new series of casualty lectures has 
been planned for the next three years 
by ‘he Insurance Society of New York, 
the details of which have been worked 


out by a newly appointed committee 
healed by G. F. Michelbacher, vice- 
president, Great American Indemnity; 


Ambrose Ryder, assistant vice- president 
of the same company and Professor 
Ralph Blanchard, Columbia University. 
Heretofore the course has taken two 
years and has been devoted to the spe- 
cialty features of casualty insurance, 
such as plate glass, burglary, etc., the 
first year and workmen’s compensation 
and automobile the second year. 
Chairman Michelbacher conceived the 
idea of making the course three years 
in duration, the first year being entirely 
devoted to general casualty subjects, 
sich as an introductory outline, funda- 
mental principles, organization of cas- 
ualty insurance carriers, principles of 
rate making, underwriting, claim adjust- 
ing, statistics and accounting. This will 
probably be followed the second year by 
a special study of automobile insurance 
and certain other lines, and the third 
year by workmen’s compensation and 
the remaining lines. In other words, all 
the various casualty lines will be divided 
up into two groups and lectures given 
on them for the final two years. 
First Lecture October 22 


The opening of the general course this 
fall has been set for Monday, October 
2, and it will run until March 18. The 
cost will be $8 a year and lectures will 
be held from 5:15 p. m. to 6:00 p. m. in 
the board room of the National Board of 
Fire Underwriters at 85 John street. The 
lectures will be supplemented by study 
and reading, the library of the Insurance 
Society being available to all students. 
The final examination will be held April 
9 and all those passing it will receive a 
certificate for the year’s work and a 
diploma if they satisfactorily complete 
the three years of study. 

The Insurance Society is stressing the 
fact that the general course will be re- 
peated every year so that a new student 
can start at any time and can complete 
the entire course in three straight years. 
The two specialty courses will alternate 
so that it will make no difference which 
one the student takes first. 

Every effort is being made to make 
the enrollment for these lectures the 
largest ever had by the Society and it 
is felt that with the revised and more 
attractive course of subjects it will be 
worthwhile for those interested in ad- 
vancing themselves in the business to 
take this opportunity of obtaining a 
working knowledge of all phases of cas- 
ualty insurance. 

The course of study and lecturers for 
each meeting will be announced next 
week by the Insurance Society. 





OPENS TOLEDO BRANCH 
Th» National Surety has established 
a branch office at Toledo to handle both 
troduction and unde-writing. It will be 
in charge of K. H. L. Leibold and will 
be l.cated ¢t 418 Ohio Building. 


GEO. A. MARKS TRANSFERRED 
Th Standard 


1€0O] 





Accident has appointed 
A. Marks as special agent at its 
Cley land branch office. He was for- 
merly at the company’s Detroit branch 
Ole: 


( 


COURT BOND ¢ GUIDE 
lhe New York Indemnity has sent out 
‘0 its agents special instructions on the 
underwriting of court bonds. 


CHANGE FOR T. H. CUNNINGHAM 
Goes With Equitable Casualty & Surety 
in Charge of New Downtown Office; 
28 Years in Business 


Thomas H. Cunningham, casualty 
manager of Stokes, Packard, Houghton 
& Smith, Inc., in its New York City of- 
fice, will join the Equitable Casualty & 
Surety on October 1 in charge of its 
new downtown office to be located at 
123 William street. At the same time 


Mr. Cunningham has been elected a 
vice-president of the First National Un- 
derwriting Corporation, which controls 
the underwriting operations for the 
Equitable Casualty & Surety. 

The new office will handle mainly cas- 
ualty lines but will also be equipped to 
write fidelity and surety bonds, as well 
as having fire insurance facilities by rep- 
resenting a prominent Connecticut com- 
pany. 

Mr. Cunningham has been in the cas- 
ualty business for twenty-eight years, 
starting with the General Accident in its 
New York office, then joining the United 
States Casualty as a liability underwriter. 
His next post was with the Southern 
Surety ‘as liability department manager. 
After six years with this company he 
connected with Marsh & McLennan in 
New York City handling casualty lines. 
Before joining the Stokes, Packard, 
Haughton & Smith, Inc., organization, 
Mr. Cunningham was with the Metro- 
politan Casualty as head of its compen- 
sation and liability department. He is 
well known and popular on the street 
among the brokers and has built up a 
substantial volume of casualty business. 

Associated with Mr. Cunningham will 
be L. M. Cunningham who will act as 
assistant manager of the new office. His 
career covers a period of eighteen years, 
p?rt of the time being spent on the Pa- 
cific Coast where he was with Lloyd & 
Spengler, San Francisco brokers. For 


HAS REFINANCING -PROGRAM 


The Employers Reinsurance Corpora- 
tion, formerly known as the Employers 
Indemnity Corporation, is now refinanc- 
ing in order’ to increase its capital and 
surplus. The company is offering 76,631 
shares of capital stock at $38 a share 
through Hitt, Farwell & Co., New York, 
and Stern Brothers & Co., Kansas City, 
investment bankers. When refinancing 
has been completed the corporation will 
be established on a basis of a paid-in 
capital and surplus of $3,600,000. 

No changes i in the management of the 
corporation are contemplated. Edward 
G. Trimble continues as its president 
and Howard Flagg as_ vice-president 
Under its former name the Employers 
Reinsurance was licensed in forty- three 
states, the District of Columbia and 
Canada, and it will continue in this ter- 
ritory. 





ATTEND NEW YORK MEETING 

Hillsman Taylor, president of the 
Missouri State Life; Rogers Caldwell, 
Nashville financier, and Norman R. 
Moray, president of the Southern 
Surety, were in New York City this 
week attending a meeting of directors 
of the Southern Surety. 





GOES WITH COMMERCIAL CAS. 

William S. Cusick has been appointed 
manager of the Commercial Casualty’s 
Pacific Coast department under Albert 
W. Sisk, resident vice-president. Mr. 
Cusick has been with the Travelers as 
assistant manager of its Philadelphia of- 
fice for the past seventeen years. 





SYRACUSE APPOINTMENT 
The London Guarantee & Accident has 
appointed Shimberg & Garber of Syra- 
cuse as its general agent. 








several years past L. M. Cunningham 
has been a contact man in the New York 
office of the Independence Indemnity. 
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CAN REFUSE OPERATION 





But Even So Injured Man May Receive 
Compensation, Says Supreme Court 
of Tennessee 

The Supreme Court of Tennessee, in 
affirming a decree awarding compensa- 
tion under the ‘Workmen’s Compensa- 
tion act for injuries sustained by claim- 
ant Smith, says that the reasonableness 
of a refusal to submit to an operation 
is a question of fact, according to “The 
Journal of the American Medical As- 
sociation.” 

The physician who attended the claim- 
ant testified that the latter was suffer- 
ing from a depressed fracture of the 
skull. He recommended to the claim- 
ant that an operation be performed to 
raise that part of the skull which had 
been forced down to the brain covering. 

The physician went on to state that 
he recommended and insisted that the 
operation be performed; that the em- 

ployer had authorized him to perform it, 
ae had informed him that he would pay 
for his services, and that such a surgical 
operation was the only probable cure 
for the claimant’s injury and would 
probably restore him to his former earn- 
ing capacity, but that it was by no 
means certain. 

On cross-examination the physician 
said that at the time he offered to per- 
form the operation described he regard- 
ed it as a dangerous operation, because 
any operation on the skull and brain is 
dangerous. In an affidavit filed on a 
motion for a new trial he stated that at 
the time he proposed to operate the 
claimant was in a weakened and run- 
down condition, and was not a good sub- 
ject for operation. Accepting the testi- 
mony of the physician as true, the Su- 
preme Court holds that the conclusion 
of the trial court was abundantly sup- 
ported. 





F. E. WILKENS ABROAD 

Frederick E. Wilkens, vice-president 
and general manager of the Bankers In- 
demnity, is now on a trip abroad during 
which he will spend most of his time in 
Spain. When Charles Niebling, presi- 
dent of the company, was badly injured 
in an automobile accident in Vermont, 
Mr. Wilkens laid aside his plans for 
sailing but the improvement in Mr. 
Niebling’s condition has made it possible 
for him to leave as planned. 





DEATH OF JACOB HAUCH 
Jacob Hauch, senior partner in the 
reneral insurance business conducted at 
Hamburg, N. Y., under the name Jacob 
Hauch and Son, died last week in his 
home in that up state village and was 
buried on September 22 under Masonic 
auspices. Mr. Hauch was treasurer of 
the Erie County Agricultural Society 
which operates the Erie county fair each 
year. He was also a bank and Chamber 

of Commerce director in Hamburg. 





STANDARD ACCIDENT’S SUIT 

As had been anticipated, the Standard 
Accident of Detroit has commenced suit 
in the Federal Court, Southern District, 
New York, against the Standard Sure- 
ty & Casualty Co., recently organized 
under the laws of this state. The action 
is for an injunction against the use of 
the name “Standard” on the grounds that 
it conflicts with the title of the older 
company. 


NEW POST FOR "7 E. HARKNETT 

A. E, Harknett has been appointed by 
W. L. Perrin & Son, general agents in 
New York City for the Continental Cas- 
ualty, as production manager of its dis- 
ability and intermediate divisions which 
is a new branch of the agency’s acci- 
dent and health department. 

DECLARES QUARTERLY DIV. 

The United States F. & G. has de- 
clared its regular quarterly dividend of 
$2.25 a share and an extra dividend of 
$1. both payable October 1 to  stock- 
holders of record September 25, 



















wae N (wre to] 
AS Sateen" UNDERWRITER Gee som UN 





September 28, 











1928 














——_. 

= 

—— 
— 














INTERNATIONAL 
RE-INSURANCE CORPORATION 


CARL M. HANSEN 
President 


CASUALTY AND SURETY 
TREATY RE-INSURANCES 








SHARE AND EXCESS 








International Re-Insurance Corporation 


Home Offices Eastern Offices 
Pacific Finance Bldg. 80. John St. 


Los Angeles, California New York 











i 

















emp! 
ing ( 
ing 

after 
tuals 
Rubl 
Unit 
Arro 
Co: 
ton | 
year 
ploy 
Thus 
these 
some 
the | 
had 

miun 
with 
31, 0 
comy 
gani: 
distis 
plan 

teal 

busit 








8 


ty 











\l 


September 28, 1928 












SRA PP OPIATE RT 
\, Calvnudttt-o 
AS nea Pu ed 








— 


THE EASTERN 
< UNDERWRITER = 











Page 37 








Massachusetts Self 
“‘ompensation Insurers 


RECORD OF SIX CORPORATIONS 





U. S. Mutual, Rubber Mutual, Arrow 
Mutual, Transit Mutual and Eastern 
fiutual and What They Represent 


In applying the “self-insurance” prin- 
ciple in Massachusetts to the Workmen’s 
Compensation coverage no impediments 
have arisen in spite of the fact that this 
method of self indemnifying has no legal 
reco-nition other than that given it 
throvgh the construction placed on the 
Mas-achusetts act. Turning back the 
pages of its history to the year 1916, four 
years after the act went into operation, 
the record of a mutual company organ- 
wed in compliance with the general law 
for the protection of United States Gov- 
ernment employes, marked the first 
break away from the regular insurance 
carriers and the beginning of, what was 
at that time, more or less of an adven- 
ture. This company, the United States 
Mutual Liability, formed to insure the 
employes of the Fore River Ship Build- 
ing Co. (later the Bethlehem Shipbuild- 
ing Corporation), was followed soon 
after, in quick succession, by other mu- 
tuals similarly organized in 1918 by the 
Rubber Mutual, for the employes of the 
United States Rubber Co.; in 1920 the 
Arrow Mutual for the Hood Rubber 
Co.; in 1921 the Transit Mutual for Bos- 
ton Elevated employes, and in the same 
year the Eastern Mutual, for the em- 
ployes of other street railway companies. 
Thus, within five years of each other, 
these industries launched a_ system, 
sometimes looked upon as an offshoot of 
the Workmen’s Compensation law, which 
had produced up to the close of 1927 pre- 
mium receipts amounting to $6,237,121, 
with a total business in force December 
31, of that year, of $493,671.87. Another 
company, the Service Mutual, also or- 
ganized during this period, claims the 
distinction of operating a self insurance 
plan which accords perfectly with the 
real intent of the act. Inasmuch as its 
business does not represent that of one 
group, but of several, it is not considered 
as belonging to this class. After a lapse 
of about seven years, and towards the 
end of 1927, the Electric Mutual was 
iormed by the General Electric Co., mak- 
ing the sixth in this group. 


No Different Standing 


Strictly speaking, self insurance car- 
tiers under the Massachusetts Work- 
men’s Compensation Act have no dif- 
ferent. standing than authorized stock 
and mutual insurance companies. The 
lurnishing of insurance protection 


throush =the operation of companies 
forme (|, as these were, by each separate 
indusiry for its own group of employes, 
constitutes self insurance, simply inter- 
preted as the registering of one em- 
ployer in a single classification. The 
plan came into being through the de- 
mand of employers for lowering the in- 
creasiig costs of workmen’s compensa- 
tion protection offered by the regular 
companies; to save the large overhead, 


and t) get a fairer return at a premium 
commensurate with their experience. 
The rding of the original act denied 
all these advantages to employers and 


EXEC for the interpretation which in- 
lustr. placed upon it, and application 
has s.netioned, there is no more legal 
auth ity today for the operation of self 
Mstrsnee in Massachusetts than there 
‘ver vas. Since the law, however, does 
berm: a mutual company to segregate 
‘St -erves, for this class of business, 
by ups of industry, paying various 
fates of dividends according to the net 
farni' <s of the groups, a self insurance 
Plan virtually set up. 

Ori-inally four of these self insurers 
Carri Wi orkme n’ Ss compensation cover- 
‘se with the Liberty Mutual each under 
ts own special group, the General Elec- 
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tric, the largest, probably being the first 
to consider applying the self insurance 
idea, although the last to withdraw from 
the company. Since the war the United 
States Mutual has taken in other em- 
ployers and of more recent years ex- 
pended its operations still further by en- 
tering the automobile insurance liability 
field. Reinsurance of the catastrophe 
hazard in excess of $10,000, one of the 
requirements of the general law and to 
which all these companies are bound, is 
carried by the Liberty for the Transit 
and the Eastern Mutuals; the remaining 
four have arrangements with stock com- 
panies, including the General Reinsur- 
ance and the American Reinsurance, 
both of New York, and admitted to 
Massachusetts. 
The United States Mutual 

In low operating expense, low loss ra- 
tio and proportionately higher rates of 
dividends, the United States Mutual 
probably leads, in this respect, any other 
company in the group. Since its or- 
ganization the loss ratio has been 45%; 
in 1924, $110,000 in dividends was re- 
turned to the Bethlehem Ship Building 
Corporation; in 1925 $105,000 was re- 
turned and in 1926 $100,000 and a like 
sum was released that year from the 
catastrophe fund. The loss ratio for 
1927 was 38.17, the lowest of any com- 
pany but one in the group—the Arrow 
Mutual—for which the loss ratio that 
year was 35.1, with an underwriting ex- 
pense ratio of 21.1 as against 11.5 for 
the United States Mutual. For the re- 
maining three companies the experience 
in losses and underwriting is as follows: 
Transit Mutual, loss ratio 42.4; under- 
writing, 18.2; Rubber Mutual, loss ratio 
47.59, underwriting 13.49; Eastern Mu- 
tual, loss ratio 57, underwriting ae. 

In a certain sense “dividends to policy- 
holders” is a misnomer where there is in 
reality but one policyholder, in that the 
transaction consists in turning back into 
surplus this percentage of earnings. 
Since these companies started to oper- 
ate, or for an average of seven years of 
business, the average length of time that 
each company has been operating, a to- 
tal of $1,999,88342 has been returned. 
The direct effect of these transactions is 
shown in the material increases in sur- 
plus, the total annual increases averag- 
ing $20,797 during this same period. The 
largest average gain per year was made 
by the Transit, which amounted to $86,- 
509, during its 6 years. 

Overhead charges, with 
to agents and brokers eliminated, are 
kept down to a minimum, rarely exceed- 
ing a total of $3,000 yearly (exclusive of 
salaries, fees, taxes and rent). In inves- 
tigation and adjustment of claims, these 


commissions 


self insurance carriers may also be con- 
sidered as having an advantage which 
makes it possible to keep expenses at a 
low figure. Individually these companies 





expended during 1927 the following 
amounts: The Transit Mutual, $22,- 
035.12; United States Mutual, $22,525.18; 
Rubber Mutual, $4,798.31; Eastern Mu- 
tual, $2,796.44; Arrow Mutual, $1,241.34. 
With the exception of the Rubber Mu- 


tual, which does some business in Rhode 
Island, these figures represent claims 
arising out of the operation of a single 
industry confined to one state and in- 
clude, in some cases, the administration 
of automobile business. 

All six companies are members of the 
Workmen’s Compensation Rating and 
Inspection Bureau. 


CENTURY GETS FRED J. CRISP 
Appointed Assistant Manager of Its 
Pacific Coast Department; Formerly 
With National Surety 

Fred J. Crisp, prominent Pacific Coast 
surety underwriter who has been with 
the National Surety for the past twelve 
years, has joined forces with the Cen- 
tury Indemnity as assistant manager of 
its Pacific department, in charge of the 
fidelity and surety division for the ter- 
ritory of California, Oregon and Wash- 
ington. 

\ native of Melbourne, Australia, Mr. 
Crisp came to California with his parents 
when he was one year old. He was edu- 
cated in the San Rafael schools and at 
the University of California, pre-legal 
course; admitted to the bar in California 
in 1906, practiced law until 1916 and went 
with the National Surety in San Fran- 
cisco as assistant manager of its north- 


ern California branch under Manager 
Frank Gilbert in 1916. On the death 
of Mr. Gilbert, seven years ago, Mr. 


northern 
jurisdiction over 
forgery, burglary 


Crisp became manager of the 
Calitornia branch with 
all fidelity and surety, 
and plate glass lines. 

He was formerly president of the 
Surety Association of northern Califor- 
nia and has an enviable record as an 
underwriter among the agents and brok- 
ers of California. 


TO MAKE COMPULSORY STUDY 

The Virginia commission appointed at 
the last session of the legislature to in- 
quire into the question of compulsory 
liability autcmobile rates and to report 
at the next session to be held early in 
1930 docs not contemplate getting busy 
in the matter until some time next year. 
W. Worth Smith of Louisa is chairman. 
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$25,000,000 CAPITAL PROPOSED 
Stockholders of U. S. F. & G., Will 

Vote on Increase October 8; Also 

Plan to Split Shares 

The recommendation made by the di- 
United States F. & G. 
last week to increase the authorized capi- 
tal stock of the company from $10,000,000 
to $25,000,000 and at the same time re- 
duce the par value of its stock from $50 
a share to $10 a share, attracted con- 
siderable attention in casualty and sure- 
ty circles inasmuch as the capital in- 
crease when completed will bring the 
total resources of the United States F. 
& G. up to $70,000,000 and make it the 
largest surety company in the world. 

The board also voted to sell $2,500,000 
additional stock, being the balance of 
the present $10,000,000 authorized issue, 
to stockholders at $100 a share for the 
$50 shares, the proceeds to be divided 
equally between the capital and surplus. 
Stockholders of the company will vote 
on this proposal at a special meeting 
called for October &. 

Also in the offing is the new fire insur- 
ance company which the United States 
F. & G. proposes to organize but noth- 
ing definite was done on this matter by 
the board of directors inasmuch as they 
prefer to wait until the right kind of a 
man is secured to head the company. 

For the first eight months of this year 
net earnings of the company have been 
$4,080,000 which is greater than was 
earned in any previous full year in the 
history of the company. 


rectors of the 


WANTS BLANKET POLICY 


Buffalo Man Says City Can Save $25,000 
on Its Municipal Motor Cars; 
Council Has Plan 
That the city of Buffalo can save near- 
ly $25,000 by covering all its municipal 
cars for liability and property damage by 
having a_ blanket policy of coverage 
written is the claim of Joseph W. Beck- 
er, chairman of a_ special committee 
named recently by the council of that 
city to investigate municipal insurance. 
Mr. Becker says that by having one 
blanket policy covér all municipal auto- 
mobiles including fire and police vehicles 
the city could obtain all necessary pro- 
tection for a total cost of $27,500, 
whereas the cost by having each depart- 
ment obtain its own coverage as at pres- 
ent is $52,200 for the same protection. 
The blanket policy would be apportioned 
in the actual underwriting among up- 
wards of a score of companies. 

The plan is now before the 
city council for its action. 


3uffalo 





HAS 22,800 POLICYHOLDERS 
Employes of New York state and its 


political subdivisions have saved more 
than $15,500,000 since the state insur- 
ance fund for workmen’s compensation 


was created in 1914, Commissioner James 
A. Hamilton announced at a meeting of 
the fund’s advisory committee in Buffalo 
last week. There are now 22,800 policy- 
holders in the fund, an increase of 3,000 
in the last year, it was said, while the 
premiums written for the first eight 
months of 1928 exceed those of all of 
1927 by 15%. The fund now has a sur- 
plus of more than $2,400,000, it was 
reported, 


W. L. BARNHART ON TOUR 


W. L. Barnhart, director of publicity, 
National Surety, left September 17 on a 
western trip, during which he will make 
addresses before the Insurance Club of 
Pittsburgh, the Indiana State Bankers 
Association, the Rotary Clubs of Detroit, 
Youngstown and Cleveland, Ohio, the 
Central Kiwanis Club of Chicago and the 
Exchange Club of Dayton, Ohio, as well 
as visiting the agencies of the National 
Surety in these and other cities. Mr. 
Sarnhart is also on the program of In- 
surance Advertising Conference, mect- 
ing in Washington, D. C., next week. 
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Casualty 
Insurance 


Complete in One Volume 





By Two Well-Known Insurance Men 





HIS NEW BOOK is by two men long 
connected with one of the well-known 
| multiple line insurance companies— 
and Amos E. 
nT This book places at the reader's dis- 
posal, the accumulated experience and knowl- 
edge of years of active work in the casualty in- 
surance field. Many questions regarding pros- 
pects, sales, and policies are answered, including: 





What are the replacement features of a plate 
glass policy? 

How many kinds of policies are available on 
residence burglary? 

In a workmen’s compensation policy, what does 
“entire remuneration” mean? 

What is the difference between direct and con- 
tingent liability coverage? 

What is the distinction between pro-rata and 
short-rate cancellations? 


These, and hundreds of similar questions, are 
thoroughly discussed in the book. The ability 
to answer these questions, clearly, concisely, and 
completely, will demonstrate your knowledge of 
your field in a way that will help you to secure 
the prospect’s good will, command his respect, 
and increase your total underwriting. 

The book calls special attention to the simplest 
ways of overcoming obstacles and difficulties, 
so as to help increase sales totals. Everything 
is expressed in clear, non-technical language. 
At the end of every section there are reprints of 
policies; contracts; riders; endorsements; rate 
sheets; and manual pages. There is also ample 
discussion of the needs for each type of insur- 
ance; underwriting; and rate making. 


775 Pages—6x9 inches—Price $6 


Partial Table of Contents 


ACCIDENT INSURANCE— 

Analysis of accident policy. 
HEALTH INSURANCE— 

Carriers; kinds of policies; benefits. 
PLATE GLASS INSURANCE— 

Loss reports; the 50-50 plan. 
POWER PLANT INSURANCE— 

Common features of all policies. 
SPRINKLER LEAKAGE INSURANCE— 

Hazards of leakage; inspection service. 
WATER DAMAGE INSURANCE— 
AUTOMOBILE INSURANCE— 
Compulsory insurance; compensation plan. 
PROPERTY DAMAGE LIABILITY INSURANCE— 
The various types; common provisions. 
PUBLIC LIABILITY INSURANCE— 

Physicians’; Dentists’; Beauty Parlor. 
WORKMEN’S COMPENSATION INSURANCE— 

Carriers; self-insurance; administration of laws. 
BURGLARY AND ROBBERY INSURANCE— 

Analysis of coverages. 


CHECK ALTERATION AND FORGERY INSURANCE— 
Analysis of coverages. 





Send for a Free Examination Copy 
Prentice-Hall, Inc., 70 Fifth Ave., New York, N. Y. 


Without cost or obligation to me, you may send me a copy of 
“CasuALTY INSURANCE,” for five days’ free examination. Within 
that time, I will either remit $6 in full payment, or return the 
book to you, as I prefer. 














A Practical Book for Practical Men 








Published by Prentice - Hall, Inc., 70 Fifth Avenue, New York, N. Y. 
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F. G. Morris To Head 
Standard Surety & Cas. 


TO LEAVE OCEAN ACCIDENT 





New Company Expected to Start Before 
End of Year With $1,000,000 Cap- 
ital and $1,500,000 Surplus 


The Standard Surety & Casualty, one 
of the new companies which is now be- 
ing organized in New York City, an- 
nunc d this week that Frank G. Morris, 
assistant U. S. manager of the Ocean 
\ccid nt and vice-president of the Co- 


lunbi: Casualty, has been selected for 
and has accepted the presidency of the 
company. Mr. Morris expects to take 
up his duties on December 1, and the 


company will start writing business be- 
fore the end of the year. 

The Standard Surety & Casualty is 
identified with the Tokio Marine & Fire 
and with the same interests that control 
the Standard Fire. It will have a capi- 
tal of $1,000,000 and a surplus of $1,500,- 
(0 and will write both casualty and 
surety lines. 

Mr. Morris brings to the company an 
experience covering twenty-six years of 
active participation in the business. All 
of this time has been spent with the 


Ocean Accident. He started in 1902 as 
manager of the company’s New York 


daim department. Later in-1914 he or- 
ganized for the company a workmen’s 
compensation department and became its 
superintendent. In 1916 he was given 
the additional responsibility of managing 
the metropolitan office, handling at the 
same time compensation underwriting. 
Mr. Morris made good in these activi- 
ties to such an extent that in 1917 he 
was promoted to be assistant U. S. man- 
ger which position he has held ever 
since. When the Columbia Casualty was 
organized in 1920 as the running mate 


of the Ocean Accident he was made vice- 
president and a director. 

In bureau affairs Mr. Morris has al- 
ways taken an active interest, having 
held important positions on committees 
of the National Bureau of Casualty & 
Surety. Underwriters; served on the 











FRANK G. MORRIS 

board of governors of various state rat- 
ing boards such as New York, New Jer- 
sey, and Pennsylvania, and acted as 
chairman of the old Casualty Insurance 
Exchange, a New York City organiza- 
tion for stock casualty companies in ex- 
istence some years ago. 





State Senator J. Bradford Davis, 
Haverhill, Mass., has decided not to ac- 
cept the post of insurance commissioner 
of Massachusetts which was recently of- 
fered to him by Governor Fuller. 





NEW INDIANAPOLIS MANAGER 


Globe Indemnity Names G. W. Clark For 

Post Succeeding F. J. Carroll, De- 

ceased; Formerly Assistant Mer. 

The Globe Indemnity has appointed 
George W. Clark as resident manager of 
its Indianapolis branch office, effective 
immediately, succeeding F. J. Carroll, 
deceased. Mr. Carroll died very cudden- 
ly on August 31 after a brief illness. He 
had been manager of the branch since it 
was opened in March, 1925, having pre- 
viously supervised fidelity and surety 
production at the home office. 

The new manager, Mr. Clark, was ap- 
pointed assistant manager of the Indian- 
apolis branch last January and his pro- 
motion is well-deserved recognition of 
demonstrated ability. His association 
with the Globe dates back to February 
15, 1926, at which time he became at- 
tached to the Indianapolis branch as 
special agent. Mr. Clark served in the 
United States army during the world 
war, and on his return joined the In- 
dianapolis insurance agency of George 
W. Pangborn as a special agent. He is 
widely acquainted in the Indiana field 
and his many friends will be glad to 
learn of his advancement. 





HERMAN W. KAPHERR’S CHANGE 





Well Known Insurance Ad Man Be- 
comes Advertising Mgr. for Republic 
Casualty & Surety; His Career 
Herman W. Kapherr, insurance adver- 
tising specialist, has been engaged by 
the Republic Casualty & Surety as its 
advertising and sales promotion mana- 
ger. His duties will include the planning, 
preparation, and execution of all journal 
and direct-mail campaigns, the promo- 
tion of sales, and the development of 

the agency plant. 

Mr. Kapherr is well qualified to fill this 
new office, having specialized in insur- 
ance advertising and promotion for the 


past eleven years. He began his career 
with the “National U nderwriter,” and for 
one year was associated with the Wil- 
liam H. Pool Co., Chicago, as manager 
of the insurance advertising. In that 
capacity, and as the head of Roberts & 
Walker, Inc., advertising agency devoted 
to insurance advertising and sales pro- 
motion, he has served many of the 
strongest insurance companies. 

The Republic Casualty writes automo- 
bile and plate glass insurance, and it is 
understood that an extensive program 
for expansion is soon to be put into 
effect. 


PROGRESS OF CENTRAL SURETY 





Earnings For August Were $29,004; 
Company Two Years Old and 
Entered In 43 States 
The Central Surety, which was formed 
two years ago and now operates in forty- 
three states with an agency force of 
2,500 persons, shows a splendid financial 
report for the month of August with 
total carnings of $29,004. The following 


figures give the detail account of its op- 
erations: 
Earned premiums for August, 1928. .$166,938.61 
Total losses and expenses........... 147,581.51 
Underwriting profit ............... 19,357.10 
Investment CArmingS .......0.ccsces 9,647.81 
Total earnings of the company for 

the month of August ............ 29,004.91 


During the last four months the pre- 

miums earned were ...........-.. 634,375.43 
Total losses and expenses .......... 569,903.76 
Net underwriting ORE cixasidtnnsuns 64,471.67 


Investment earnings ......-..ececes 32,125.49 
Total profit during the four-month 
QOH ass cknicestovadcas sveenucs 96,597.15 





TO ENTER MICHIGAN 

Licensing of the companies represent- 
ed in the Corroon and Reynolds fleet 
and not now possessed of Michigan au- 
thority has been formally applied for. 
Licenses are being sought for the 
Knickerbocker, Brooklyn, Merchants’ 
& Manufacturers’, Sylvania, and Bronx 
Fire. 
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Hudson Casualty To 
Write Fidelity-Surety 


APPOINT HENRY Ss. PERMIT 
Will Set Up New Department; His Ca- 
reer Covers 20 Years of Active Field 

‘ and Home Office Work 
The Hudson Casualty of Jersey City 
has decided to enter the fidelity and 


surety business and they have selected 
Henry S. Pettit, now with the Royal In- 
demnity and co-author with Allen Caru- 
f the “Fidelity and Surety 


thers, Jr: of 


HENRY S$: PETIT 

Bond Digest,” published and distributed 
by The Eastern Underwriter, to install 
the necessary equipment and manage the 
department. 

Mr. Pettit is well known in fidelity 
and surety circles, having had about 
twenty vears’ experience during which 
time he has been associated with some 
of the best underwriters in the business. 


His career started with the National 
Surety first as an agent. Later he was 
a member of the junior underwriting 
board. He then went out in the field as 


a traveling special agent, developing bus- 
iness in various parts of the country. 

He was next associated with Kennedy 
R. Owen who had installed the Globe 
Indemnity’s bonding department at the 
home office. Mr. Owen is now vice-pres- 
ident and bonding manager of the Stand- 
ard Accident. From the ‘Globe Mr. 
Pettit went with the Union Indemnity 
at its home office in New Orleans as a 
surety underwriter, resigning this post 
to join the Royal Indemnity as assistant 
to the superintendent of its metropolitan 
bonding department which position he 
now leaves. 


GERMAN EXPORT CREDIT 

Although the German export credit 
insurance scheme is officially described 
as successful, the returns show that it 
finds little favor with exporters. Be- 
tween July 1, 1927, and June 30, 1928, 
the total amount covered in individual 
transactions was only — 21,700,000m., 
against 56,000,000m. during the previous 
twelve months. The total of group in- 


surance—namely, cases in which ex- 
porters insure all their business—rose 
from 21,000,000m. to 32,000,.000m. The 


losses were surprisingly 
only 72,000m.—and were 
by the premiums paid. 


low—namely, 
fully covered 


H. C. STEBBINS SAILS 
Herbert Cobb Stebbins of Cobb, Mil- 
ler & Stebbins, Denver insurance gen- 
cral agents and agents, who has been 
visiting in New York, sailed for New Or- 
leans this week with Mrs, Stebbins. 





Mass. 1929 Auto Rates 
Brought Into Court 


TO BE HEARD AT OCT. SITTING 





Lively Fight Expected As Both Stock 
and Mutuals Engage Counsel to 
Force a Show-Down 





Forty-one’ casualty companies, both 
stock and mutuals, were represented in 
the Boston Supreme Court this week to 
force a show-down by the state insur- 
ance department on the automobile lia- 
bility rates which will govern this class 
of business during 1929. The companies 
contend that there are no 1929 rates on 
file and that the 1928 rates do not con- 
stitute legal classifications and premiums 
for the coming year. Inasmuch as it is 
the theory of the insurance department 
that they do, the companies through 
thcir counsel sought injunctions against 
the enforcement of the 1928 rates, writs 
of mandamus to compel the acting insur- 
ance commissioner to establish classifica- 
ticns of risks and premiums, and a re- 
view by the Supreme Judicial Court of 
the entire situation arising out of the 
automobile rates, together with such de- 
crees and orders as may be appropriate. 

Clepp Represents the State 

Assistant Attorney General Roger 
Clapp is representing the insurance de- 
partment and when the compulsory auto- 
mobile insurance rate case reached Judge 
Crosby of the Supreme Court on Tues- 
day, Clapp said that there were funda- 
mental and underlying questions of law 
which would have to be determined by 
the full court before any satisfactory 
results could be reached. He suggested 
that the pleadings be completed and the 
cases be sent to the full court. 

Former Judge Frederic H. Chase of 
Stewart & Chase, appearing on behalf 
of the stock companies, and John R. Hall 
of Choate, Hall & Stewart, attorneys for 
the mutuals, were asked by the judge if 
demurrers to be filed by the attorney 
general would not sufficiently raise the 
question that it was desired the full court 
should settle. The lawyers both replied 
in the affirmative. An effort will ac- 
cordingly be made to have the case ar- 
gued at the October sitting of the full 
court. 

The principal questions are whether 
the classification of risks and premium 
charges approved by Wesley E. Monk, 
who recently resigned as insurance com- 
missioner, but which had not been pro- 
mulgated by him at the time of his res- 
ignation, are effective, whether the rates 
thus established are fair, and whether 
the schedule for 1928 can be continued 
in 1929. 





QUALIFICATIONS IN CANADA 

Agency qualification laws are nearer 
a reality in Canada, according to J. P. 
Dougherty, insurance superintendent of 
British Columbia. Speaking last week 
before the convention at Regina, Sask., 
of the Association of Superintendents of 
Insurance of the Provinces of Canada he 
said that in general terms, “I would say 
that a great percentage of the insurance 
agents are not as well conversant with 
the insurance laws as they should be in 
order to write insurance and give proper 
service to the public, and I feel that the 
time is not far distant when the various 
provinces will insist upon some form of 
examination as to the qualification of an 
agent to secure a license.” 





MRS. GILLETT SELLS AGENCY 


Margaret B. Gillett, who has been con- 
ducting the Gillett General Insurance Co. 
at LeRoy, N. Y., since the death of its 
organizer and operator, the late James 
B. Gillett, announces the sale of the 
business to John P. Samson and Percy 
G. Decker of LeRoy. The newcomers 
will move the business to the Milliman 
block where offices are now being pre- 
pared for them. The company was or- 
ganized 30 years ago. Hereafter, it will 
be known as Samson, Decker & Co, 


Two New Companies 
To Write Aviation 


BOTH TO BE IN NEW YORK 





They Are Aero Insurance Co., and Aero 
Indemnity; Cabell, Ignatius & 
Lown Are Attorneys 





The latest news in the field of avia- 
tion insurance is the organization of two 
new companies, called the Aero Insur- 
ance Co., and the Aero Indemnity, both 
of New York. They will write aircraft 
risks of all description, including the 
damage or destruction of the craft itself, 
its owners’ liability for personal injury 
to passengers or public and for property 
damage on the ground. They will also 
insure the passengers for their own ac- 
count and property and mail shipped by 
aircraft. 

The Aero Insurance Co. will cover all 
fire, marine and allied risks and will have 
a capital of $500,000 and a paid in sur- 
plus of $500,000. The Aero Indemnity 
will take care of the casualty-surety end 
of aviation insurance, starting with a 
capital of $1,000,000 and a paid-in sur- 
plus of $1,000,000. Both companies are 
to be located in New York City. 

The attorneys for the new corpora- 
tions are Cabell, Ignatius & Lown, and 
the incorporators are: Albert E. Nuel- 
sen, Francis T. Christy, Lawrence Ben- 
net, George I, Daniels, Granville S. Gil- 
patrick, T. Ballantyne Hamilton, David 
J. Lewis, Alton M. Clay, Hartwell Ca- 
bell, Milton B. Ignatius, Blaine F. Stur- 
gis, Philip B. Campbell and Alfred J. 


Bohlinger. 





TEXAS FIRE COMMISSIONER 


J. W. Deweese, well-known insurance 
man of Paris, Tex., and a former mayor 
of that city, has been appointed state 
fire insurance commissioner of Texas to 
fill the unexpired term of the late 
Thomas M. Campbell, Jr., who died on 
August 26. Mr. Campbell’s term ex- 
pires next February and it is likely that 
Mr. Deweese will be reappointed then 
for two years. 





Non-Can Questionnaire 
(Continued from Page 34) 
posed to the adoption of a specified pe- 
riod following a claim within which the 
policy would be non-cancellable. Even 
those companies that are transacting 
non-cancellable business express the 
opinion that a policy with such a pro- 
vision would require practically the same 
premium as a non-cancellable policy and 


would be open to the further objection 


that it would be discriminatory and un- 
fair, giving an unfair advantage to the 
under-standard and designing policy- 
holder. All agree that such a provision 
would greatly increase the claim ratio 
and require increased premiums. 


Three Companies Still Faithful 


8. There is a fairly even division of 
opinion on the proposal to give a certain 
minimum notice of the intention of the 
company to refuse to renew a policy on 
expiry. Approximately one-half of the 
companies indicate no objection as it is 
their present practice to give reasonable 
notice. Other replies indicate that such 
a provision would require higher rates 
and that the companies would be hamp- 
ered without corresponding advantage to 
the insured. 

9. Three companies issuing non-can- 
cellable policies report that there is at 
least some demand for non-cancellable 
insurance. The others are unanimous in 
reporting no demand. 

10. The same three companies believe 
that the demand indicates a necessity 
and that with adequate rates the trans- 
action of business on this plan is entire- 
ly practicable. All the others express 
the opinion that it is impracticable be- 
cause of the higher premiums necessary 
to cover the cost. 
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TE esontially an 
Agency Company 


THE UNITED STATES 
FIDELITY ann GUAR’ 
ANTEE COMPANY, essen’ 
tially an agency company, leads 
the field in volume of pre 
miums written. For the first 
six months of this year gross 
premiums were at the rate of 
$48,000,000 annually. 


Over 8,000 agents are prof’ 
iting by this steadily increasing 
business. You, too, can profit 
by it. 


UNITED STATES FIDELITY 
AND GUARANTY 
COMPANY 


Home Office: 
BALTIMORE MARYLAND 
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E. C. Bowen Cites Trend 
In Accident Insurance 


TALKS AT AETNA LIFE MEETING 





Tells General Agents Present That 
Classification Manual Soon Out 


Will Contain Rate Chzenges 





Some developments in accident and 
health underwriting were reviewed by 
Secretary E. C. Bowen of the accident 
and liability department of the Aetna 
Life at its general agents’ conference 
which took place last week at the Cha- 
teau Frontenac, Quebec. Mr. Bowen re- 
ferred to the new classification manual 
soon to be published and said it was 
expected that at least thirty companies 
will adopt it. He said that so far as his 
own company was concerned, he was 
confident that under the new rules and 
rates the business would be placed on a 
permanent basis where continual changes 
would not be necessary. His remarks 
in part follow: ; 

“let me record the fact that there is 
nothing mysterious or complicated in 
connection with underwriting accident 
and health insurance. Like life insur- 
ance the developments during the past 
twenty or thirty years have been many 
and varied, but the best evidence that 
they have been along progressive lines 
is tound in the great increase in volume 
of business written. 

Valuable Instruction Book 

"Realizing that perhaps the most im- 
portant part played in the underwriting 
of the individual risk is in the field, we 
equipped our field offices with the loose 
leaf book of ‘Accident and Health Un- 
derwriting Instructions.’ This book con- 
tains a vast amount of underwriting in- 
formation, such as tables of premiums 
for different policy forms, age limits for 
new business and renewals, limits of risk, 
general underwriting rules and detailed 
information as to how to properly com- 
plete an application. 

“It was prepared at a very consider- 
able expense of time and money and 
should serve as a valuable guide for the 
general agent and the underwriter in the 
field, responsible for checking applica- 
tions and answering inquiries on under- 
writing matters from soliciting agents.” 

Mr. Bowen pointed out, however, that 
the book had not been referred to as it 
should be. He said: “For instance, we 
receive an application for a health pol- 
icy from a new risk fifty-seven years 
of age, while the Instruction Book shows 
the age limit to be fifty-four. This 
means that the home office must write 
a letter requesting that the policy be 
taken up, and you know what follows 
the receipt of such a letter in your of- 
fice. All of this could be avoided if a 
little more study and time were given to 
this valuable book.” 

Mr. Bowen also referred to the new 
agents’ manual which is now being print- 
ed and will soon be ready for distribu- 
tion. The manual now in use is almost 
ten years old and he thought the new 
manual should be a great improvement 
over the old one. 

Non-Cancellable Experience 

Mr. Bowen had also some pertinent 
thinss to say about the Aetna Life’s 
non-cancellable policy experience, point- 
Ing cut that policies of this type issued 
Prior to September 1, 1921, had had a 
mos: disastrous experience because of 
mad: quate charges. He said further: 

“The reserves required by the insur- 
ance departments for unearned pre- 
Miuiis, and the additional amounts on 
account of the non-cancellable feature 
combined with the loss reserves and loss 
Paynients, consumed more than the net 
Preniums. We became convinced after 
five years’ trial that it would be impos- 
sible to write a sufficient volume of busi- 
ness under the later forms of non-can- 
cellable policies to give us a proper 
spread for experience purposes. For that 


reason those forms were discontinued in 
1926. 

“Our cancellations under commercial 
forms of policies are so few compared 
with the total number of such policies in 
force that there does not seem to be 
any great demand for non-cancellable 
policies. The home office records show 
that during the calendar year 1927 only 
seventy-one cases of cancellations were 
reported. This would average about one 
case per year for each general agency 
represented here, which I think you will 
agree is not a very serious situation. We 
have no intention of again engaging in 
the non-cancellable business unless we 
can be convinced that a substantial vol- 
ume of business can be written at ade- 
quate rates. We realize that two or 
three other companies are featuring non- 
cancellable policies but the present in- 
dications are that they can and will 
cover the entire field for this class of 
business. 


New Policy Under Consideration 


“We have under consideration at the 
present time the advisability of issuing 
a new form of policy which will provide 
for the payment of double indemnities 
for so-called private automobile acci- 
dents. I regret to say that no decision 
has been reached, but if we do decide 
to issue such a policy we will charge 
adequate premiums. 

“From time to time the home office 
has had under consideration the adop 
tion of plans of accident and health in- 
surance which will provide for a greater 
return to the policyholder for the pre- 
mium dollar he pays. Possibly the best 
way to accomplish this would be through 
a readjustment of the acquisition cost. 
A study of the ‘situation, particularly 
with regard to the business now in force, 
which, in all probability would have to 
be rewritten, or otherwise taken care 
of in a manner equitable to all con- 
cerned, presents so many practical diffi- 
culties which will have to be overcome 
that we have so far been unable to find 


a satisfactory solution of the problem. 
However, the subject will have further 
consideration, and I am satisfied a way 
will be discovered to bring about this 
much to be desired condition. 

Finds Premium Increases Necessary 


“Following the war, prices of practic- 
ally all commodities and materials in- 
creased, but the premiums charged ior 
accident and health insurance remained 
unchanged. Since 1919, when the pres- 
ent classification manual became effec- 
tive, many factors have entered into the 
underwriting of our business. Among 
the most important of these we find the 
automobile, the increased accident fre- 
quency, increase in the average period 
of disability, and excessive death losses. 
It takes some years to develop an ex- 
perience which will clearly show these 
conditions. 

“Now that they have been clearly es- 
tablished, the only solution of the prob- 
lem, so long as the business must stand 
the present charges is through increased 
premium charges on the classes of busi- 
ness which have developed this unfavor- 
able experience. The use of the auto- 
mobile has had a material effect upon 
our loss ratio as evidenced by the fact 
that during 1919 we find 19% of the to- 
tal number of accident claims paid were 
for automobile accidents, and_ these 
claims accounted for 20.6% of the total 
amount paid for all accident claims dur- 
ing that year. In 1926 these percentages 
had increased to 22% as to number and 
33.8% as to amount. This experience 
brought us to a point when some rate 
adjustment was necessary. 

“We found it impracticable to charge 
an increased rate in every case where 
the policyholder used an automobile for 
pleasure as well as business purposes, 
because of the impossibility of securing 
reasonably up-to-date information in this 
particular. Then it became a question 
of either abolishing the $5 rate, which 
accounted for a large percentage of the 
automobile losses, or establishing a new 








Starting in 1920 with a capital of 
$500,000, and a premium income of 
$2,794,390, Union Indemnity Com- 
pany has in less than eight years 
amassed a capital and surplus in 
excess of $4,000,000 and a combined 
premium income that will exceed 
$14,000,000 for 1928. 


Northwestern Casualty 
& Surety Company 


Bankers & Merchants Fire 
Insurance Company 






tie up with a fast 
owing Aggressive Company 


Address Agency Department 


Union Invemniry Company 


UNION INDEMNITY BUILDING, NEW ORLEANS 
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ciSound underwriting, liberal poli- 

es, aggressive management and re- 
sources adequate to handle the largest 
contracts, have made this growth 
possible. 

If you are looking forward to a con- 
nection that will help you grow with 
a growing company, Write us about 
it. We will be glad to go into 
details. 


La Salle Fire Insurance 
Company 


Union Title Guarantee 
Company, Inc. 




















rate for those who used automobiles in 
connection with their business. 

“The latter course seemed more rea- 
sonable, and in the classification section 
of the new agents’ manual you will find 
a B classification which calls for a $6 
rate for the level unit of insurance un- 
der the Paramount accident policy. 
Practically all occupations which for- 
merly took the $5 rate and which involve 
the use of automobiles have been placed 
in this new B class. 

“The most important schedule from 
the standpoint of premium volume in- 
volved in this change is that of commér- 
cial traveler. It may be that you will 
find a commercial traveler who does not 
use an automobile in his business and 
who will object to the new premium 
charge, but please remember that we un- 
derwrite this business by classes and not 
by individual risks, and, therefore, no 
exceptions can be made. A _ consider- 
able number of other changes in classi- 
fication will appear in the new manual.” 





CASUALTY BOOK IN DEMAND 





Crobaugh-Redding Volume Treats All 
Lines Thoroughly With Stress on 
Automobile and Compensation 
Ever since the Crobaugh and Redding 
book on “Casualty Insurance” was pub- 
lished by Prentice-Hall, Inc., New York, 
last February, it has been widely in de- 
mand by agents and casualty home of- 
fice men. This demand is due no doubt 
to the clear picture presented of every 
casualty line by the authors who have 
gone to a lot of pains to make the book 

valuable as a reference guide. 

More than 100 pages of the book are 
devoted to automobile insurance with 
particular reference to compulsory auto- 
mobile insurance, a timely subject at this 
time, which is compared with various 
other solutions of the problem of loss 
from automobile accidents. While the 
authors recommend no specific solution 
they give a bird’s-eye picture of situation 
and detailed information on proposed 
legislation. 

Workmen’s compensation, another line 
which has been in the limelight, is gone 
into with considerable detail. The au- 
thors venture the prediction that the five 
remaining states which now have em- 
plovers’ liability acts will change over to 
workmen’s compensation laws before 
many years. 


ELECTED A VICE-PRESIDENT 





R. E. Kennineton, Head of Bankers & 
Merchrnis Fire, Also a Director of 
Union Indemnity Group 


R. FE. Kennington, president of the 
Sankers & Merchants Fire of Missis- 
sippi, which company came into the 
Union Indemnity group some months 


ago, has been elected vice-president of 
the Union Indemnity, La Salle Fire, 
Union Title Guarantee and Northwest- 
ern Casualty & Surety, all of which com- 
prise the constituent companies of the 
Insurance Securities Co., Inc. At the 
same time Mr. Kennington has been 
named a director of the group. 

W. Irving Moss, president of Insur- 
ance Securities Co., Inc., in remarking 
upon Mr. Kennington’s addition to the 
executive personnel of Union Indemnity 
group, said: “The close study which Mr. 
Kennington has given to the fire insur- 
ance business in Mississippi and the 
south and his outstanding ability in the 
world of finance, is sure to be of great 
service to the conduct of our business in 
this section.” 


EXPECT CROWD OF 6,000 
Six thousand people are expected to 
attend the big National Safety Council 
Congress in New York City next week, 
many of whom will be insurance men 
interested in safety. Como-ny execu- 
tives are also represented «n the com- 

mittee which sponsors the congress. 
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Hobbs On Small Risks 


(Continued from Page 34) 
ka, Connecticut, Hawaii, Idaho, Illinois, 
Indiana, lowa, Louisiana, Nebraska, New 
Mexico, Rhode Island, South Dakota. 

Approved (regulated states)—Colorado 
($5 constant), Kentucky (for stock car- 
riers only), Maine, Maryland (for stock 
carriers only), Oklahoma, Vermont, Wis- 
consin (for conference companies only). 
Disapproved (regulated states) — Ala- 
bama, Minnesota, New Hampshire, Ten- 
nessee, Utah. 

Pending or Postponed—Arizona, Cali- 
fornia, Georgia, Kansas, Massachusetts, 
Michigan, Missouri, New Jersey, Texas, 
Virginia. Withdrawn—Montana. 

This result is due to a keen opposi- 
tion, centering on this proposal. Five 
states have indicated disapproval. Eight 
states have apparently accepted the prin- 
ciple of an expense constant and six 
have accepted, for some or for all car- 
riers, the full $10 constant. Two others 
have proceeded on the basis of a $5 
constant. In twelve others, not requir- 
ing approval, the proposal has gone into 
effect. There are, however, a number 
of important jurisdictions still to be 
heard from. 

Discrimination Argument 

Mr. Hobbs declared that the partisan 
aspects of the question are well known 
and need not be discussed. He added: 
“The points which have apparently 
weighed with commissioners, I venture 
to detail as follows: (a) A feeling that 
possibly an element of discrimination 
was involved. The proposal applies the 
constant to all risks not subject to expe- 
rience rating. That is a differential based 
on size of risk. Such differentials are 
not necessarily discriminatory. Lines of 
cleavage based on size have been long 
used in the minimum premium rule, and 
in both the experience rating and sched- 
ule rating plans. As between the con- 
stant used in this proposal and the con- 
stant used in the minimum premium rule, 


the distinction in principle is hard to see; 
and it may be said that the stopping 
point selected is quite as justifiable in 
this proposal as in the minimum pre- 
mium rule. It stops just about at the 
point where the effect in the constant 
is offset by the reduction in the line 
of cleavage already in use. To carry it 
above that point would produce a gain 
proportionately negligible and introduce 
one more complication in the operation 
of the experience rating plan. 

(b) The amount of the constant has 
been somewhat vigorously assailed. I 
doubt if an absolute demonstration of 
the cost per policy of handling small 
policies can be made. The processes 
whereby a policy is issued and becomes 
an item in the company’s operations 
have in all companies a certain similarity. 
The application must be underwritten 
for purposes of determining whether the 
proper rate is applied, and for purposes 
of acceptance or rejection. The policy 
must be typed, checked with the applica- 
tion, examined for compliance with the 
law of the specific state and gotten into 
the hands of the assured. It is involved 
in several accounting operations, must 
be tied into the inspection service, the 
auditing service, into the history record 
and the record of expirations. It be- 
comes an item in statistical and actuarial 
operations; and the original papers are 
untimately indexed and filed. Those are 
the normal minimum operations. 

(c) A further point raised was on the 
question whether despite the decrease in 
manual rate the expense constant would 
not produce an actual rate increase. The 
facts on this vary in different states. 
A state with an abnormal number of 
risks would pay more premium than un- 
der the present system; but if the con- 
tention as to the expense of small risks 
is true, it ought to. On the other hand, 
the figures of the Council thus far com- 
piled have indicated that in most states 
the number of small risks is not far 
from the average. It is a matter easily 


computed for any state provided reports 
are available showing the number of 
minimum premium risks and risks not 
subject to experience rating and also the 
volume of premium distributed by groups. 
Since the point was raised, in Minne- 
sota, such figures have been compiled 
and presented at each rate hearing. 
Small Risks vs. Large 

“T do not undertake to discuss all the 
multitudinous issues raised in the several 
hearings, for after all, most of them go 
to detail rather than to main issues. 
More important is the consideration sug- 
gested by some officials that it helps a 
few large risks and hurts many little 
ones. This of course is true. By num- 
ber of risk, by and large, one-fourth 
are helped, three-fourths hurt. By pre- 
mium volume the proportion is about 
the other way—three-fourths helped, 
one-fourth hurt. 

“The small risks, however, have for 
some time found difficulty in obtaining 
cover and have had to do much shop- 
ping to get insurance. This difficulty has 
given rise to not a few complaints. If 
a relief is to be had, it must be through 
the form of an increased rate. Com- 
panies who have advocated this proposal 
could hardly, after its acceptance, be 
other than generous in their acceptance 
of small risks. Having offered a rem- 
edy, however, its rejection absolves them 
in a way from responsibility. Whether 
in passing judgment a supervisory official 
should deal strictly on the merits or 
give consideration as to who is helped 
and who is hurt is a matter on which 
I do not presume to express an opinion.” 

Concluding, Mr. Hobbs said: “One 
issue raised, which I find it difficult to 
overlook, was the intimation that facts 
had been withheld from the opposition. 
No facts in the possession ‘of the Coun- 
cil or of myself ate withheld from any 
supervisory official nor indeed from any 
member of the Council with a right to 
ask for them. In the present case, the 
intimation had little effect, a question 


— 


CITIZENS CASUALTY FORM!NG 





A Utica Enterprise; The Mutual Agen. 

cy, Inc., Also Chartered Presumably 
To Represent Company 

The organization of a new co: 


pany 
called the Citizens Casualty of Stica, 
having been approved by the superinten- 
dent of insurance, the company is now 
making the legal advertising prepa:atory 


to entering the casualty field. 

At the same time the Mutual Acency 
of Utica, Inc., has received its charter 
at Albany with a capital of seventy-cight 
shares of preferred stock, $100 par value, 
and 100 shares of common stock, non 
par value, to conduct a general insurance 
agency. Its directors and subscribers in- 
clude C. W. Walker, Harriet A. Ackroyd 
and George F. Ferris, all of Utica. 

Dunmore, Ferris & Dewey, of Utica, 
are attorneys for both the agency and 
the Citizens Casualty. It may be pre- 
sumed that the purpose of this agency 
will be to push the new company to the 
front. 





McGLASSON ON THE ROAD 

E. A. McGlasson, superintendent of the 
liability department of the Union In- 
demnity and Northwestern Casualty & 
Surety, is now on a trip which will take 
him to Miami, Oklahoma, Tulsa, Kansas 
City and St. Louis. Mr. McGlasson is 
engaged in establishing the safety edu- 
cational work of the two companies on 
a firm basis in these cities. He will be 
joined in St. Louis by Mr. Boettcher 
who is also connected with the Union 
Indemnity and the Northwestern Cas- 
ualty & Surety. Mr. Boettcher is a spe- 
cialist in safety engineering work. 








and the answer revealing the somewhat 
pertinent fact that the data in question, 
alleged to have been withheld had not 
been asked for.” 
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Agents—an open mind may lead you to a find— 


A* Y time you are in Baltimore, you are cordially invited to 

visit our new Home Office buildings, which we believe are 
different and will interest you, no matter in what capacity or 
branch of insurance you may be engaged. 
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